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Each pin on the map represents a Texaco 
Distributing Plant. To serve you, wher- 


ever you are, there are more than 2,000 of them 
throughout the 48 States. 


A call to the nearest “pin” will bring you 


important help in stepping up your production 
and bringing down your unit costs. 


‘CALL THE 


famous Texaco Lubrication Engineering Serv- 


The Texas Company, 135 East 42nd Street, 


“Pl N” New York 17,N. Y. 


rf (J XACO Lubricants, Fuels and 





Lubrication Engineering Service 


TUNE IN... METROPOLITAN OPERA radio broadcasts every Saturday afternoon. See newspaper for time and station. 





Made-for-the-job Texaco Lubricants and. 


ice bring these benefits daily to plants in every | 


: branch of industry. | 
Find out what they can do for you. No cost, 
no obligation. 
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Here’s the inside story behind the 
new GRINNELL UNIONS 


Cut-away view of the new 
Grinnell bronze-to-iron union 
reproduced here is exactly as 
photographed. It has not been 
retouched in any way. 

The “inside story”; as told by 
the camera, points up the engi- 
neering achievement that makes 
the new Grinnell bronze-to-iron 
union a standard of comparison 
for the industry. 

What the camera cannot show 
you is the Quality Control which 
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goes into the new Grinnell Features of the new Grinnell 
Unions. For instance: each union bronze-to-iron unions: 
is tested against leakage by ap- 
plying air pressure under liquid. 
High quality materials; com- 
pletely new, modern manufactur- i lenutornaridh=s* xvas 
° 4 4 : ronze ring inserts of improve esign 
eae rors ne — bonded to iron by newly developed 


* Precision-machined, bronze-to-iron joint 
for a positive, leak-proof connection 


® 100% tested with air under liquid 


: equipment 
manufacture of the new Grinnell 
unions. Branch werdhouses end ® True dimension, full depth threads 
distributors, from coast to coast, ® Chamfered to protect threads for easy 
make local stocks as convenient starting 
as your telephone. ® Designed for rugged service 


GRINNELL 


WHENEVER PIPING IS INVOLVED 


Grinnell Company, Inc., Providence, Rhode Island ° Coast-to-Coast Network of Branch Warehouses and Distributors 


Manufacturer of: pipe fittings * welding fittings * forged steel flanges * steel nipples * engineered pipe hangers and supports 
Thermolier unit heaters * Grinnell-Saunders diaphragm valves * prefabricated piping * Grinnell automatic fire protection system: 
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a PURCHASING PREVIEWS_ 


A WASHINGTON REPORT FOR PURCHASING AGENTS 





January 1, 1954. 





STRONGER Industry is coming to closer grips with the adjustment to 
DISTRIBUTIVE a postwar economy. No substantial drop in the level of business 
ORGANIZATIONS is anticipated, but considerable change is expected. 

TO AID SELLING One element of change is the shift from a seller's to a 


buyer's market. This has not been a sudden change, but it has 
just begun to be an important factor in the sale of many hard goods. 

Business leaders maintain that salesmanship at the various levels of distribution 
can offset any decline that will result from reduction in military expenditures or 
from the complete elimination of scarcity buying touched off by war scares. 

Concentration on the necessity of selling has led major producers in industry to 
review their distributive organization. Many manufacturers, who expanded their sales 
organization during the seller's market and developed a mass marketing organization, 
are scaling down their distributive organization and will go after quality distribu- 
tors, rather than mass marketers. 

This reduction in the number of distributive outlets is expected to come through 
business attrition. The stronger and more aggressive distributors will remain in busi- 


ness. It is expected that the weeding out process will be accomplished without a great 
deal of business dislocation. 




















Close watch is being kept on the accumulation of inventory. 
INVENTORY ACCUMULA- In unprocessed and semi-processed materials, accumulation has 


TIONS MODERATE AT been moderate; buildup in inventory levels has occurred in fin- 
MANUFACTURING LEVEL ished goods, which tend to accumulate at the point of sale. 
Manufacturers have developed the practice of working close 

to inventory, primarily as an outgrowth of the period of wartime scarcity of mate— 
rials, when it was both illegal and impossible to accumulate excessive inventory- 

Trend in manufacturing has been to adjust the rate of production rather quickly 
to the volume of sales, and thus avoid any large accumulation of inventory of mate- 
rials, parts of finished goods. 

Few wholesalers can afford to carry large inventories, but among the much more num- 


erous retailers, an above-normal inventory level can mean a very sizeable number of 
units. 
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Industrial expansion continues at a substantial rate, even 


INDUSTRIAL though the Government is no longer sparking expansion as a matter 
EXPANSION of defense policy. 
CONTINUES The initial expansion of power output and production ca- 





pacity for primary metals and chemicals has created new markets 
and demands for processors and distributors. 


Outlook for 1954 is for a lower level of industrial expansion compared with last 
year, but no sudden or sharp drop. 








Br 7% 1 
Set-aside of aluminum for military requirements during the 
DEFENSE INDUSTRY first quarter of this year will be roughly 24% of the total avail— 
STILL A able supply of domestic and imported primary aluminum. Fourth 
MAJOR CONSUMER quarter set-aside represented 29% cf the available supply. 


The currently lower take reflects the lesser rate of mili- 
tary production. At the same time, a use rate of 24% of total supply for military use 
indicates the impressive volume of current military production. 
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Valves are no exception in “bargains” offered every day. Maybe 
you could afford to buy such valves—if you didn’t look beyond 


the price tag... didn’t care about quality ... didn’t figure their 
real cost. 


But you’re aware of current maintenance labor rates. You know 
the labor part of piping installations has grown bigger and bigger 
... that valve repairs aren’t the small jobs they used to be. So 


you want greater assurance of dependability—not fictitious sav- 
ings in price. 


Buying with an eye to real value marks today’s thrifty buyer. 
That’s why he prefers traditionally dependable Crane quality. He 
knows it means longer life, greater freedom from trouble... and 
that Crane puts such quality into piping equipment for every need. 


Crane Co., General Offices: 836 S. Michigan Ave., Chicago 5, IIl. 
Branches and Wholesalers Serving All Industrial Areas. 


CRANE 


How good a buy is 7 bargain ? te ) 
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VALVES + FITTINGS + PIPE -* PLUMBING © HEATING 
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Under past Administrations, there was an unending cycle of 








GOVERNMENT new and added services which the Government supplied, as a solu- 
SERVICES tion to real or fancied emergency. When the emergency ended, 
UNDER STUDY the services were continued without any question that the func- 


tion could either be ended or better performed by private 





enterprise. 


Considerable effort is now being put forward by the new Administration to review 
the services performed by Government agencies to determine whether the work per- 
formed is important, and if it can be performed by a non-government group. 

In many instances, the services performed by Government on behalf of an industrial 
group could be performed by the trade association of the group. 

Also, where the service performed benefits a specific group, there is a substan- 
tial question as to whether that group should not pay the actual cost of the work per- 
formed. One obvious benefit of this approach is that it would induce efficiency and 
thrift. 

Department of Commerce officials indicate that they hope to initiate charges for 
Government services sufficient to cover the cost of providing such services. 

There is now a very nominal charge to airlines for the use of the Federal airways, 
and under study is a system of charges that would cover the costs of providing the air- 
way service. 

Also the Post Office Department is pressing for further adjustment in postal 
rates to put the postal service on, or near a paying basis. 

However, at each point where the Government seeks to assess an adequate charge 
for the services rendered, those groups benefiting from the free services or from low 
rates bring strong political forces to bear in defense of their title to the services. 
These political forces are usually very strong, since considerable political pres- 
sure was necessary initially to obtain the special Government advantages. 














ve 
+ 


Biggest controversy between the two political parties, as 





GOVERNMENT well as within the councils of the Administration itself, con- 
SPENDING AND tinues to be over the question of how to balance the budget. 
TAX CYCLE There is general agreement that such a balance is necessary, 


but the pressures of defense spending are unremitting and the 
level of taxation is now so high that the strain on the taxpayer is at the breaking 
point. 

Two major concessions toward lower taxes became effective the first of this month 
—end of the Excess Profits Tax and the reduction in income taxes. Selective cut in 
Some excise taxes is due the end of April, but there is strong support within the Gov- 
ernment to head off the excise cuts, at least until the Government budget outlook is 
clearer. 

Basically, however, while the Administration has been able to bring about some 
economies in the civil side of Government, there are many fixed charges against Gov- 
ernment revenues that cannot be adjusted—interest charges, benefits to veterans, 
etc. Furthermore, the amounts that can be saved by trimming civil Government expendi- 
tures are limited. 

This leaves military expenditures as the biggest target of those who would bring 
down appreciably the levels of Government spending. 

Here, however, they run head-on into the need for a strong national defense—also 
the need for caution in any guick shifts that would cut back military contracts without 
giving industry sufficient time to adjust to the change. 

Some compromise is possible and necessary, with the likelihood that military 
personnel will be cut, but that production of military hardware—especially aircraft, 


guided missiles and electronics—will continue high. 
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CAM PHENOL 





AUDIO 
CONNECTORS 


omen if's your guarantee of quality... — si 


AMPHENOL is the Trade Mark of the AMERICAN PHENOLIC 
CORPORATION. The presence of this name on specifications for AN 
connectors, RF connectors, coaxial cable or any of the compo- 














nents made by AMPHENOL signifies concern by your company nace Au 


that only the best components are purchased. By specifying CONNECTORS 





AMPHENOL, your company, like so many other companies in 
the electronics industry, is putting the emphasis on quality. 


At AMPHENOL, the design of a new component or the modification 
of an existing component has as its basis a concern with quality. 
How can it be designed to perform best? What materials will provide 





‘ ° . ° N 
this performance? These are very real questions asked in the Design- ue 





ing Department at AMPHENOL— questions that must be satisfactorily 





answered before a design can be released. Product engineers 








continue with this concern. They may spot improvements in a 
component which will insure higher quality—and these will be 
incorporated. Finally, Production and Inspection keep a quality- 




































. : AXIAL 
wise eye on the component during the manufacturing process. Fy 
The results of this continuing emphasis on quality at 
AMPHENOL are the famous components requested in the 
specifications that cross your desk. Remember the 
RADIO Tutt 
name AMPHENOL stands for quality. poe 
an a 
just off the press . . . 0 3 
' The new AMPHENOL Catalog B-3 contains MINIATURE 
general information about the entire AMPHENOL CONNECTORS 





line of components as well as listings of special 
catalogs and literature that may be requested. 


. . . Write for yours today! 
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4M PHENO! 


means QUALITY 
~~ 


AMERICAN PHENOLIC CORPORATION 
chicago 50, illinois 
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5 YEARS’ SERVICE—without a shutdown—on this “problem drive’ came from 


the Goodyear Distributor-G.T.M. team and Goodyear Steel Cable V-Belts. 
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INDUSTRIAL PRODUCTS 


@ -Specified 
STEEL CABLE V-BELTS 


for Large Heavy-Duty 





Drives 


he Lood-cor, 
endless, hj 
Stee! cables o, pe ™ 
Neutral plone . 


ALL 
oh-ter 


8B Tension ond con 
Pression Sectic 


c 
Heavy, su 
SMooth 


COME FROM YOUR GOOOYEAR OISTRIBUTOR 


gang the maximum service out 
of V-belts depends on two things: 
a quality-built product and its proper 
recommendation. You can get both 
from your Goodyear Distributor. 


The product could be any one of the 
complete line of V-belts by Goodyear. 
There are nine basic constructions—all 
designed to R.M.A. Standard dimen- 
sions—all built to the world’s highest 
standards of quality and workmanship. 
Each of these belts is precision-made 
to do a specific job best —each is an 





GO0OoDy 


expert combination of rubber, rein- 
forcement and fabric to give you maxi- 
mum return for your dollar. 


Choosing the right belt for your drive 
comes natural to your Goodyear Dis- 
tributor. He is selected because of his 
experience in the industrial supply 
field. He is especially trained in drive 
design and maintenance by Goodyear. 
He knows belts and how to use them. 
And should he ever be stopped by a 
real problem drive, he can always call 


on the G.T.M.— Goodyear Technical 





Man —the man who knows V-belts 
best. 


There are many advantages to dealing 
with your Goodyear Distributor. Tai- 
lored service, rapid delivery, simpli- 
fied billing and reduced inventory are 
a few. But most important, only he 
has the right product, the right knowl- 
edge and the G.T.M. Look for him in 
the Yellow Pages of your Telephone 
Directory or write Goodyear, Indus- 
trial Products Division, Akron 16, 
Ohio. 


EAR 


THE GREATEST NAME IN RUBBER 


We think you'll like "THE GREATEST STORY EVER TOLD” — every Sunday— ABC Radio Network ~THE GOODYEAR TELEVISION PLAYHOUSE —every other Sunday— NBC TV Network 


January, 1954 
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NEWS OF YOUR Suppliers 








F. J. Stokes Machine Co. Philadel- 
phia, has appointed Samuel H. Green- 
wood as district manager of a newly 





Samuel H. Greenwood 


enlarged territory, with headquarters 
in Philadelphia. He will have charge of 
sales and service for Stokes products 
in eastern Pennsylvania, upstate New 
York, lower New Jersey, Delaware and 
the southeastern United States extend- 
ing as far as Florida. Assisting Mr. 
Greenwood in the new district office 
will be Walter E. Rayher and Joe D. 


Robertson. 


Carleton Ellis, Jr., has been ap- 
pointed director of sales for all Plaskon 
Products, according to an announce- 
ment from the Barrett Division, Allied 
Chemical & Dye Corporation, Toledo, 
Ohio.’ Allied Chemical purchased the 
Plaskon Division of Libbey-Owens- 
Ford Glass Co., last October 7th. 

In addition, Sam Gurley, formerly 
Barrett resin sales manager, is now 
general sales manager. H. V. DeVore 
is manager of moulding compound 
sales, H. A. Raymond, Jr., is manager 
of industrial sales, and C. D. Delaney 
is manager of coating resin sales. 


Porter-Cable Machine Co., Syracuse, 
N. Y., has appointed five men to new 
sales positions. Eugene V. Allen be- 
comes administrative assistant to the 


22 





sales manager. Walter C. Coleman, 
formerly Porter-Cable sales representa- 
tive for Rhode Island and Western 
Massachusetts, succeeds Mr. Allen in 
the New York State territory. Robert 
E. Comstock takes over Mr. Coleman’s 
old territory. Carl W. Wilke joins 
Porter-Cable as field engineer for the 
east central zone with headquarters in 
Cleveland. Patrick H. Delmonico has 
been named field engineer in Central 
and Western New York with headquar- 
ters in Syracuse. 


Hanson Whitney Company, Hartford, 
Conn., has appointed Ralph Edwards as 
general sales manager, machine tools, 
and Edward P. Cody as general sales 
manager, small tools and gages. 


Edward P. Cody Ralph Edwards 


Mr. Edwards joins the MHanson- 
Whitney organization after 20 years of 
diversified experience in the machine 
tool industry. He had been with the 
Keller Tool Co., Grand Haven, Mich., 
and the Machine Tools Division of 
Pratt & Whitney. 

Mr. Cody has been a member of the 
Hanson-Whitney Company since 1924. 
He was named sales manager in 1948. 
(In the Sept. issue of PURCHASING, 
the captions under Mr. Edwards’ and 
Mr. Cody’s pictures were transposed.) 


Richard L. Allen has been appointed 
general sales manager of the Bridge- 
port Brass Company, Bridgeport, Conn., 
replacing Chester M. Adams, who died 
recently. Mr. Allen has been serving 
as acting general sales manager since 
the late Mr. Adams was taken ill a 
few months ago. 








Bakelite Co., a division of Union 
Carbide and Carbon Co., New York 
City, has announced the appointment 





H. K. Phinney 


of H. K. Phinney as manager, Laminat- 
ing Materials Division. Mr. Phinney, 
who was previously assistant manager, 
succeeds Harry Carlson, who was re- 
cently appointed to the Market De- 
velopment Department. 


Marbon Corporation, Gary, Ind., has 
announced that Robert Shattuck is 
now president of the organization. Mr. 
Shattuck previously was vice president 
and general manager of this Borg- 
Warner subsidiary. He succeeded 
George P. F. Smith, who retired from 
the post to devote his full time to his 
duties as president of the Norge Divi- 
sion of Borg-Warner. 

H. Hunter Gehlbach, assistant secre- 
tary and assistant general counsel of 
Borg-Warner, has been elected secre- 
tary of Marbon. E. R. Meyer, previously 
chief accountant, now becomes Mar- 
bon’s treasurer and assistant secretary. 
D. Morris Pratt has been re-elected 
vice president and sales manager. 


H. H. Buggie, Inc., Toledo, Chio, has 
named C. H. Sharp as general man- 
ager. Previously Mr. Sharp had been 
production manager and has been with 
the firm since 1934. 
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Another job 
well done with 
Macwhyte Slings! 


408,600-LB. GENERATOR 
SAFELY HANDLED WITH 
MACWHYTE ATLAS BRAIDED SLINGS 





Safe installation of a $2,000,000 generator at 
the Valley Steam Plant of Los Angeles’ Depart- 
ment of Water and Power required expert han- 
dling and finest rigging. 


That’s why Macwhyte Atlas Round-braided Wire 
Rope Slings were chosen to unload and install the 
largest and heaviest single freight shipment ever 
handled by the Southern Pacific Railroad. Lift was 
made with a 180-ton Moffett Crane using 
Macwhyte’s Monarch Whyte Strand Wire Rope. 

This Atlas P-2 
sling assembly 


is rated at 
1600 lbs. 


Macwhyte’s balanced braiding gives Atlas Slings 
greater flexibility, longer life, resists spinning 
and kinking. Macwhyte slings and wire rope 
offer better service on any lifting job, large or 
small. Recommendations will be promptly made 
on request. 


Macwhyte 8-Part Atlas Type 1 Round- 
braided Wire Rope Sling. 


Macwhyte slings are available for any load regard 
less of size. Our experience on thousands of 
applications is yours for the asking. Just write to 
Macwhyte Company, Sling Dept., Kenosha, Wis. 


MACWHYTE:sus 


Complete line of slings to fit your needs! f _— See the hundreds of slings in Macwhyte Sling Catalog S-8 
Three types of body are available: Atlas a yy P , MACWHYTE COMPANY 
‘ oe gy 





Round-Braided, Drew Flat-Braided, Mon- 2918 Fourteenth Ave., Kenosha, Wisconsin 

arch Single-Part. All are made to order in Manufacturers of Internally Lubricated PRE- 
any size for any job. Suggestions for slings formed Wire Rope, Braided Wire Rope Slings, 
to meet your needs are promptly available. Aircraft Cable, Safe-Lock Assemblies, Monel 


READY now—new Circular Number 5308 MACWAYTE M Pw ns wy ave os eo ee a 

showing strengths and safe-loads at various COMPANY Se Past. Fore Worth « Pde ey fics “Sn 

angles plus many sling designs. Ask for 5308. KENOSHA, Wis. Francisco « Los Angeles « Distributors through- 
out U.S.A. 10478 
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Fred E. Greger has been named sales 
manager of Standard Steel Works 
Division, Baldwin-Lima-Hamilton Cor- 
poration, Philadelphia. Mr. Greger has 





Fred E. Greger 


been transferred to the BLH Burnham, 
Pa., location from Chicago where he 
has been western sales manager for 
the Hamilton Division of the company 
ince 1950. 


Columbus McKinnon Chain Corp. 
and its Chisholm-Moore Hoist Division, 
Tonawanda, N. Y., have announced the 
promotion of seven staff members and 
the appointment of another. Promoted 
to manager of field sales, with head- 
quarters in Tonawanda, is F. T. Ben- 
jamin, formerly Chicago district man- 
ager. Appointed to fill Mr. Benjamin’s 
post is Karl L. Miller, formerly as- 
sistant general manager of sales for the 
Buffalo Bolt Co. Promoted to the posi- 
tions of product managers with head- 
quarters in Tonawanda are: E. J. Byrne, 
hoists; G. F. Grace, industrial chain 
and R. E. Gerspacher, automotive chain. 
To the positions of customer service 
managers; R. L. Pfanner, hoists; O. H. 
Hager, industrial chain and F. G. 
Schweitzer, automotive chain. 





SENATOR RALPH E. FLANDERS 


Raybestos-Manhattan, Inc., Passaic, 
N. J.. has announced the appointment 
of S. V. V. Hoffman as district man- 
ager of the firm’s west coast sales dis- 
trict. Mr. Hoffman will supervise the 
sales of industrial rubber products, 
mechanical packings and asbestos tex- 
tiles at Los Angeles, San Francisco 
and Seattle. He will headquarter at 
Los Angeles. 


Howard W. Dellard has been named 
to head the Chicago chemical district 
sales office of the Atlas Powder Co., 
Wilmington, Del. Mr. Dellard succeeds 
Harry B. Paul, who has been trans- 
ferred to direct Wilmington’s chemical 
district sales. 


Standard Products, Inc., 3041 Fairfax 
Rd., Kansas City, Kansas, has been 
named a distributor of Parker O-rings 
according to an announcement from 
the Parker Appliance Co., Cleveland 


Industrial Trucks, Inc., of Fairfield 
and Rocky Hill, Conn., has been ap- 
pointed to handle sales and service of 
Yale Industrial Trucks for the Yale 
Materials Handling Division, Yale & 
Towne Manufacturing Co., Philadelphia. 
The New England firm’s territory in- 
cludes Connecticut, Vermont, Western 
Massachusetts and Southwestern New 
Hampshire. 


National Welding Equipment Co., San 
Francisco, Calif.. has named Henry L. 
Pohndorf as sales manager. He has 
been the company’s chief engineer since 
first joining the staff. 


W. J. Fleming, formerly associated 
with the sale of Plainfield built con- 
crete machines has been transferred 
to the Holyoke, Mass., works of the 
Worthington Corp., Harrison, N. J. Mr. 
Fleming will be in charge of the sale 
and distribution of the company’s line 
of portable air compressors and air 
tools. 


of Vermont, receives the Howard Coonley medal, 


the highest award in standardization, from Roger E. Gay, president, the American Standards 
Association and president, The Bristol Brass Corporation, Bristol, Connecticut. The ceremony 
took place at a recent meeting of the ASA at New York's Waldorf-Astoria Hotel. 








Barber-Colman Co., Rockford, IIL, 
has appointed Robert A. Horner as di- 
visional manager of the Machine and 
Small Tool divisions. Leo W. Reu- 
land succeeds Mr. Horner as sales 
manager of the divisions and Fred B. 
Jensen takes over Mr. Reuland’s post 
as production manager. 





Otis L. Johnson 


Otis L. Johnson is now sales man- 
ager of Congress Drives Division, Tann 
Corporation, Detroit, Mich. Mr. John- 
son was previously assistant sales man- 
ager of the division. 


Albert S. Fehsenfeld has been named 
manager for the Dallas, Texas, Sales 
and Service Branch of the Black & 
Decker Mfg. Co., Towson, Md. At the 
same time is was announced that Carl 
G. Gutman would succeed Mr. Fehsen- 
feld as manager of Black & Decker’s 
Indianapolis Sales and Service Branch. 


Andrews-Alderfer Company, Akron, 
Ohio, has announced the appointments 
of E. D. Parks, R. Craig Whitmore and 
G. W. Williams to the newly created 
posts of regional sales managers. Mr. 
Parks will supervise sales in the Mid- 
western, Middle Atlantic and Southern 
states. Mr. Whitmore will handle the 
New York and West Coast regions. Mr. 
Williams will be responsible for sales 
activity in New England and the Cen- 
tral states. 


Bridgeport Brass Co., Bridgeport, 
Conn., has opened a new sales office in 
the Federal Square Building in Grand 
Rapids, Mich. The office is managed 
by Thomas H. Williams, formerly in the 
company’s Indianapolis sales office. 


David Herrin has been named as- 
sistant manager of the Cincinnati Dis- 
trict for the C. G. Hussey & Co., Pitts- 
burgh. Mr. Herrin has been associated 
with the company’s Cincinnati office 
for the past 18 years. 





Additional News of Your Suppliers 
will be found following the 
Industrial Developments section 
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CUTS MACHINE DOWNTIME, CONSERVES TUBE DOLLARS! 





GET FULL DETAILS FROM YOUR 
G-E TUBE DISTRIBUTOR! 


A convenient metal box holds your file of 
tube life cards. These show actual per- 


W a ve best protection against electronic outages 
iracnede da nr on ha is to maintain a planned minimum tube inventory 
of service from tubes in your plant. that meets, type by type, the important socket re- 


quirements of your plant. Now G.E. brings you prac- 
tical help in matching your emergency needs for 
ignitrons, thyratrons, phototubes, and other types, 
with tubes on hand, ready to install. 






















The experience of many thousand users backs up 
this new inventory control system. In addition to 
recording your stock and order position, tube costs 

. are listed, so that you may budget replacement ex- 
pense. An interchangeability guide helps you make 
tube substitutions when necessary. Life cards tell the 
story of tube performance, and point out where im- 
provement is desirable. 


Your nearby G-E tube distributor is waiting to 
help you install this up-to-the-minute control system. 
Phone him today! Tube Department, General Electric 
Company, Schenectady 5, New York. 


| 
| 


L 


GENERAL ELECTRIC | 
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FILOSOFY OF BUYING 


RITAIN’S counterpart of N.A. 

P.A., the Purchasing Officers 
Association, has a counterpart to our 
annual “Inform-A-Show” in the 
“Minibition” that is featured in con- 
nection with its annuai conferences. 
Some of the members are less than 
happy about that synthetic name, 
which presumably denotes “min- 
iature exhibition”. One of the more 
vigorous critics, in a letter to the 
editor of The Purchasing Journal 
expressing his distaste for the term, 
points out that it might just as 
logically be interpreted in a number 
of other ways. Personally, he con- 
fesses to a “minor inhibition” 
against playing around with the 
English vocabulary, and a “minimal 
ambition” to prevent the foisting of 
such linguistic bastards upon the 
community. 


NE of the more unusual com- 

binations of professional duties 
is reported in a recent story in the 
Des Moines, Iowa, Register. Pur- 
chasing Agent for the Pittsburgh- 
Des Moines Steel Company in that 
city is Rev. R. D. Thomas, who 
doubles as pastor of the Bethel 
Baptist Church in the nearby town 
of Stanzel over the week ends. A 
regularly ordained minister, Mr. 
Thomas has devoted his off-work 
hours for many years in organizing 
rural churches, serving without 
salary. 

The incorporated town of Stanzel 
has made local headlines as the 
fastest growing community in the 
state, having nearly tripled its pop- 
ulation since 1951 (from 13 to 33), 
and as the location of the world’s 
only left-handed clock, formerly in- 
stalled in the barber shop for the 
convenience of customers who 
viewed it in the mirror, and recently 
moved into the roadside restaurant 
as a tourist attraction. The town is 
the dream project of George A. 
Stanzel, a Des Moines radiator seal 
manufacturer, who does his business 
mailings from the rural post office 
so that his correspondence may go 
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out to the world with an appropriate 
postmark. In addition to the church 
and post office, municipal faciiities 
include an airport, complete with 
control tower and hangar (now used 
for storage of farm machinery) 
which is described as “leaning 
slightly to the southeast, away from 
the usual prevailing winds’. One 
plane landed on the airstrip during 
1953—a flier who put down there to 
visit a relative on a nearby farm. 


N RESPONSE to the recent Pur- 

chasing Opinion poll on back door 
selling, one of our readers submitted 
copy of a notice issued by his de- 
partment to other department heads 
of the company, dealing with this 
prob‘em. The notice reads: 


Frequently, we receive requests from 
the several departments to place orders 
for materials or equipment with a par- 
ticular firm, prices and other informa- 
tion having been received from one 
source only, and often the prices shown 
are considerably higher than those ob- 
tained by this department; therefore 
we will thank you, in future, to advise 
this department of your needs and we 
will be glad to secure full information, 
and, if a competitive product, to obtain 
prices from several available sources. 

In most instances it is necessary for 
us to obtain confirmation of oral quota- 
tions given to the several departments 
in order to clarify f.o.b. point, cash 
discount, delivery date, etc., and as 
our organization is best equipped for 


‘this purpose, we respectfully request 


your fullest cooperation. 

Attention is also called to the fact 
that there are still a large number of 
requisitions being sent to this office 


sasking confirmation of material or sup- 


plies that have been purchased, often 
from some retailer, instead of handling 
through this department in order that 
we might purchase same from a whole- 
sale concern at a definite saving to 
the company, not only in dollars and 
cents but at the same time relieving 
the employees of the various depart- 
ments from having to lose time from 
their work in connection with such 
trensactions. Therefore, in the future, 
unless situations arise necessitating im- 
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mediate purchases from an emergency 
standpoint, it will be appreciated if all 
purchases are handled through the 
Purchasing Department. 


The notice is signed by the Purchas- 
ing Agent and countersigned by the 
President of the company, giving it 
official status. While it has not ac- 
complished 100% compliance, it has 
effected a substantial improvement 
in the situation over a_ several 
months period. 


a e 
VER SINCE Massachusetts Gov- 


ernor Herter came into office a 
year ago, the State Purchasing De- 
partment has been plagued with an 
unusual purchasing problem. The 
six foot five inch governor has 
chronic car-size trouble. When he 
folded himself into the official lim- 
ousine, he looked like a man trying 
to tie his shoes in a crowded theater. 
The chairman of the Republican 
State Committee, an automobile 
dealer in Milford, provided a re- 
placement which was some im- 
provement but not a complete an- 
swer. A few weeks ago, the gover- 
nor appeared in a spanking new 
special job that seems to fill the bill, 
with ample leg room plus air-con- 
ditioned comfort. At latest reports, 
there is still a minor mystery as to 
who is picking up the tab, since the 
transaction did not go througth the 
State Purchasing Office, which is 
supposed to take bids and issue the 
orders for all official cars. 


HE curious appetites of school 

children constitute one of the 
problems of Joseph F. Wiedel, As- 
sistant Purchasing Agent of the Los 
Angeles city school system, accord- 
cording to an interview with report- 
er Don Caswell of the L. A. Exam- 
iner. “They eat crayons just like 
candy,” the buyer marveled. He had 
just bought 3 million sticks of chalk 
for the hungry students, and pointed 
out that, as a precautionary meas- 
ure, the specification doesn’t permit 
more than 1/20 of 1% of arsenic, 
lead, or other toxic elements. Eras- 
ers are another favorite delicacy, he 
observed. They also chew up pen- 
cils, but seldom swallow the bitter 
wood and graphite; however, in the 
lower grades, all pencils are of un- 
painted cedar so as to keep paint 
flakes out of small stomachs. The 
item is illustrated with a photo of 
conscientious Mr. Wiedel crashing 
a chair lustily to the floor. Merely 
testing it for the treatment it will 
get from his juvenile clientele, he 
explains. 

















Make it Better with Gray Iron 
Made Better with Better Equirment 


Ton 


ent 


No matter what your re- 
quirements for gray iron castings may be — from half 


a pound to half ator -  ‘-2n you make Forest City 
Foundries Compan ‘ist-iron parts depart- 
ment you can depen. .___- .eceiving your castings 


as specified, delivered when wanted. All you need 
do is, call our office as you would your own pro- 
duction department. 


Our representative will be glad to call to discuss 
your requirements and our ability to meet them in 


our two large foundries equipped with the most 
modern equipment. 


_ FOREST CITY FOUNDRIES 
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MAINTENANCE MEN PREFER 
O-B GATE VALVES FOR... 





























@ O-B gate valves “break” conven- 
iently and easily at the center joint. 
Stem, handwheel, packing nut and stuff- 
ing box come off as a unit. The Flexi- 
tite Disc® remains in the body. It stays 
in position for the stem to be re-inserted. 

This easy take-down feature of non- 
rising stem gates simplifies installation 
in locations where space is limited. With 
most of the trimmings removed, there's 
more room for threading the valve body 
to pipe ends. Then when the body is in 
position, the valve can be re-assen-bled 
in a few seconds. 

It’s features like the easy take-down 
that make O-B gates preferred for in- 
dustrial maintenance. They’ re available 
in sizes up to three inches, and for up 
to 200 pounds working steam pressure. 

O-B bronze valves have been serving 
in industry for more than 60 years. Call 
your local Ohio Brass distributor for 
valves convenient to install and depend- 


able in service. 


Ohio Brass Company 
Mansfield, Ohio 


‘ Z 
BRONZE GLOBES, ANGLES, GATES AND CHECKS 
FOR INDUSTRIAL SERVICE 
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Who Makes the Price? 


N THE broader sense, price levels are the result of economic factors, includ- 
ing competition. In the. practical sense, prices result from individual 
negotiations, or from the collective evaluation of such negotiations determining 


the character and weight of the economic factors involved, to arrive at an 
equitable and profitable level. 


In several recent discussions of industrial marketing and purchasing, questions 
have been raised suggesting that it is out of line for the buyer to make 
an offer at variance with the quotation, advising the seller what the merchandise 
is worth to him, or what he can afford to pay, or where the seller stands in 
relation to competitive suppliers or competitive products. It is argued that 


the seller knows his own costs and how much he must or should receive 
for his product. 


A purchase and a sale together make a single transaction, based on the 
willingness to buy and the willingness to sell. There is no rule of ethics or 
of business procedure that reserves the privilege of taking the initiative as 
to terms exclusively to either party in the transaction. 


Obviously, the seller can refuse to sell—just as the buyer can refuse to buy— 
at a price he is unwilling to meet. But that isn’t the objective in marketing 
and purchasing. The object is to get to a meeting of the minds, resulting in 
action—a purchase and a sale. In a dynamic commercial economy, both 


sides must be free and frank to express their capacity and willingness to 
do business under flexible conditions. 


It is highly improbable that business in this country will ever revert to 
horse trading tactics or to double standards of pricing. But even for the 
cynics who regard pricing as a matter of “what the traffic will bear”, there 
is no better way of finding that level than to listen to the buyer’s side. That 
expression, by the way, does not necessarily imply extortion; it has a sound 
economic foundation in the willingness of customers to buy. 


The purchasing agent has a basic responsibility to get value in return for 
his company’s dollars. And value is in the mind of the buyer. 


x 


















Money 
Savers 

in Motors 
and 


Machinery 


Cutting down on “down-time” is just one of the many 
contributions New Departure ball bearings have made 
to the machine age. For New Departures have proved 
themselves in countless applications, from electric motors 
to heavy industrial machinery. They take radial and 
thrust loads—or any combination . . . preserve accurate 
alignment of parts . . . reduce friction .. . require no 
adjustment for wear—and virtually no maintenance! 
Throughout industry, designers and engineers specify 


a: 


BALL | BEARINGS 


NEW DEPARTURE © DIVISION OF GENERAL MOTORS « BRISTOL, CONNECTICUT 


New Departure ball bearings for top performance. Plants also in Meriden 


Connecticut. and Sandusky, Ohio 
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This issue's important features 
summarized for the busy reader 


For the many purchasing departments 
that shrink from the idea of a Training 
Program because they haven’t the benefit 
of qualified planning and direction, or the 
knowledge of how to start and what to 
cover, or think they haven’t the time to 
devote to this activity, there’s a world 
of information and inspiration in the article on page 73, 
describing a self-generated and self-operated plan that 
has brought about some rather remarkable results. 
It gives the details of organization and procedure and 
policy, which can be adapted to any size department 
and any level of experience and need. Some of the fine 
material developed in this program will be presented in 
future issues, giving even more impressive evidence of 
the high calibre of training provided. 





- 


Standards for Inventory Control, described on page 95, 
represent an unusual application or extension of the 
principle of standardization, which has been found to 
be such an effective tool in many areas of purchasing 
activity. It’s a tested plan, and gets results. 


Coal Buying is tremendously important, 
for coal is the primary source of power 
for most industrial plants. The traditional 
reliance on Btu content as the measure 
of quality and value can be misleading. 
If you are not familiar with the properties 
of swelling index and size consist, essen- 
tial to proper combustion and complete utilization of the 
coal you buy, the article on page 79 can help you to 
procure efficient power rather than boiler room trouble 
in making your coal contracts. It is a timely article 
with new information for the experienced coal buyer 
as well as for the novice. ; 





This month’s Guest Editorial (page 71) is contributed 
by John Crawford of Montreal, N.A.P.A. Vice-Presi- 
dent for District 5. His topic is “The Scholar in Pur- 
chasing”—a theme that is well exemplified by his own 
scientific approach to buying and his long experience in 
the educational activities of the Association. In the 
editorial he suggests a long range professional program 
for greater recognition of Purchasing. 








A simplified Follow-Up System that is giving better 
results with less effort, and at one-fifth ot the former 
cost, is described on page 84. You may find the answer 
to one of your own problems in this company’s method. 


Getting longer life, improved performance, and greater 
ultimate value from your purchases of plant equipment 
such as Industrial Trucks, depends on observing an ade- 
quate, planned schedule of preventive maintenance. 
An expert in the field outlines such a plan for you, 
with full consideration of type and conditions of service, 
in the article and tables on page 90. 


One of the perennial problems in a mate- 
rials program involving a large number 
and wide range of items is to develop a 
practical system of Classification and Iden- 
tification of purchased items. The numeri- 
cal code described on page 97 has been 
successfully applied to a purchase and 
stores list numbering upwards of 50,000 separate items, 
and can be readily expanded to take care of four times 
that number without disturbing any established product 
designations while retaining the logical sequence of the 
plan. The detailed explanation of how this system was 
developed will help you in adapting the basic plan to 
your own particular requirements. 





Is your company facing the curtailment or Termination 
of government defense contracts? Then turn to page 101 
for an informed and down-to-earth recital of what the 
purchasing agent can do to effect prompt and equitable 
settlement of vendors’ claims. 


Can Purchasing Department Efficiency be measured? 
For a critical and constructive evaluation of the yard- 
sticks available for such measurement, and how to 
interpret the results, turn to page 111. 


Are you making full use of these monthly departmental 
features compiled especially for the purchasing agent? 
The Washington Previews (page 13) keep you in- 
formed on current developments in governmental policy. 
Another section is devoted to Office Equipment and 
Forms (page 173). Informative Trade Bulletins and Cata- 
logs listed on page 19 are yours for the asking. 








COMING—IN NEXT MONTH'S ISSUE 
New Selling Technique: Sample Case on Wheels—Working through Committees: What and How 


Shell Molding—An Inventory of Ideas—Construction Materials—Legal Signatures 
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steel stocks... 
',..again complete! 


For years, as you well know, the demand for steel has ex- 
ceeded the supply. So while we have been able to furnish 
many thousands of tons from our stocks, all kinds and sizes 
have not always been available. 

Now we are glad to report that our stocks of Ryerson 





PRINCIPAL PRODUCTS 
CARBON STEEL BARS—Hot rolled & cold finished 
STRUCTURALS—Channels, angles, beams, etc. 
PLATES—Many types including Inland 4-Way Safety 


Certified Steels are large and complete. Even though the Plate 
continuing strong demand still depletes a size here and Hien S ant SeeR yee, ee &. Cee 
there, you will find carbon steels, alloys, stainless—every- -natapaaat aries trata lige alt 
thing you need—on hand for quick shipment from your ALLOYS—Hot rolled, cold finished, heat treated 
nearby Ryerson plant. STAINLESS—Allegheny bars, plates, sheets, tubes, etc. 
So call us whenever you need steel or have any question REINFORCING—Bars & Accessories, spirals, wire mesh 
regarding what steel to use or how to fabricate it. Our BABBITT—Five types, also Ryertex plastic bearings 
experienced steel men will be ready to help you—and we MACHINERY & TOOLS—For metal fabrication 


can promise you prompt, dependable service. 


RYERSON STEEL 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK ® BOSTON e@ PHILADELPHIA © CINCINNATI © CLEVELAND e DETROIT 
PITTSBURGH © BUFFALO © CHICAGO e MILWAUKEE ¢ ST. LOUIS * LOS ANGELES * SAN FRANCISCO © SPOKANE e SEATTLE 
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The Scholar in 





John Crawford of the Sun Life Assurance Company of Canada, Montreal, is President of 
the Canadian Council of Purchasing Agents’ Associations, and Vice President of the National 
Association of Purchasing Agents for District 5, which includes the Calgary, Central Ontario, 
Eastern Ontario, Edmonton, Essex-Kent, Hamilton, Montreal, Niagara District, Sarnia District, 
Toronto, Western Ontario, and Winnipeg Associations. 


A Scotsman by birth, he acquired his education, served his cpprenticeship, and started his 
career in industrial engineering at Glasgow. His professional career was interrupted, almost at 
the outset, by the call to arms for World War |, and he served with the Scottish Lowland Divi- 
sion in the Egyptian Campaign and at the Dardanelles. For the last three years of the war he 
continued in government service in a civilian capacity, assisting in the management of a gun 
factory at Glasgow. ; 

Then for five years, 1918-1923, he practiced as a Commercial Engineer, first in London, Eng- 
land, for three years, then back in his native city of Glasgow. In 1923 he migrated to Canada 
and set up practice as an Industrial Engineer in Montreal, which has been his home ever since. 
In 1925 he joined the staff of Sun Life Assurance Company of Canada, where he was succes- 
sively appointed to the positions of Assistant Supervisor, Routine and Planning; Supervisor, 
Equipment and Services (including the purchasing responsibility); and, in 1940, Supervisor, 
Buildings and Equipment. 

Throughout his business career, Mr. Crawford has been an ardent believer and active worker 
in ths Associations of his profession, with particular emphasis on their educational activities. He 
still retains associate membership in the Institute of Engineers, Scotland. He joined the National 
Office Management Association in 1929, organized the first Canadian chapter at Montreal in 
1938 and served as its President through the formative years 1938-1940. Meanwhile he had 
been elected to office in the International organization, and was International President in 1941 
and 1942. He is currently serving as a member of the International Advisory Council. 


Within a year of taking over the purchasing duties at Sun, in 1932, he joined the Montreal 
Purchasing Agents Association. For thirteen years he was Chairman of its Education Committee, 
and for three years District Education Chairman. Since 1940 he has been a member of the 
Faculty of Commerce at Sir George Williams College, Montreal, lecturing on purchasing and 
office management. He was President of the Montreal Association in 1945, National Director 
and member of the Canadian Council 1947-1949, General Chairman of the Canadian Purchas- 
ing Conference in 1951, and Vice President of the Canadian Council in 1952, for the term 
preceding his election to National office. 

In 1941 he assisted in the formation of the Institute of Administration in Quebec, and headed 
that organization from 1942 to 1944. 


In addition to his collegiate lecturing, Mr. Crawford has presented papers on varied phases 
of purchasing and office management to many management, association, and educational 
groups. His untiring efforts, sound accomplishment, and solid contribution to professional 
Progress have been widely recognized. In 1945 he received the Leffingwell Medal, highest 
award of the National Office Management Association, for outstanding contribution to manage- 
ment science. In 1950 he was honored with the Merit Award Key of the Montreal Chapter, 
N.O.M.A., for service at the Chapter level. And only a few weeks ago he received the Fellow- 
ship Award of the Canadian Council of Purchasing Agents Associations as “one who has made 
an outstanding contribution to the advancement of the science of Purchasing, over and above 
that normally expected of a man in his job or the duties of office in an Association.” 
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Purchasing 


By John Crawford 


O GROW with a profession and 

an Association such as ours, as 
some of us old-timers have grown, 
gives much opportunity for thought. 
My thinking has brought me much 
interest and some satisfaction as I 
note the impact of the times on 
this job of purchasing. It has not 
been altogether a contented inter- 
est, nor a complacent satisfaction, 
for throughout it all I am aware 
of the challenge that faces an As- 
sociation such as ours. 

In ¢hirteen stimulating years of 
lecturing to future business execu- 
tives and discussing with them the 
subjects of Purchasing and Man- 
agement, I become more and more 
impressed with the need to meet 
this challenge at the student level. 
Here, where minds are fresh and 
ambition sets up the goals to be 
sought, our claim to management’s 
recognition may be truly evaluated. 

We who seek to underwrite the 
claim that Purchasing is Manage- 
ment must recognize that our ident- 
ity will be established only because 
some one else thinks we are what 
we claim to be. The purest form of 
recognition will come from the stu- 
dents in business who, from a 
scholarly approach, and not dis- 
turbed by “the fever of a differing 
soul”, as Carlyle put it, will meas- 
ure us against a true standard of 
accomplishment. 

In my thinking on the task facing 
the Association, conditioned some- 
what by student reaction, I am be- 
coming convinced that our com- 
plete acceptance and recognition by 
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management will come from the ef- 
forts of the Scholar in Purchasing. 

The forceful purchasing agent— 
the man of action who was great 
because he had the power to buy— 
is being replaced by the Scholar in 
Purchasing, who has developed and 
acquired the Science of Procure- 
ment. The scientific purchasing 
agent, accustomed to the scientific 
approach to his job, with scientific 
planning of his work, will be the 
man who will finally prove our 
claim that Purchasing is Manage- 
ment. 

It will be the Scholar in Pur- 
chasing, the business executive who 
by virtue of the authority of knowl- 
edge rather than by the authority 
of position, who will be accepted 
into management’s highest echelon. 
Among his responsibilities will be 


to explore new trails, to perfect the 
needed union between the direction 
of management and the practice of 
purchasing, to raise this synthesis 
to the highest levels, and to prepare 
for the advent of acceptance, with- 
out qualification, of purchasing as 
a management function. 

In his efforts to achieve and main- 
tain conditions in harmony with the 
optimum, he must accept as his 
greatest challenge the development 
of others. The Scholar in Purchas- 
ing, as he acquires the qualifica- 
tions for the development of him- 
self, must pass these freely to oth- 
ers so that continuity of approach 
may be maintained. Herein lies his 
greatest source of strength as he 
strives for advancement toward the 
optimum status. 

The Scholar in Purchasing will 





be generous in his cooperation with 
his fellow executives. Undisturbed 
by the lure of purely personal or 
selfish gain, he will place the prod- 
ucts of his labor at the service of 
others. He will recognize, as he 
strives toward greater management 
recognition, the value of identifica- 
tion with others, so that each may 
become a part of each other—Man- 
agement in Purchasing, and Pur- 
chasing in Management. 

In purchasing, as in all phases of 
business, the scholarly approach is 
the only sound method of attack in 
solving new problems, in reaching 
new objectives. There are new hori- 
zons opening before us. Let us rec- 
ognize the Scholar in Purchasing, 
at the student level and at the exec- 
utive level, as our hope for recog- 
nition by others. 


Introducing a New Office Location 
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HEN the Standard Oil Com- 

pany (Indiana) recently 
moved its purchasing department to 
new, ground-floor quarters in the 
Company’s Chicago office building, 
the change was made easier for 
sales callers who had been ac- 
customed to the previous location, 
as well as for those making their 
initial contact with the company, 
by issuing a special edition of the 
welcome booklet to serve as a guide 
to the more than 60 private offices 
in the spacious air-conditioned de- 
partment. 
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Page 3 








The center spread of the 8-page 
booklet is devoted to showing a 
graphic layout of the office layout, 
with room numbers and an alpha- 
betical listing of the buying person- 
nel showing their new office loca- 
tion. 

Another spread sets forth the 
complete purchasing department or- 
ganization, with its eight major ma- 
terial groups, listing the products 
purchased in each group and the 
buyers responsible for each—a com- 
prehensive “Who’s Who” and 
“What’s What” of the entire pur- 


chasing operation in the company. 

The booklet explains the purpose 
of the move, which is part of a re- 
organization looking to improve- 
ment of purchasing service for the 
more than 50 locations in 15 states, 
for which the department purchases. 
The policy is one of partial decen- 
tralization, which will be gradually 
extended as company growth and 
changing times affect purchasing 
procedures. Major buying policies, 
however, will continue to be re- 
solved in and directed by the gen- 
eral office at Chicago headquarters. 
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A self-generating, self-administered program 


In-Service Training 
For a Purchasing Department 





F. Albert Hayes 


RAINING which leads to better 

decisions in the daily operation 
of a purchasing department is a 
worth-while project for any com- 
pany. This is particularly important 
to a manufacturer where the cost of 
purchased material is a substantial 
percentage of the total cost of the 
product. In the frequent cases where 
such costs are 40% or more of the 
item produced, a 5% saving in the 
cost of purchased materials results 
in additional income to the same 
extent as a 20% increase in sales. 
In reverse, unless the purchasing 
department is on the ball, the sales 
department is in trouble. 

This is not to infer that a func- 
tioning purchasing department, al- 
ready organized and properly staffed 
should be able, on command, to se- 
cure material prices magically re- 
duced by 5%. The sales division 
will be happier and most effective 
when it has assurance that the ad- 
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By F. Albert Hayes, Vice President for Purchasing 


Bigelow-Sanford Carpet Company 
New York 


The staff conference program described in this 
article has produced tangible results in improved 
competence, morale, and accomplishment in pur- 
chasing, and in teamwork to the substantial benefit 
of the company. The meetings have developed some 
exceptionally thoughtful and practical papers dealing 
with purchasing principles and activities in terms of 
the actual problems and applications encountered 
in down-to-earth departmental operation. Repre- 
sentative papers from this series will be presented 
in succeeding issues of PURCHASING. 





ministration of the purchasing de- 
partment in all its phases is not 
overlooking any means of reduced 
material costs. Price is important, 
but is not the whole story, as there 
are other components of the cost of 
material, all of which are of inter- 
est and concern to a purchasing 
department. 

Just as a sales division has meet- 
ings and methods designed to in- 
crease the effectiveness of sales ef- 
forts, so there is also value to be 
derived from training activities ap- 
propriately designed to maintain or 
increase the effectiveness of a pur- 
chasing department. 

The Bigelow-Sanford Carpet Com- 
pany recognizes and promotes suit- 
able training methods for all divi- 
sions of the business, and there is 
frequent interchange of personnel in 
such activities. This article deals 
with the particular methods used for 
its purchasing division, as an in- 


ternal and more or less self-generat- 
ing and self-perpetuating activity. 

While individual training in pur- 
chasing is deemed important, per- 
formance of the division is the re- 
sult of group coordination and di- 
rection. The means used in addi- 
tion to regular supervision may be 
called in-service training, which is 
designed to secure the best group 
result using a program prepared by 
the members of the group. In- 
service training is a tool which, if 
kept sharp and used intelligently, 
has plenty of potential for company 
profits. 


Purchasing Objectives 


There is another tool, the use of 
which is prerequisite to the tool of 
training. It is a statement, in writ- 
ing, of the purchasing objectives and 
basic purchasing policies of the com- 
pany. Such a document resolves 
the question of what is to be done 
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Staff conference meetings in the in-service training program bring 
together a compact group of progressive, professionally minded buyers 
from the three purchasing offices, sharing a wide variety and scope 
of practical experience and working toward a common goal of im- 
proved performance. Rotating leadership and meeting at various 
plant locations emphasizes overall company interests. 

The caliber of personnel and broad gauge professional outlook 
is indicated by the fact that this group includes a Past President of 


and how it is to be done, but poses 
the question of how to better per- 


f 


rormance, 

Bigelow’s Manual of Purchasing 
Policies and Principles is a company 
statement, issued over the signature 
of the president, and distributed in- 
ternally to all company personnel in 
position to originate or effect requi- 
sitions, and externally to all its 
vendors and interested parties. It 
is revised and re-issued as changing 
conditions warrant. 

The objective of the purchasing 
division appear as follows: 

(a) To secure for the Bigelow-San- 
ford Carpet Company, Inc., materials, 
equipment and facilities of specified 
quality and quantity at the time and 
place needed, and as economically as 
consistent with quality and service re- 
quired; ie., at the right price. 

(b) To do this with a minimum in- 
vestment in materials and _ supplies 
consistent with safety and economic 
dvantage. 

(c) To promote and conserve good 

endor relations. 

(d) To conserve the time of produc- 

m and other executives by relieving 
them of the activities and time con- 
suming negotiations attendant to pur- 
chasing. 

(e) Through specializing and train- 
ng to achieve the above objectives 
at less cost than otherwise could be 
cone. 

To “buy right” and “do it for less 
ost than otherwise could be done” 
takes a lot of know-how and a lot 
of doing. To secure and maintain 
recognition of attainment of those 
basic objectives is a further concern 
f a purchasing division, for only 


thus does it justify continuance as 
an organized and separate entity 
with standing equal to the other 
major divisions of a company. “How 
am I doing?” is indeed a proper sub- 
ject for in-service training. If facts 
justify the claim of efficiency, then 
group morale is increased, while ex- 


posure and examination of the 
“boners” serves to prevent their 
repetition. 


Analyzing Training Needs 


The next step in devising an in- 
service training program is con- 
sideration of the composition and 
needs of the group. How to train, 
how to educate, are not matters of 
absolute rule. The group and its 
experience have to be considered. 

In Bigelow, many of the depart- 
ment personnel have had extensive 
purchasing experience and training. 
Several are active members of local 
chapters of N.A.P.A., deriving bene- 
fit for themselves and the company 
by their participation in the pro- 
grams and their contribution to 
leadership. Several have taught or 
are teaching purchasing as part of 
Association - sponsored courses. 
Others take evening courses in busi- 
ness subjects (the cost of which is 
assumed by the company upon sat- 
isfactory completion of the course). 

All recognize that different pro- 
curement problems arise in a har- 
ried world, with conditions con- 
stantly changing. They are eager 
to participate in group activities 
looking to better performance of the 
division. However, the method and 





N.A.P.A. and Shipman Medalist (F. A. Hayes); a Past National Vice 
resident of N.A.P.A. (W. R. Murray); the President of the Western 
Massachusetts Purchasing Agents Association (George Romieu); the 
Vice President of the Purchasing Agents Association of Eastern New 
York, formerly chairman of the Educational Committee of that 
chapter, and Instructor in Purchasing at Russell Sage College (Frank 
Plumley); and the Chairman of the “Women in Purchasing” Group 
of N.A.P.A. (Elsie B. Gruber). 


substance must meet their level of 
interest and maturity. 


The Formal Program 


Next comes the job of setting 
down on paper a formal in-service 
training program. The written con- 
struction of a program may be 
troublesome to prepare, but it forces 
thinking to provide the structure 
for real accomplishment. It should 
state objectives, the organization 
with which it deals, and the organi- 
zation and schedule of implementa- 
tion. 

The wording of the Bigelow train- 
ing program is not static. It has 
been changed—and will be changed 
again—to meet or anticipate changed 
conditions or needs. Even as this 
is written, there is considerable urge 
to revise or add to some of the fol- 
lowing excerpts from the present 
program. However, preliminary to 
any change, the members of the 
ourchasing group will be asked to 
‘eview the program and make their 
suggestions as to betterment of any 
yart, either by addition, subtraction, 
or modification. To review what we 
are trying to do, why and how, and 
seek improved methods, is a worth- 
while subject for any discussion 
meeting. 


Aims and Objectives 


The major aim of the division’s 
in-service training program is to 
increase the effectiveness of group 
performance of the procurement 
function. To achieve this, the ob- 
jectives of the program are: 
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General Chairmanship is on a ro- 
tating basis, elected by popular 
vote for a three month tenure. GENERAL CONFERENCE GROUP 
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1. Improve the lines of communica- 
tion and exchange ot information, ver- 
tically and horizontally, throughout 
the purchasing division. 

2. Provide the opportunity for both 
group and individual increase in skill, 
knowledge and interest by good super- 
vision, plant training, working in 
teams, conferences and discussions. 

3. Provide means whereby buyers 
can participate in the review or formu- 
lation of operating policies, and thereby 
implement them with a higher degree 
of understanding. 

4. Provide buyers with information 
concerning management functions which 
are part of the procurement cycle but 
administered by other divisions within 
the company, and promote discussion 
thereon. 

5. Provide means whereby the divi- 
sion activities can be more closely and 
effectively integrated with company 
activities through dissemination and 
discussion of company policies as they 
relate to purchasing, and promote dis- 
cussion thereon. 
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The organization for in-service 
training is shown by the accompany- 
ing chart. The “general conference 
group” shown on this chart consists 
of all buyers and their immediate 
assistants. A general conference 
leader is elected by popular vote, 
and holds office for a period of three 
months, then is succeeded by an- 
other member of the group. His 
duties include arrangements and 
scheduling of meetings, notification 
of members of groups, keeping of 
minutes, introduction of the subject, 
and reporting on results. Where 
practical, he will actually conduct 
the conference. 

A training advisor is available 
from the personnel division to pro- 
vide administrative assistance, train- 
ing, and such general guidance as 
may be required by the conference 
leader, the steering committee, or 
other participants involved in the 
conduct of the program. 


The steering committee consists of 
the purchasing agents at the various 
buying locations (presently at New 
York, Amsterdam, and Thompson- 
ville). This committee meets at re- 
gular intervals and functions with 
the assistance aad guidance of the 
general purchasing agent and the 
advice or the training advisor. 


Steering Committee 


Duties of the committee include: 

1. Select the subject or subjects to 
be discussed at a conference. This 
selection is to be based on their knowl- 
edge of current problems facing the 
department, and of those things about 
which purchasing personnel would like 
or need information. 

2. Determine the objectives of each 
conference and the method of presen- 
tation that will accomplish the o)- 
jectives. 

3. Prepare themselves, as required, 
in the proper conduct of conferences 
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and the technique of conference lead- 
ership. 

4. When conditions warrant, request 
that a specialist be called in to con- 
duct, advise, or otherwise contribute 
to the conferences. 

5. Determine the method of record- 
ing the progress and accomplishments 
of each conference meeting. 

6. Review recommendations or re- 
quests coming from the conference 
group, and determine how these are 
to be integrated into one or a few 
sound proposals, then suggest how 
they are to be implemented. 

7. Forward proposals, with sugges- 
tions for action, to general chairman. 

8. Provide the conference leader 
with adequate information so that he 
may report to the group on the status 
of action taken or action indicated by 
top management. 


Method and Schedule 


The method used is the standard 
conference set-up, in which (in 
most cases, depending on the sub- 
ject) opportunity for participation 
will be equal to all. Conduct of the 
meeting is the responsibility of the 
conference leader. 

All conferences are scheduled by 
the steering committee, with ap- 
proval of the general chairman, who 
considers such factors as conveni- 
ence for participants, workloads, ur- 
gency of subject, etc. General group 
meetings are held at least four times 
a year, with interim local meetings 
at the various buying locations. 


Responsibility 


Responsibility for review, conduct 
and maintenance of the in-service 
training program is assumed by the 
general purchasing agent. It is the 
responsibility of the training advisor 
to keep the general purchasing agent 
informed of progress made, and to 
provide him with whatever special 
reports may be required. The train- 
ing advisor is also responsible for 
general counseling with the vice 
president for purchasing and the 
general purchasing agent on all 
matters relating to the coordination 
of the three locations and their re- 
lationship. 

In summary, the steps are: 

1. Notice of date and place of meet- 
ing (to all buyers, from the chairmen). 

2. Request for suggestions for dis- 
cussion (to all buyers). 

3. Screening of suggestions (by 
steering committee). 
4. Preparation of agenda (by steer- 
ing committee). 

5. Assignments. 

6. Invitations to other Bigelow per- 
sonnel or outside specialists. 

7. Meeting (presentation of papers, 
discussion, action points). 

8. Preparation and distribution of 
minutes. 
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9. Follow-up of action points. 

10. Preparation of articles for publi- 
cation arising from papers presented 
and subsequent discussion. 


A Typical Meeting 


What kind of results can be ex- 
pected by making such a formal pro- 
gram come alive? The following 
typical meeting may give an idea. 

The meeting began with a lunch- 
eon at 12:30 in a Springfield hotel 
(close to the Thompsonville plant) 
on a Friday, got down to business 
at 1:45, and was over at 5:15. At- 
tendance comprised all of the buyers 
with exception of a minimum skele- 
ton staff left at the various buying 
points. While the opening statement 
on departmental policies was pre- 
sented by the Vice President for 
Purchasing (F. A. Hayes), the 
meeting was conducted by General 
Purchasing Agent George Romieu, 
and was the product of the steering 
committee, consisting of supervisory 
members from each purchasing lo- 
cation. 

Members of the purchasing staff 
presented an uproarious skit en- 
titled “Wobble’s Policy”, Mr. Wob- 
ble being purchasing agent of Con- 
stant-Furore, Inc. This was prelude 
to a practically pointed talk by 
Frank Plumley, Purchasing Agent at 
the big Amsterdam plant, incorpo- 
rating the principles and standards 
of purchasing practice of the 
N.A.P.A. into the purchasing policies 
adopted and published by Bigelow- 
Sanford. 

George Romieu led an animated 
discussion concerning proposed re- 
vision of the Bigzlow purchase con- 
tract for equipment. 

Don Higley, Wool Purchasing 
Agent, surveyed the progress in 
methods of report to the Financial 
Committee (of which the V.P. for 
Purchasing is a member) concern- 
ing the status of raw wool, cotton 
yarns, and other basic commodities 
on which decision as to inventory 
levels and current purchasing pro- 
gram is based. 

Charlie Pedersen, Buyer at 
Thompsonville, presented an excel- 
lent study, preliminary to discussion, 
of the application of value analysis 
to Bigelow purchasing. 

Ed Parmelee, Purchasing Agent 
of the Defense Division, explained 
the detail imposed by defense con- 
tracts and illustrated the ingenuity 
necessary to keep up with the con- 
stantly changing requirements of 
quantity and quality. 

Subsequent’y, minutes of the 
meeting were distributed, and the 
action points developed are followed 
through. 





That’s a meeting similar to many 
preceding ones. All have “clicked” 
and produced good results. The sub- 
jects discussed are always examined 
to determine “What's in it for Bige- 
low?” — what improved technique, 
what bit of timely information, what 
better coordination can be estab- 
lished and used to enable better 
purchasing performance? It is an 
objective program, not permitted to 
become routinized, and is illus- 
trated with events within our own 
experience. 

Indication of the scope of discus- 
sion is shown by the following list 
of subjects presented at prior meet- 
ings: 

Salesmen’s Interviews (a critique of 
the motion picture “Mr. Craig has the 
floor” a Johns-Manville sales method 
picture in which the functions of the 
purchasing agent, engineer, and build- 
ing architect are depicted). 

Coordination of Purchasing with In- 
ventory Control — determination of 
economic quantity to purchase. 

Strengthening Relations between 
Purchasing, Engineering, and Produc- 
tion. 

The Why’s and How’s of Purchasing 
Efficiency—a questionnaire for self- 
evaluation. 

Buying for Profit (an analysis of 
Ford purchasing methods as reported 
in Purcuastnc Magazine, and _ their 
value to Bigelow). 

Vendor Relations (discussion arising 
from comments of vendors concerning 
our purchasing manual). 

Business Status and Budgets. 

Commodity Reviews. 

Quality Control in Bigelow. 

Cost of Purchasing. 

Legal Aspects of Purchasing. 

Standardization. 

Defense Purchasing. 

Purchasing of Printing, Office Sup- 
plies, and Equipment. 

The program set forth above 
seems to meet the needs of Bigelow 
as now determined. Modifications to 
fit a company of any size which has 
an organized purchasing department 
can easily be made. Perhaps the 
plan has application in the educa- 
tional program of chapters of 
N.A-P.A. ; 

What is really necessary for suc- 
cess is the realization by manage- 
ment of the value of good purchas- 
ing, together with management sup- 
port of a program of betterment, and 
its recognition of results. All of that 
we have in Bigelow. 

Any program has to have the 
spark of interest to make it function. 
Self- generated interest, derived 
from participation and direction of 
the program, is the best assurance 
of success. 

These, in substance, are the es- 
sential ingredients of the Bigelow 
program for in-service training. 
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DISCOUNTS 
In Today’s Price Policies? 


Cash, trade and quantity discounts are legitimate and widely 
used commercial practices. The extent of their use, however, 
often varies with economic conditions. Purchasing agents, who 
handle price negotiation, are in a good position to judge the 
relative importance of discounts in today's markets. We asked 
a cross-section of purchasing men in all parts of the country 
about the status of various types of discounts. Their combined 
answers follow: 
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Have you made recent efforts to 
obtain discounts in fields where they 
have not heretofore been given ? 


lf so what has been the vendors’ 
reaction? 


Of those who say “yes,"’ slightly more than half reveal that the 
given immediately, they are at least given serious consideration. Many 


given. Discounts to match competition are also more readily given. 
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response has been generally favorable. If discounts are not always | 


said that when volume to be bought is great, discounts are more quickly | 


Somewhat more than a third say that reaction has been unfavorable. 
Chiefly, it appears, because suppliers want to maintain the trade price 
level and do not want to be the first to start price-cutting ‘‘wars."’ High © 
costs, ethics, and outright dislike of the practice of discount are other © 
important reasons. 





4 
About 10% say they have had a mixed reaction, with some suppliers © 
granting discounts and others flatly refusing them. 





meee WHAT THEY SAY 


“We believe reductions in price to be more desirable than dis- 
counts even though the end result is the same.” 
















“Discounts seem to have displaced recent price rises. Electric 
light bulbs are a good example. Prices went up in past year, but 
discounts have also increased. Trade-in allowances for old machin- 
ery also have become a factor in competitive selling.” 


“We select cash discounts for payments first — others as to their 
importance and selection by the P.A.” 


“Cash discounts have been badly abused and seem to be disap- 
pearing, except in supply houses. Trade and quantity discounts are 
on more solid ground and will probably hold their present level.” 


“Vendors giving the largest discount or price decrease because 
business is harder to get are the same ones who keep boosting 
prices as the market swings back to a sellers’ market.” 


“Steel companies have been equalizing freight to remain com- 
petitive with mills located closer to point of consumption.” 


“We are beginning to buy instead of just writing orders.” 








PURCHASING MAGAZINE 


“Intend to circularize vendors in the near future to secure better 
cash discount terms.” 


“Today’s buyer, by talking yearly requirements to vendors, 
should be able to cut prices on purchases — especially on special 
items for his production only.” 


“It has been easier to obtain discounts on products made to out 
specifications than to obtain them on standard items.” 


“Believe Question 4 is a very pertinent one and that this practice, 
if very widespread, could cause an unrealistic picture in the vatr 
ous price trend reports. 


“Quality merchandise still remains steady. Only off-brand mate 
rials have to discount to move. We are not interested in this 
type of merchandise.” 


“We have our vendors ship everything prepaid in order to ease 
the burden of freight which we have had to assume.” 


“Have noticed tendency to up-grade. In one product, customarily 
sold in two grades, prime and semi-prime, we recently ordered 
semi-prime and received prime — at no increase in price.” 
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A clear atmosphere is no indication that this plant is idle. As a matter of fact, it is the power house of Ford’s River 
Rouge plant at the height of war production in World War Ii. When this photo was taken, it was burning the 


(OEM Defense Photo, by Palmer) 
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proper coal—2,500 tons per day—in the proper equipment, for complete, efficient combustion. 


When You Buy Coal... 
. . . Don't Buy Trouble 


F all the functions performed 

by the purchasing agent for an 
industrial plant or for a large com- 
mercial establishment, none is more 
important than that of securing an 
adequate and efficiently performing 
fuel supply. For the heart of the 
factory is the power plant. It not 
only supplies the energy on which 
the productivity of intricate ma- 
chines and tools depend, but also the 
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space heat in the cold season which 
safeguards the efficiency, morale and 
health of personnel, whether they 
are workers on the production lines 
in manufacturing plants or white 
collared help in business offices or 
commercial establishments. 

Despite impressions to the con- 
trary, fuel still means coal more 
than than any other form of com- 
bustible to the largest concentration 


By A. Wyn Williams 


of industrial activity in the world— 
the huge triangle whose base lies 
on the eastern seaboard from Maine 
to Virginia and whose apex is in 
Minnesota. In this area, coal sup- 
plies twice as much energy to keep 
the wheels of American industry 
turning as its next fuel rival, oil, 
and ten times as much as the well 
advertised pet of the socialistic plan- 
ners—hydroelectric power. 
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Flow Chart of a Typical Coal 
Preparation Plant 


Careful cleaning and sizing are basic 
in good coal preparation. Prepared sizes 
may then be mixed to predetermined 
ratios to provide the desired “size con- 
sist so essential to efficient combustion 


with any given type or combination of 
grates and stokers. 
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Because coal plays such a dom- 
inant part in keeping America in- 
dustrially strong is sufficient reason 
why any techniques, in the proper 
selection and procurement of coal 
that will make a plant operate more 
efficiently, should be worthwhile 
studying. For ordering coal, best 
suited to a plant, needs more skill 
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than that possessed by the unin- 
structed novice. This is because 
coal is not a product that can be 
purchased as a packaged product. 
It is an extremely variable product 
into the composition of which many 
different chemical and _ physical 
properties enter. 

Therefore, the rather widespread 


practice since World War II, of buy- 
ing coal on the “cents-per-million- 
Btu-basis” is not by itself sound. It 
may fall far short of a proper criter- 
ion of the coal’s value and of 
whether the price paid has been 
well spent. The other properties of 
the coal must be jointly considered 
for proper evaluation. Until the 
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purchasing agent has taken these 
into consideration and determined 
what effects they may have on the 
coal burning installations of his par- 
ticular plant, he will not know 
whether an apparently good-heat- 
giving coal many not have been a 
most uneconomical purchase from 
an overall power plant point of 
view. 


Btu Content Is Not Enough 


A high Btu coal can very fre- 
quently cause costly short term re- 
placement of equipment parts, with 
all the corollary losses from stoppage 
of production for boiler outage. High 
Btu coal can be a plague smoking 
nuisance to an_air-pollution- 
conscious community, with conse- 
quent impairment of good public re- 
lations and more .often the need to 
purchase expensive smoke and fly- 
ash trapping devices. On a high Btu 
coal, because of some hidden prop- 
erties may fail in the very purpose 
for which it was purchased—it may 
be unable to deliver the required 
steam load. It can be readily ap- 
preciated that a coal which does not 
enable the power plant to do its job 
properly is a financial liability that 
extends far beyond the cost of the 
fuel bill itself. 

Failure in the power plant strikes 
at the core of the plant’s efficiency 
and economical low cost production. 
It means low steam, air and water 
pressures; low temperatures; low 
voltages. The costly ramifications 
of these are varied and extensive 
For example, low steam pressures 
in forge plants mean inferior forg- 
ings; power failures in foundries 
mean cold metal and inferior cast- 
ings; low voltages impair cutting 
speeds, cause slow production and 
increased scrap in machine shops 
etc., etc. Low steam temperatures, 
of course, besides affecting various 
heating processes, may also affect 
personnel morale by indifferent 
space heating, leading to inefficiency 
and increased absenteeism. 


Two Important Properties 


The blame for these and other 
plant production shortcomings could 
be rightly charged to the purchase 
of high Btu coal if this had been 
done without regard to its other 
properties. What, then, are some of 
these other properties of coal for 
power plants on which the purchas- 
ing agent should seek reassurance 
from his coal dealers before placing 
his contract? First and foremost 
are two physical properties which 
are interrelated: (a) size consist of 
the coal as delivered on the grate 
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Stoker coal being sized on a battery of vibrating screens at a cleaning 
plant of the North American Coal Company. 


or into the furnace of a spreader or 
pulverized coal unit; (b) the free 
swelling index of the coal, especially 
in the case of grates. 

The importance of these two is 
due to the fact that they affect the 


burning of any coal, no matter how 
high its heat content. There is no 
mystery about what makes coal burn 
to give the maximum heat and with- 
out causing any smoke nuisance 
whatsoever. All that is needed is 
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Crucible Swelling Test for Coal 





Standard profiles and corresponding “swelling index’ numbers. Each of these coke 
“buttons” started with identical quantities of different types of coals. This prop- 
erty is especially important when underfeed stokers or traveling grates are used. 
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Fusibility of ash is measured by noting the temperatures at which 
an ash cone changes form: (1) initial deformation temperature; 
(2 & 3) softening temperature; (4) turning to fluid; (5) fluid 


temperature. 


(Courtesy: Combustion Engineering Superheater Co.) 





to bring the right amount of air into 
contact with the coal at the right 
temperature, and the combustible 
part of the coal will burn completely 
without causing any smoke condi- 
tions. The two physical properties, 
size consist and swelling, can inter- 
fere with the air supply. 


Blending for Size Consist 


It is very seldom that the coal 
salesman will have any information 
on these properties in the coal he is 
trying to sell. He can tell you the 
size which he is prepared to sell. 
But that is no guide to the size you 
may actually get. Thus a 14” x 34” 
size only guarantees that no coal 
will be bigger than 144” or smaller 
than 34”. Similarly, 1%” x 0” only 
guarantees that the bigger coal will 
not be retained on a screen with a 
144” round hole. It does not guar- 
antee what proportion of it will be 
0” (practically fine dust) or that all 
of it may not be dust. 

It can be appreciated that when 
coal of a size %4” x 0” contains an 
undue proportion of fines, the fuel 
bed will be less porous than one 
containing more of the bigger sizes. 
The more compactly formed bed will 
resist the passage of air with natural 
draft. Hence poorer burning with 
impaired steam loads and a lot of 
the coal going up the chimney in 
the form of unburned, cracked hy- 


drocarbons, popularly known as 
smoke. 


Size Changes in Combustion 


The free swelling index of a coal 
is related to the problem of size con- 
sist. It can be equally responsible 
for clogging up air passages on 
grates, reducing steam loads and 
forming smoke nuisances. This 
physical characteristic is present in 
most coals, though not in all. Most 
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bituminous coals, when heated rap- 
idly, swell as volatile matter is 
escaping and the coal is changing 
into coke. If the coal is in a finely 
divided state, under 1/60” diameter, 
it will usually fuse into a solid mass 
of coke. In swelling, the coal will 
cause the bed to become less porous, 
obstructing that passage of air, 
which in the sine qua non of an ef- 
ficiently operating, steam-load de- 
livering furnace. 

Why the purchasing agent should 
know about the swelling index of 
the coal he buys, is that the extent 
of the swelling varies greatly with 


different coals. The American So-' 


ciety for Testing Materials has pre- 
scribed a method by which this 
property may be determined and 
classified. Their lowest classifica- 
tion is No. 1. Their highest is No. 9. 
The accompanying chart shows the 
profiles of coke buttons produced 
from the same quantity of different 
coals subjected to swelling tests. It 
is apparent to anyone that coal that 
swe'ls to the extent of coke button 
No. 9 would provide a fuel bed far 
different from one that swelled only 
to the extent of coke button No. 1. 


Factors Determine Performance 


Yet two consignments of coal 
might have the same Btu content. 
If suddenly a furnace which had 
been fed with coal from one bin 
were to be fed with coal from an- 
other with different size consist and 
different swelling characteristics, a 
far different performance wou!d be 
given in steam load delivery because 
of a change in air delivery through 
the fuel bed. The purchasing agent 
who had taken pains to see that his 
plant was supplied with high Btu 
coal—and stopped with the consid- 
eration of this factor alone—would 
find that he had only bought trouble, 





because the coal had been bought 
without heed to physical character- 
istics that the average coal salesman 
does not discuss. 


As pointed out by one of the coun- 
try’s leading fuel engineering re- 
search organizations, the Fairmont 
Coal Bureau, the importance of free 
swelling index of a coal ranges from 
“little importance” on a _ spreader 
stoker through “much importance” 
on underfeed stokers to “tremen- 
dous importance” on_ traveling 
grates. 

However, when considering the 
swelling characteristics of coal for 
stoker operation, one must consider 
“size consist” at the same time. 
The burning of a coal on stokers is 
determined by a combination of 
these two properties, not by either 
property alone. A high swelling 
coal, even a No. 9, with coarse sizing 
—with the fines screened out—may 
give as good a performance as that 
obtained from another coal having a 
much lower swelling index and con- 
taining much more fine sized coal. 


The Properties of Ash 


There is another physical prop- 
erty of coal that may cause burning 
trouble, if full information is not 
in the possession of the purchasing 
agent—the fusing temperature of its 
ash content. The ash part of coal 
is the incombustible part and is pure 
economic waste in the coal except 
for a limited use in affording pro- 
tection to grates from excessive 
heat. 


Because it is an economic waste, 
the ash content of a coal is always 
stated, as it affects the price. The 
higher the quantity of ash in the 
coal, the less proportionately is the 
amount of energy-producing ma- 
terial in each ton of coal. Also, any 
increase in ash content requires the 
handling removal and disposal of 
larger quantities of the useless prod- 
uct, resulting in increased operating 
and maintenance expense. 

Unfortunately, even if coal with a 
minimum of ash has been bought, 
more trouble may have _ been 
bought than if coal with twice as 
much ash had been ordered. It is 
not enough to know how much ash 
is in the coal, it is also necessary to 
know what its character is and its 
general composition. 


Especially is it important to know 
the ash fusion temperature. This 
is the temperature at which the ash 
begins to melt. And melting ash 
can cause no end of trouble in the 
boiler room. It can cause clinker- 
ing on the grates of the stokers and 
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collection of ash deposits difficult 
to remove from the heat transfer 
surfaces of both stoker-fired and 
pulverized-coal-fired furnaces. Low 
temperature fusion ash can be the 
greatest single cause of trouble in 
the boiler room. 

How open to blame the purchas- 
ing agent exposes himself, if he does 
not know the ash fusion temperature 
of the coal he buys, can be appre- 
ciated from the fact that the ash 
fusion can vary from 1900°F to 
3100°F in different coals. The 1900 
F fusion ash would tie almost any 
stoker in knots; the 3100°F fusion 
ash would function satisfactorily 
with almost the most antiquated fur- 
nace. In buying coal, relate the 
character of the ash to the equip- 
ment that is to burn it. 


Effect of Sulfur Content 


Another impurity that can cause 
trouble in coal is sulfur. It can vary 
from under 1% to over 5%. The 
purchasing agent is not at such a 
loss with sulfur, as the quantity is 
specified. What he must remember 
is that coal containing sulfur above 
2% content is inviting trouble, not 
so much in delivering the heat (as 
is the case with other properties we 
have discussed) but in maintenance 
of equipment and in storage prob- 
lems. 

The final flue gas temperature 
leaving the economiser of a boiler 
or air heater depends on the sul- 
fur content of the coal fired. This 
means that coal high in sulfur forms 
an excessive amount of sulfuric acid 
if the temperature of the flue gases 
gets too low. Coal with more than 
2% results in excessive costs of re- 
placing corroded boiler tubes. Also, 
when storing coal, high sulfur is 
a cause of spontaneous combustion. 


Other Factors 


There is no room in this article 
to mention all the other matters 
that should be taken into considera- 
tion, such as moisture content, fri- 
ability, abrasiveness, grindability, 
etc., all of which have their effect 
on furnace performance or on 
equipment maintenance. We have 
pointed out some properties that 
are frequently overlooked but are 
becoming increasingly 
portant. 

This is, firstly, because the in- 
flationary times demand the ut- 
most efficiency in any plant for 
profitable production and a pro- 
perly operating boiler room is vital 
for this. Secondly, because the pro- 
perties we have discussed at length 


more im- 
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Automatic coal samplers such as this are designed to obtain a repre- 
sentative sample from the moving stream of coal. It is then crushed 
and reduced to a quantity that can be conveniently handled for analysis. 


vitally affect an increasing problem 
for industrial plants, that of not 
being accused of being bad neigh- 
bors in air-pollution-conscious com- 
munities. Properly selected coal will 
go a long way to meet these prob- 
lems. But ordering a high Btu coal 
is only a very partial answer. 
Getting the maximum efficiency 
out of coal fired equipment depends 
on such a variety of factors that, 
once the coal with desirable com- 
bination of qualities is found, every 
effort should be made to have it 
supplied without interruption. That 
is why a multiplicity of suppliers 


is generally preferable to one, al- 
though the latter would be less 
trouble. 

Another thing to be remembered 
is that there must be a constant 
watch kept on the coal as supplied. 
There must be frequent samplings. 
For coal can change its character- 
istics overnight if a different part 
of the mine is being worked. The 
buying of coal is a skillful art in 
which three elements are balanced 
against one another—uniformity of 
supply, quality, and cost. Of the 
three, uniformity of supply out- 
ranks the other two, even quality. 
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Better records at one-fifth of former cost 








Improved Follow-Up Control 


‘ 


By Gordon P, Smith, Purchasing Agent, Machinery Division, Dravo Corporation, Pittsburgh, Pa. 


HENEVER - an improve- 
ment in procedure is made, 
t seems customary to wonder “how 
we ever got along” under the old 
methods. This is exactly the posi- 
tion in which we find ourselves now. 

This office does the purchasing for 
six different departments of the Ma- 
chinery Division of Dravo Corpora- 
tion. This also includes the pur- 
chase requirements for jobs in pro- 
cess all over the United States. Ob- 
viously, it is the sort of program in 
which consistent follow-up is es- 
sential, 

Currently, we issue about 15,000 
purchase orders a year, with an ag- 
gregate value of some $16 million— 
and the trend is constantly upward. 
In the past, our follow-through and 
expediting was based on a regular 
paper copy of the purchase order, ap- 
propriately annotated as necessary. 
This was fine on a one-item order, 
or on a purchase that required little 
follow-up attention. But it is easy 
to see how the margins of such an 
rder copy could become thoroughly 
filled with overlapping notes in cases 
where extended action was needed. 

Besides, the orders were kept in 

tandard vertical files. Each time ref- 

rence was necessary, or a notation 
ad to be made, a clerk would re- 
move the order copy from the file, 
bring it to the proper desk, and sub- 
sequently refile it. Order copies were 
yut of the file as much as they were 
in, so that in addition to the regular 
lerical work involved it frequently 
1appened that a great deal of time 
was spent in searching for specific 
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Gordon P. Smith 


wanted copies that were temporarily 
out of the file. All of this we ac- 
cepted as a normal operational 
hazard, but now we wonder how we 
ever got along under such condi- 
tions. 

In the course of personal expedit- 
ing, several of our staff were im- 
pressed with the control methods 
used by other firms, and I made it 
a point to investigate. An idea com- 


menced to take shape as soon as 
I did so. 

Further investigation and discus- 
sion resulted in development of the 
method which we are now using. 
The system is apparently unique in 
application, since the proper form 
for activating it had to be specially 
prepared, though used with standard 
filing equipment. 

The paper copy of the purchase 
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order for follow-up has been re- 
placed by a “hard” copy, printed on 
light weight bristol, designed and 
die cut to fold and fit into a Rem- 
ington Rand Kardex pocket. This 
hard copy is typed along with the 
regular set of purchase order forms. 
When folded and placed in the 
Kardex pocket, a complete 8 x 5 
inch card is available for all nota- 
tions concerning the order. Lifting 
this card, without removing it from 


THEN: Under old system, file clerk 
pulled follow-up copy of purchase order 
for each reference or notation desired by 
Chief Expediter Oscar Fehrman. Copy 
was later refiled. 


NOW: With mobile Kardex file beside his 
desk, expediter instantly refers to order 
copy, takes indicated action and makes 
proper notations. Office time saving is 
estimated at 80%. 
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the file, reveals the complete order 
copy. 

These purchase order cards are 
arranged numerically on Kardex 
slides in four castered, mobile 
Kardex cabinets. Instead of having 
a girl pull a score of order copies 
from vertical files, the proper cabi- 
net is merely wheeled over to the 
desk of the expediter concerned. 
The control copy never needs to be 
removed from the file, and can al- 
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ways be located instantly. 

We estimate that the direct econ- 
omy in clerical time and effort, in 
avoidance of constant filing and re- 
filing, runs as high as 80%. In the 
face of steadily increasing volume, 
we have eliminated departmental 
overtime, and there is no backlog of 
unfinished work. 

The cards are visibly indexed by 
means of a title insert slip which 
shows the department identification 
letter, purchase order number, and 
the name of the vendor. A printed 
scale indicates days of the month, 
so that colored signals can be in- 
serted to flag follow-up action at 
the proper time. The orders are ar- 
ranged in. numerical sequence, and 
of course the mobile cabinet files 
contain only unfilled orders. 

The visible control feature makes 
possible constant checking in a very 
simple manner. Everything is noted 
on the front of the card—acknowl- 
edgement of the order, delivery 
promises, correspondence, shipping 
notices, etc. All correspondence and 
other papers are filed separately as 
before. A glance at the notations 
on the Kardex card tells the com- 
plete, up to date status story on the 
order. 

Like all efficient methods, our 
Kardex control is simple to operate 
and keep up to the minute. We 
commenced using it in May, 1951, 
so that there has been ample time 
and experience to evaluate it. We 
have been thoroughly pleased with 
its performance ever since. 
















More than 44,000 sales repre- 
sentatives go through this door- 
way every year, to do business 
with North American Aviation’s 
Material Division. The company 
has 6,000 vendors on its sup- 
plier list, and purchases aver- 
age $830,000 every working 





day. 
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A Purchasing Department 
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By Rulon Nagely, Director of Material, North American Aviation, Inc., Los Angeles, California 
LEFT: The warehousing activities utilize 550,000 square feet of big factor. Typical examples: 70,000 fluorescent light bulbs per 
floor space. Monthly receipts average 161 freight car loads and year; 113,000 sheets of 8¥2 x 11 duplicating paper per day! 
3,500 truck loads of diversified materials. Company trucks make ‘ : 
: i RIGHT: Government-furnished property for research and for in- 
25,000 pickups Sie SAAD Gutweries te the comme of a yoor. stallation in end-products is handled through the Material Division, 
CENTER: Stockrooms fill requisitions at the rate of 300 per hour, must be corefully segregated and scrupulously accounted for. This 
5,800 individual items per working day. Supply items alone are a activity involves about $30 billion per month. 
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LEFT: The Material Division employs approximately 1,100 people 
at the Downey and Los Angeles plants. 40% of these are engaged 
in purchasing activities. The Division also includes the Warehousing, 
Traffic, and Salvage Sales Departments in its responsibility. 

CENTER: With 45,000 distinct items on the purchasing list, each 
buyer is a specialist, responsible for a particular category of material. 


He is expected to have the same outlook as if he were running his 
own small business, with an eye on the profit and loss statement. 
RIGHT: No airframe manufacturer is self-sufficient in terms of 
production facilities. About 48% of purchases are made from 
specialized sub-contractors having fewér than 500 employees. A large 
staff is maintained to investigate and develop new supply sources. 


HE views and comment on these 

pages are extracted from an ad- 
dress by Mr. Nagely before the 
N.A.A. Management Club, outlining 
the work of his department. 

“If it seems that too much em- 
phasis has been placed on statistics*” 
he said, “it should be remembered 
that they are the everyday working 
tools of the Material Division. Na- 
turally, however, accomplishments 
are the real measure of the worth 
of the division and its departments. 
All of them have simply one objec- 
tive: to serve everyone in the com- 
pany by having the right material 
in the right place at the right time. 

“To pay the lowest price for an 
article is not always the most im- 
portant factor in its purchase. Ex- 
perience has shown that the best 
results are obtained when every ef- 


fort has been made to observe these 
precepts: 

“First, determine that the sup- 
plier’s facilities are adequate to 
make the parts or assemblies 
needed without acquiring additional 
equipment or buildings; 

“Second, determine whether the 
supplier has the sort of equipment 
and trained employees necessary to 
meet requisite quality standards; 

“Third, determine that he has the 
ability to meet the schedule re- 
quirements; 

“Fourth, determine that he has 
sufficient financial stability and 
management know-how to avoid be- 
coming a burden; 

“Last, determine that his plant 
facilities are, if possible, reasonably 
close to North American’s own fa- 
cilities. 


“It would seem obvious that good 
purchasing can make a major con- 
tribution to the corporation’s profit 
and loss statement.” 

Mr. Nagely’s experience in pur- 
chasing extends over twenty-six 
years, dating back to 1927. He recalls 
that when he was starting in on his 
purchasing career, it was not un- 
usual for foremen and supervisors 
to do the buying for industrial plants 
as the need arose—often quite cas- 
ually, without benefit of records and 
controls. Today, purchasing and its 
related functions are highly devel- 
oped operations that require the 
closest coordination among all mem- 
bers of the management team. 
The department that he directs is 
an excellent example of specialized, 
efficient, profit-making procure- 
ment. 








Scrap and by-products generated in the manufacturing departments 
aggregate 6,000 to 7,500 tons annually, chiefly aluminum clippings, 
borings and turnings. Surplus and salvage sales amount to well over 
a half million dollars per year. 





January, 1954 





The end product is the result of having the right materials at the 
right place at the right time, at the right cost. If purchasing 
efficiency slipped as little as 22%, the resulting loss would be 
equivalent to the company’s net income after taxes. 
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Structural components made largely of air! 





Buying HONEYCOMB’ Materials 


By Keenan Goodman, Purchasing Agent Research Associates, Los Angeles 


ONEYCOMB materials are so 

called because of their resem- 
blance to the structures produced 
by bees. In some forms—such as 
the collapsible paper honeycombs 
ised in fabricating Christmas orna- 
ments—they have been with us for 
nany years. The more recent adap- 
tation of this structural principle, 
utilizing a variety of base materials 
and put to work for more serious 
ind utilitarian purposes, is relatively 
new. As an industrial factor, they 
may be regarded as new materials, 
with actual and potential applica- 
tions in a surprisingly wide range 
of modern industry. 

These applications range from 
production materials in a variety of 
parts and assemblies to the pack- 
aging of finished products. They are 
practical because honeycomb struc- 
tures have relatively little weight, 
good mechanical strength, unusual 
ability to isolate heat and vibra- 
tions, excellent absorption charac- 
teristics, variable degrees of flexibil- 
ty or rigidity, and many other prop- 
erties, the nature of which depends 
on the specific honeycomb material 
used in any given circumstances. 
Further, honeycomb materials are 
inexpensive. 

Most honeycombs are of more or 
less conventional materials, proc- 
essed so that they will serve new 
purposes, Plastics, for example, can 
become honeycomb materials if they 
are mixed with various “frothing 
agents” so that they will bubble 
or foam and become exceedingly 
porous as they are converted from 
liquids to solid form. Other honey- 
combs have been produced by using 








Here’s how it started—familiar paper novelties based on the 


honeycomb structure principle. 


adhesives to bond strips of rubber, 
paper, aluminum foil, and many 
other materials, at regular intervals 
so that a simple stretching opera- 
tion causes the material to assume 
desired structural configurations. 

Since these are simple operations, 
one of the first questions to be an- 
swered prior to utilizing these ma- 
terials is: Should we buy prefab- 
ricated honeycombs, or produce our 
own from raw materials? 

In many cases, of course, the an- 
swer to this question will depend on 
the quantity that may be required, 
since no company can process small 
quantities of materials as cheaply 
as the mass-production vendor who 
is set up for the job. However, it is 
not yet possible to buy prefabricated 


honeycombs of all materials or for 
every potential application. 

Honeycombs with odd shapes and 
dimensions, for instance, must usu- 
ally be made to order. This may be 
a job for subcontractors having spe- 
cialized production facilities, but not 
necessarily. 

Where it is possible to procure a 
material such as the foamable phe- 
nolic resin recently developed by 
Bakelite Company for packaging 
applications, honeycombs can _ be 
produced without any appreciable 
amount of special processing equip- 
ment—simply by mixing the raw 
materials, casting them in an inex- 
pensive form, and curing them with 
low temperature heat. 

Further, it is sometimes possible 
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ordinary bandsaw. 


to convert standard honeycomb ma- 
terials for special purpose usage. 
For example, in the Northrop and 
North American aircraft plants, 
honeycomb cores for the lamination 
of airfoils and similar components 
with sheet metal facings are now 
being inexpensively produced by: 

(1) Using templates as guides in 
bandsaw-cutting standard prefabri- 
cated honeycombs of various thick- 
nesses to specified length and width 
dimensions; 

(2) Assembling cut materials on 
tabletop fixtures so that they can 
be faired with a second saw in areas 
where the core components must be 
uniformly adhered to contoured 
sheet metal stampings. 

Cores thus produced are usually 
covered with cheesecloth impreg- 
nated with a high strength adhesive 
such as Shell Chemical Company’s 
Epon, to facilitate their assembly 
with facing materials. In addition 
to saving much of the time and ma- 
terial that would otherwise be re- 
quired to fabricate internal truss 
structures for ailerons, elevators, 
doors, etc., this procedure is said to 
yield aircraft parts that are strong- 
er, yet substantially lighter in 
weight, than conventional compo- 
nents of the same general types. 

Quite frequently it is both feasi- 
ble and practical to design or rede- 
sign a part so that prefabricated 
honeycombs can be used in its con- 
struction. For instance, where it is 
desirable to insulate a_ building 
structure with standard size blocks 
or slabs of a material like Dow 
Chemical Company’s Styrofoam, it 
is a simple matter for an architect 
to specify wall, ceiling, and floor di- 
mensions which will simplify con- 
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Standardized honeycomb materials can frequently be adapted to 
specialized applications by cutting them to size and contour on an 


Northrop Aircraft worker uses a spray gun to apply an adhesive 
coating to sheet metal plates which will be laminated to the honey- 


comb core in foreground. 


struction problems without in the 
least impairing the quality of the 
structure as a whole. 

Similarly, insulated panels for 
products like refrigerators can be 
economically manufactured simply 
by specifying panel thicknesses that 
will permit the use of standard pre- 
fabricated honeycomb materials be- 
tween layers of metallic facing. 

As a rule, rigid honeycombs are 
incorporated in laminates or “sand- 


wich” structures as_ lightweight 
fillers, reinforcements, thermal or 
acoustical insulators, etc. Flexible 


honeycombs such as Great Ameri- 
can Industries’ Rubatex are exten- 
sively used in the manufacture of 
products like bicycle seat pads, in- 
ner soles for shoes, anti-squeak 
gaskets, dust barriers, floor mats, 
crash pads, and life preservers. 
Few of the honeycomb materials 
now being produced are competi- 
tive in the sense that one may be 
used in place of another for any and 
























Modern industrial use 
—this laminated air- 
craft part, made at 
North American Avia- 
tion, consists of a 
honeycomb core be- 
tween two sheets of 
aluminum; it weighs 
only half as much asa 
comparable component 
made _ with internal 
truss structure, yet 
has greater strength. 


all applications. No single rigid 
honeycomb, for example, can be 
used in the manufacture of all types 
of laminates, because differences in 
the compositions of various core 
and facing materials could cause 
rapid corrosion or prevent adequate 
bonding. 

This may be regarded as some- 
thing of a limitation, since it means 
that a buyer’s selection of a honev- 
comb product must, in many cases, 
be based entirely on engineering 
considerations. But this is more 
than offset by the fact that honey- 
combs, as a class, can now serve 
many purposes better than com- 
parable solid materials. 

A fellow purchasing agent sum- 
marizes the situation by saying: 
“If you can manufacture a better 
product by replacing a solid mate- 
rial with a substance that is as 
much as 99% air, you can’t go 
wrong—even if the new material 
costs a little more per pound.” 








Better service and longer equipment life 





Daily Truck Report, filled out by the 
truck operator at the start of each shift, 
gives the maintenance department a 
close check on the major operating and 
safety features of each truck. 
















Check O.¥.| Def. 


Qheck 
Brakes Seat Brake 
Tires 


Bore 
Steering 


Cantrelier 


Tilt 
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DAILY TRUCK REPORT 
TRUCK NO. DATE SHIFT. 
OPERATOR DEPARTMENT 


O.K. | Def. 




















A well equipped and competently 
staffed maintenance shop helps to 
insure dependable, low cost truck 
operation. 





Preventive Maintenance 
for Industrial Trucks 


By John A. Draxler, manger, Service and Field Engineering, The Elwell-Parker Electric Co., Cleveland, Ohio 


ODAY, as never before, preven- 

tive maintenance of industrial 
trucks is a vital consideration. The 
proper functioning of such equip- 
ment is necessary to produce on 
schedule, to minimize costs, and to 
effect maximum company-wide op- 
erational efficiency. 

Present day production incentive 
systems may also place an undue 
strain on handling equipment. For 
example, the operator of an indus- 
trial truck, who is under some sort 
of an incentive system, may be in- 
clined to overlook correct preven- 
tive maintenance regulations in 
favor of continued operation with 
accompanying incentive pay rather 
than stand-by pay. 
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The lack of an effective preven- 
tive maintenance system and/or the 
lack of a desire to keep equipment 
in top operating condition, can cause 
excessive down-time not only to the 
handling equipment itself, but can 
also cause the tieup of normal plant 
operations—a truly expensive and 
serious situation. 

The purpose of this report is to 
set forth certain basic rules for es- 
tablishing an effective, workable 
maintenance program. Of primary 
importance is the question of au- 
thority. The maintenance depart- 
ment must have sufficient authority 
to enforce the program. All too often 
a good maintenance system falls by 
the wayside because the production 


departments will not permit trucks 
to be pulled out of service for re- 
pairs. Although this is an under- 
standable attitude it does not help 
to keep truck operating costs down. 

There are two possible solutions 
to this problem: (1) Provide a 
standby truck which can be placed 
in service while inspection and re- 
pairs are made. (2) Permit the 
maintenance department to work a 
different shift than the production 
departments. Although either of 
these solutions cost money, many 
plants have found that the reduced 
truck maintenance has made up the 
differences many times over. 

No matter what the make or type 
truck, certain standard preventive 


PURCHASING 

















maintenance regulations will apply. 
While this report was specifically 
prepared for operators of electric in- 
dustrial trucks, it is obvious that 
many of the rules concern gas- 
powered trucks as well. But for any 
type truck, when in doubt, it is vital 
to consult with the representative of 
the manufacturer who sold the ve- 
hicle in question. In addition, hand- 
books are normally provided to 
cover maintenance information pe- 
culiar to a given vehicle. 


Who Services Your Trucks? 


Without the proper attitude, main- 
tenance men can cause more harm 
than good. Our field men report 
three general attitudes. Perhaps you 
will recognize your maintenance 
men in one of these classifications: 

1. First, there is the maintenance 
man who is afraid of the electric 
controls of a truck. He doesn’t really 
understand the basic functions that 
govern the operation of electrical 
equipment; consequently, when 
something goes wrong, he “guess- 
es” that changing this or that will 
end the trouble. Needless to say, it 
normally does nothing of the kind. 

There is no need to be afraid of 
electrical equipment. It is simple 
to handle and simple to keep in per- 
fect operating condition if the main- 
tenance man will learn the few 
basic facts that are required and 
will then follow up his knowledge. 

2. Second, there is the mainte- 
nance man who contemptuously re- 
gards hydraulics and electricity as 
too simple to require any thought 
on his part. He has always been 
able to fix anything with a hammer, 
a wrench, a screw driver and a 
piece of wire, and he feels that by 
the same token, he ought to be able 
to maintain a simple electric truck 
in the same way. 

3. Third, there is the maintenance 
man who recognizes the electric 
controls system as a highly import- 
ant contribution to the efficiency of 
modern machinery. Such a mainte- 
nance man knows that the opera- 
tion of his truck is controlled by 
certain principles just as is true of 
any mechanical piece of equipment. 

Obviously, it is of utmost import- 
ance to have the best trained and 
equipped personnel in charge of a 
truck maintenance program. Main- 
tenance men must understand the 
great responsibility that rests with- 
in their hands and must be con- 
stantly reminded of the importance 
of their job. They must also be sup- 
plied with the latest information on 
effective truck maintenance and 
must be equipped with modern serv- 
icing equipment. 
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INSPECTION REPORT 
Electric Platform Truck 
Schedule A 50 Hours or Weekly 
TRUCK NUMBER: MAKE SERIAL NUMBER 
DATE THIS REPORT... DATE LAST REPORT_.__§__§_. INSPECTOR 
ENGINE HOUR METER READING DEPT. 
TRUCK CAPACITY SPECIAL ATTACHMENTS 
No. | CHECK POINT Cxay | Cefect No. | CHECK POINT Chey | Defect 

























































































A systematic procedure for inspection of trucks at regular intervals is essential to any pre- 
ventive maintenance program. 


Accurate accounting of operating costs is important. Reports such as this will help ferret 
out weak spots in the preventive maintenance program. 











TRUCK REPAIR ORDER 
DATF. —___.. TRUCK NO. ..........-. MAKE SERIAL NO. 
DEPT. LAST PREVIOUS INSPECTION 








DRIVER'S COMPLAINT 








REPAIR INSTRUCTIONS 


























SIGNED o_o 
Parts arxi Materiel Used Labor Pequi red 
Clock 
Pert Ne. |Oty. Description Prict | Cost [Tete | moter Hers 
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PREVENTIVE MAINTENANCE CHECK LIST 


SCHEDULE A 


50 Hours Service 
or Weekly 


GENERAL (for All Truck Types) 


vel in’ Drive Axle 
Service Brake 

irking Brake 

teering for backlash or binding 
Narning Signal 


me, Skirts, etc., for damage 
for cracks and other defects 
Receptacle 


| 
ruck 


FORK TRUCKS 


| Level in Hydraulic Tank 
Hoist and Tilt Cylinders, for leakage 
Hydraulic Hose Fittings 
Pressure Gauge 
Pressure Adj. Switch 
Pressure Check Valve 
Forks, for damage 


ilic Relief Valve 
1 of Attachments 


LOW LIFT PLATFORM TRUCKS 


Trail Wheel Bearings, for lubrication 
wane 

Level in Hoist Mechanism 

icNect 

+4 


ym Lift Linkage 
il Joints 


WIGH LIFT PLATFORM TRUCKS 


nec! 
rail Wheel Bearings, for lubrication 
wear 
Level in Hoist Mechanism 
+ 
t Chains 


niversal Joints 


CRANES 


ant 
Oil Level in Boom, Hook & Slew 
Reduction Units 
Cable Drums 
nspect: 
All Cables 
Universal Joints 
Boom, for mechanical damage 
Test Beom & Hook Limit Switches 


Electric Industrial Trucks 


SCHEDULE B 


250 Hours Service 
or Monthly 


neck: 
All points in Sched. A 
Oil in Brake Master Cylir 
Clearance of Brake Shoes 
Oil Level in Steering Gear Housing 
Horn Button 
“Dead-man” Control Interlock 
Operation of No-plug 
All Motors, Brushes G Commutators 
Controllers G Contactors; Replace Tips 

as req tired 

Service Batteries 

Blow out with Dry Compressed Air: 
Controllers G Contactors 
Motors 
Resistance Boxes 


Blow Dirt out of Truck with Compressed Air 


Check 

Hoist and Tilt Cylinders for 
excessive drift 

Chain Reeving 

Strainer in Hydraulic Line 

Master Controller, for speed sequence 

Uprights G Elevator Carriage, 
for strain or damage 


Check: 
Operation of Controller Linkage 
Steering Linkage 

Inspect Platform, for damage 


Check: 

Steering Linkage 

Operation of Controller Linkage 

Lift Mechanism Brake Lining 
Inspect Uprights G Elevator Carriage 
Lubricate Lift Chain 


Check: 

Steering Linkage 

Controller Linkage 

Boom & Hook Hoist Brake Lining 
Inspect: 

Slewing Mechanism 

Boom & Hook Hoist Mechanism 
Lubricate Cables 


SCHEDULE C 


1000 Hours Service 
or Every 4 Mos. 


* ne a» 
Wheel Bearings; Repack 
Wheel Bearing Sea.s 
All Wiring for loose connectior 
or grounds 
Resistor Grids 


Adjust Steering Unit for minimum backlash 
Wash and Touch Up Truck 


Repair Bent or Damaged Skirts, Battery 
ompartment Doors, etc. 
Drain and Refill Drive Housing 


Check 


Pump Operating Switch; Serv 
Elevator, for excessive play 
Inner Uprights, for excessive play 


Service Hydraulic Pump 


Inspect and Lubricate Elevator and Upright 
Rollers 
Drain, Flush, & Refill Hydraulic Tank 


Clean & Service Control Valves 


Check & Service Auxiliary Switches 
Drain & Refill Lift Mechanism Housing 


Check: 


Uprights, for excessive play 
Lift Chain Tension 


Drain & Refill Hoist Mechanism Housing 
Lubricate Uprights G Elevators 


Replace Worn Cables 
Drain & Refill: 

Slew Unit Housing 

Hook Hoist Housing 

Boom Hoist Housing 
Inspect G Lubricate Slew 

Bull Gear Housing 

Check Slew Unit Bearing Adjustment 
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A few minutes spent by the opera- 
tor in checking his truck before 
starting work will pay dividends. 
Provide a simple form for his con- 
venience in checking the important 
points. 


One of the most important fac- 
tors in the successful operation of 
industrial trucks is the use of prop- 
erly selected lubricating oils and 
greases and a regularly scheduled 
lubricating interval. If the truck is 
of the hydraulic lift type, the selec- 
tion of the proper hydraulic oil is 
also of vital importance. It is also 
important to establish a regular in- 
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spection and adjustment schedule. 
Such a program will normally catch 
a minor equipment breakdown be- 
fore it develops into a major failure 
that is costly to repair. A suggested 
list of inspection points is given 
elsewhere in this article. 

The frequency or interval of in- 
spection and adjustment are gov- 
erned by many factors, including: 





An adequate battery charge shop 
is important for maximum battery 
life. Check with the battery manu- 
facturer for proper servicing in- 
structions, 


the general conditions of the floors 
or roadways over which the trucks 
operate; the size and type of loads; 
the conditions of the atmosphere, 
whether dusty, damp, hot or cold; 
the nature of the service cycle, 
whether it consists of long runs or 
short turns with an abnormal 
amount of jockeying; the actual 
hours a day in which the truck is in 
service; the relationship of the loca- 
tion of the service center to the 
truck operating and storage area; 
the type of operator and whether 
the truck is assigned to one operator 
only or used by several; the main- 
tenance facilities available. 

Since these and other related fac- 
tors are known and controlled by 
the operating and maintenance de- 
partments of a company, it seems 
logical to assume than any effective 
preventive program must be worked 
out with the direct cooperation of 
responsible parties in these depart- 
ments. 


Principal Causes 
of Breakdown 


Here are a few of the principal 
general causes of equipment failure 
and breakdown. 
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1. Neglect of minor repairs and 
nspection 

2. Faulty lubrication 
3. Overloading 

1. Bad floor and/or roadway con- 
ditions 

5. Careless operation by inexpe- 

ienced or irresponsible operators. 

The neglect of minor repairs and 
faulty lubrication may be largely 
corrected by periodic inspection, 
und others by proper supervision 
and foresight. Overloading can be 
and must be prevented by constant 
supervision because such practices 
may cause a truck to “let go” with- 
ut warning, causing severe damage 
to equipment and loads and even 
severe injury to personnel. 

It is important that roadways and 
floors be kept clean and in good re- 
pair, free from oil or grease, espe- 
‘ially at aisle intersections where 
several trucks may be passing re- 
peatedly. Uneven floors and road- 
ways can and do cause serious dam- 
age to truck and load, not to men- 
tion danger of dislocated materials 
falling to the floor or injury to per- 

mnnel, 

Careless and irresponsible opera- 
tors can easily cause more damage 
to a truck, its load, and surround- 
ing property than is usually known. 
Drivers should be properly educated 

the correct way to operate an 
industrial truck and should be given 

regular course of instruction be- 
re they start on the job. 

Operators should be trained to re- 
ort the following factors to the 
oreman or supervisor. These are 
isually the danger signs which if 
aught in time can save costly re- 
alrs. 

1. Decrease in normal speed 

2. Lack of power 

3. Apparent lack of proper lubri- 

ition 

1. Worn or damaged tires 

5. Poor brakes 

6. Missing parts, such as hub caps, 

vers or the like 

7. Worn or partly broken wire 

pes or chains, broken or bent 
perating rods, etc. 

8. Difficult steering 

It is not, of course, good policy to 
end altogether on the operator 
call attention to major or even 

inor items which have a bearing 

preventive maintenance. A bet- 
plan is to schedule regular pe- 
ds for inspection and lubrication, 
time interval depending on the 
class of work done by the truck as 
ell as on working conditions. The 
itline of such a maintenance sched- 
is included elsewhere with this 
irticle; may be altered by existing 
onditions. 








Minor difficulties should be corrected immediately. Delay leads only to more serious damage 


and bigger repair bills. 


Order expendable repair parts in 
advance of their actual need—for 
example, contact tips, tires, lubri- 
cants, oil seals, brake linings, small 
switches, packing and other known 
parts which surely will be required 
sooner or later. There will be other 
parts of like nature which a mainte- 
nance foreman or storekeeper will 
learn through experience may best 
be required periodically. 


Importance of Accurate Records 


A vital part of any effective pre- 
ventive maintenance system is the 
keeping of accurate operating and 
repair costs since such records play 


an im; vtant role in reducing indus- 
trial t operation expenditures. 
Throug ae intelligent interpreta- 
tion of .hese costs, it is possible to 
adjust the preventive maintenance 


program to eliminate failures before 
they occur. And these records may 
indicate a better training program 
for operators, changes in the mate- 
rials handling program to eliminate 
overleading or other bad practices. 

Regardless of how helpful good 
maintenance records may be, there 
still remains the problem of how 
best to obtain the information with- 
out excessive, costly paper work. A 
little planning plus cooperation of 
the maintenance men who do the 
job will go far toward implementing 
such a system. A form should be 
provided similar to the sample 
shown. The mechanics of the form 
will vary with each company, but 


it should contain certain basic in- 
formation — truck identification; 
space for the maintenance super- 
visor to indicate repair instructions 
for the maintenance man to follow; 
a place for the mechanic to indicate 
quantity and description of parts 
used; space for labor charges, and 
provisions for the signature of either 
the mechanic or supervisor so that 
responsibility for the work can be 
determined if a problem should sub- 
sequently arise. Provision should 
also be made so that the supervisor 
or his clerk can enter parts and 
labor costs on the sheet and by add- 
ing these come up with a total cost 
for the entire repair job. 

Some firms prefer to maintain a 
file jacket in which the periodic in- 
spection reports, truck repair or- 
ders, and other papers pertaining 
to the truck are kept. At certain 
established intervals, often when 
the 1000-hour inspection is made, 
this file is carefully studied to de- 
termine if any special action should 
be taken. 

Other plants prefer to post the 
cost figures from the inspection re- 
ports, and truck repair orders to a 
ledger sheet and present this in- 
formation to management in a 
monthly or quarterly report. 

Either method serves as a careful 
check on operating costs, bringing 
to light those which are most fre- 
quent and costly, and aiding in de- 
termining the most effective solu- 
tion. 
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Production rates determine proper inventory levels 








Standards for Inventory Control 


By G. N. Hackett, Director of Purchases, Thompson Products, Inc., Cieveland, Ohio 


TANDARDS can be applied to 

various phases of business op- 
erations. At Thompson Products, 
we apply standards to the control of 
investment in inventory. 

Inventory control is an important 
part of business management, for a 
large part of available working capi- 
tal is always tied up in raw material, 
operating supplies, work in process, 
and finished goods. We believe that 
we can determine the amount of 
money we must invest in these in- 
ventories, using the methods that we 
have devised for setting inventory 
standards. 
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We try to set our standards so 
that they: 

1. Are practicable and workable. 

2. Are realistic and provide a 
basis for measurement of perform- 
ance. 

3. Do not interfere with good 
manufacturing, production or pro- 
curement practices. 

4. Define the investment in in- 
ventories necessary to the successful 
conduct of our business. 

5. Relate inventories on hand 
to future needs, and not to past 
usage. 

Our program is set in a manner 


onference, American Standards Association, 
/ 


that makes it applicable to all seg- 
ments of our business, and can be 
utilized by each of our operating 
divisions. We establish standards 
for raw material, supplies, work in 
process, and finished goods. We use 
information contained in our regular 
production and accounting records. 
We prepare inventory performance 
reports which are reviewed by the 
managers of our operating divisions 
and by top management. 

Following is a brief outline of how 
we do this. 

Work-in-process inventory stand- 
ards are set up for each of our pro- 
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duction lines. It is relatively easy 
to determine the amounts of ma- 
terial, in terms of pieces and dollar 
value, that are necessary to main- 
tain continuous production at any 
level of activity. Most of the fac- 
tors considered in setting these 
standards can be treated mathe- 
matically. 

We make detailed studies of our 
production and cost records, and 
carefully observe our actual produc- 
tion operations. By properly eval- 
uating the factors which govern our 
need for parts in process, we de- 
termine the amount of material ne- 
cessary to sustain efficient produc- 
tion at various levels of activity. 
Our studies show there is a mini- 
mum amount of inventory which 
must be in the line even when the 
rate of production is small. 

As the rate of production in- 
creases, additional inventory must 
be added to guard against delays 
eaused by tool changes, machine 
breakdown, and other production 
difficulties. However, the additional 
amount required is not directly 
proportional to the increase in the 
production rate, so that as the pro- 
duction rate rises the amount of 
material necessary to support pro- 
duction becomes relatively smaller. 
For example, if we require 25,000 
pieces in process to support a pro- 
duction rate of 25,000 finished pieces 
per month, we will probably require 
only 75,000 pieces in process when 
the production rate is 100,000 pieces 
per month. At the rate of 25,000 
finished pieces per month, the ratio 
of in-process to finished parts is one 
to one; but at the rate of 100,000 
pieces per month, the ratio is 0.75 
to one. 

We find that additional in-process 
material is required until we reach 
full two-shift production. The addi- 
tion of a third shift will not require 

ny increase in work-in-process. 

By determining the amount of in- 
process material required at various 
rates of production, we develop the 
ratio that should exist between the 
number of parts completed each 
month and the number of parts re- 
quired in-process. 

Applying this ratio to our sched- 
uled rate of production, we deter- 
mine the number of pieces that 
should be in process. This is our 
n-process standard. Since we have 
established a relationship or ratio 
between the production rate and 
parts in-process, we can determine 
un in-process standard for any rate 
of production. These standards are 
set by our Industrial Engineers and 
must be approved by the Staff Di- 
rector of Industrial Engineering. 
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The production department keeps 
our work-in-process in balance with 
our production of finished parts by 
the use of these standards, and con- 
trols the amount of our working 
captial which is tied up in inventory. 


Raw Material Inventory 


We follow a similar procedure in 
setting raw material standards. 
However, here we have more factors 
which must be evaluated by judge- 
ment and experience. We cannot 
exercise as direct control over the 
factors governing our need of raw 
material inventory as we can when 
considering our needs for material 
in-process. 

An outline of these governing 
factors will be helpful in under- 
standing our method of arriving at 
a raw material standard. These are 
not listed in the order of their im- 
portance, but rather in the sequence 
in which we review them. 

1. Material Availability. 

Under this heading we consider: 

(a) The number of qualified 
sources of supply. 

(b) Is material in stock or reg- 
ular production at the supplier’s 
plant or is it produced only to or- 
der? 

(c) If produced only to order, 
what is the length of time required 
to produce it? 

(d) Does the material which we 
require conform to usual industry 
standards of chemical analysis and 
physical requirements? 

(e) Are the sizes and shapes 
which we require produced in fre- 
quent or infrequent cycles? 

(f) Can we expect suppliers to 
make shipments on schedule? 

(g) Is supplier's production sub- 
ject to seasonal variations? 

2. Customer Requirements. 

Here we consider: 

(a) Customer ordering practices. 
Do they give us consistent advance 
schedules, or do they order period- 
ically and in widely varying quan- 
tities? 

(b) Are we their primary or 
sole source of supply? 

(c) Are the customer’s material 
requirements stable or subject to 
sudden change? 

3. Our Manufacturing Practices 
and Requirements. 

(a) Do we have sufficient vol- 
ume to warrant multiple sources of 
supply? 

(b) De we combine future re- 
quirements for more economical 
production? 

(c) What portion of our require- 
ments are for less than minimum 
mill quantities? 

Inventory standards are set for 





each of the manufacturing di- 
visions, and the standards reflect 
their specific needs. Each division’s 
raw material inventory is broken 
down into classifications which in- 
clude only related materials. We do 
not group steel bars and grey iron 
castings under one inventory head- 
ing, because the evaluation of the 
factors which determine the amount 
of inventory which we must have is 
not the same. 

We require aluminum in the form 
of ingots, bars, sheets, strip, and 
castings. It’s all aluminum, but, from 
the standpoint of inventory stand- 
ards, the effects of the governing 
factors are different. Our standard 
on aluminum ingots might be 18 
days, and our standard on aluminum 
castings 35 days. In arriving at 
these two totally different standards, , 
we follow the same line of reason- 
ing, recognize the effect of the same 
controlling factors, and perform the 
same kind of computations, but 
come up with different answers. 

For example, material availabil- 
ity, which is one of the prime fac- 
tors in our procedure for setting 
standards, is widely different be- 
tween ingots and castings. There 
are many producers of ingot, for we 
can buy from either primary or 
secondary producers, while the cast- 
ing can only be obtained from a 
supplier who has the necessary mold 
or pattern equipment. Standard 
grades of ingot are usually in the 
smelter’s stock, but castings are pro- 
duced to order. Ingots as received 
are ready for our melting furnaces, 
while castings are subject to de- 
tailed inspection before they can go 
into process. 

The standards which we use are 
established through an appraisal of 
these factors by representatives of 
the operating divisions. Our Pur- 
chasing Agent and members of the 
production department make the 
appraisal and recommend the num- 
ber of days’ supply which should be 
carried in inventory. This recom- 
mendation is referred to the Direc- 
tor of Purchases for his approval, 
and, when approved, becomes the 
standard. 


Time, Quantity, Dollars 


Standards as set at this point are 
expressed in terms of days’ supply, 
because the result of our appraisal 
of the factors for setting standards 
is most readily expressed as an ele- 
ment of time. 

The expression “days supply” 
means the number of calendar days 
we should be able to operate at our 

(Please turn to page 284) 
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An Identification Numbering System 


for Purchased Materials 


By Philip J. Callan, Materials Standards Department, Eastman Kodak Company, Rochester, N.Y. 


Paper presented at the Fourth National Standardization Conference, American 
Stand ; , New York, October 20, 1953 





THE AUTHOR i; « graduate of 


Cornell University in mechanical en- 
gineering, and has been associated 
with Eastman Kodak Company since 
1927 in various engineering aspects of 
the company’s operations, including 
service as project engineer and super- 
intendent of engineering and mainte- 
nance at the Holston Ordnance Works 
in 1942-1945. Since 1946 he has been 
head of the company’s Materials Stan- 
dards Department, at the Kodak Park 
Works. 








ROM what I have been able to 
learn about numbering systems 
for identifying items of material, all 
have one thing in common—that is, 
they are all different from one 
another. They differ because the 
purposes for which they were 
designed are different. 

It seems appropriate, therefore, to 
begin the explanation of the code 
being used in Eastman Kodak Com- 
pany by outlining some of the fea- 
tures that we wanted to incorporate 
to facilitate the operation of our 
system. 

In the first place, the numbers ap- 
ply only to items of purchased ma- 
terials—either raw materials for 
production, such as sheet and strip 
metals, chemicals, plastics, etc.; or 
finished items for maintenance and 
supply, such as structural steel, 
hardware, piping, lubricants, elec- 
trical items, laboratory supplies, etc. 
Many of these are stocked by the 
Stores Department. The code does 
not include, or have anything to do 
with production parts, parts in pro- 
cess, products for sale, capital as- 
sets, or the like. 

About four years ago we decided 
to overhaul the numbering system, 
or rather systems, then in use in 
our Standards Catalog and Stores 
Department. The Standards Catalog 
contained about 30,000 approved 
items, and was using a 7-digit nu- 
meric code. The Stores system, con- 
taining about 50,000 items, was us- 
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ing an alpha-numeric system vary- 
ing from 5 to 7 letters and digits. 

Each of these systems was reason- 
ably satisfactory for the specific 
purpose intended, but the dual sys- 
tem was a disadvantage. Further- 
more, neither system was particu- 
larly well adapted to the punch card 
system of stock control which was 
being given serious consideration at 
the time. We therefore decided to 
develop a single new system which 
would meet the main requirements 
of all phases of the purchased ma- 
terials control problem. 


Basic Objectives 
The following points were laid 


down as objectives to be met by the 
new system. It will be immediately 


obvious that certain ultimate com- 
promises were necessary, because no 
single solution could completely sat- 
isfy all the requirements. They are 
all included, however, to show the 
scope and complexity of the prob- 
lem. 

1. All numbers should be signifi- 
cant. This might require from 15 to 
20 digits in many cases, such as for 
cutting tools, antifriction bearings, 
etc. Nevertheless, we also wanted 
the number to be as short as possi- 
ble to reduce clerical effort, copying 
errors, etc.; a limit, say, of 5 or 6 
digits. 

2. The number should have a va- 
riable length, similar to the Dewey 
decimal system, to permit unlimited 
expansion for new items. On the 
other hand, we knew that the num- 





TABLE | 


Summary of 
Materials Classification System 





Classes Kind of Item 

00 to 15 RAW AND SEMI-PROCESSED MATERIALS 
Hides, Coal, Lumber, Metals, etc. 

16 to 39 MECHANICAL PRODUCTS 
Hardware, Mill Supplies, Cutting Tools, etc. 

40 to 49 MECHANICAL EQUIPMENT 
Materials Handling, Power Transmission, Con- 
struction Equipment, etc. 

50 to 57 ELECTRICAL PRODUCTS AND EQUIPMENT 
Motors, Controls, Wiring, Electronics, etc. 

58 to 61 CHEMICAL AND PROCESSING EQUIPMENT 
Tanks, Pumps, Mixers, Packaging Machines, etc. 

62 to 79 CHEMICAL AND ALLIED PRODUCTS 
Chemicals, Plastics, Paints, Lubricants, etc. 

80 to 93 LABORATORY AND OFFICE EQUIPMENT 


Instruments, Laboratory Supplies, Office 


Equipment, etc. 
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ber should have a fixed length to 
permit use in a punched card stock 
control system. 

3. All items, when sorted in nu- 
merical sequence by a punch card 
system, should group like items to- 
gether to facilitate inventory con- 
trol, and the take-off of items for 
requisitions and purchase orders. 
In other words, all items carrying 
group discounts, or those which 
could be considered for purchase at 
one time or from one source, should 
be grouped together. 

Other considerations indicated 
that the items, when sorted in the 
same manner, should arrange them- 
selves in alphabetical order to facil- 
itate look-up in the Stores records. 
That is, the system should arrange 
all items in alphabetical order so 
that any item could be located read- 
ily by name. 

4. The system should be able to 
absorb new items readily, without 
upsetting any established numbers 
or a sequence of numbers. This, of 
course, is a major problem, and one 
which is usually a big factor in the 
breakdown of established systems 
having significant numbers. 

5. A number once-assigned should 
never be changed. However, we 
knew that this would be theoretic- 
ally impossible, considering the 
other limitations, and felt that the 
best we could do would be to de- 
velop some system to keep changes 
to an absolute minimum. 

6. The system should be designed 
to handle about 100,000 items, with 
expansion to perhaps 200,000. 

I have not included a number of 
other factors of a more minor or 
local nature, but which also contrib- 
uted their share of problems. 


10-Digit System 


Our solution was a 10-digit all- 
numeric number. I would like to 
show first how it meets the out- 
lined requirements, and then how an 
item is coded and the system main- 
tained. 

The number is composed of three 
groups of digits—three, four, and 
three, respectively. 

Letters are not used because they 
are more difficult to handle on 
punched card systems. The hyphens 
serve to break the number up into 
easily handled groups of digits. 

Our experience with the two 
former systems indicated that 6 or 7 
digits was the minimum that could 
be used. Extending this to 10 in- 
creased the flexibility several hun- 
dred-fold, and we knew by experi- 
ence that we would need it. The 
extra time required to handle the 
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PROGRESSIVE DETAILS 





TABLE Il 


First two digits of identification number 
show CLASS of item, as assigned in Table | 


Mechanical Products 








16X-XXXX-XXX Hardware 
17X-XXXX-XXX Mill Supplies 
18X-XXXX-XXX Hand Tools 
19X-XXXX-XXX Machine Tools 
20X-XXXX-XXX Cutting Tools 
21X-XXXX-XXX Abrasive & Misc. Tools 
23X-XXXX-XXX Bolts & Nuts 
24X-XXXX-XXX Screws 
etc. 

TABLE Ill 

Third digit indicates sub-classification 


showing KIND of item within each Class 


Cutting Tools 


200-XXXX-XXX 
201-XXXX-XXX 
202-XXXX-XXX 


Drills, Reamers, etc. 
Milling Cutters, Gear Hobs, etc. 
Single Point Cutting Tools 








203-XXXX-XXX Saws 

204-XXXX-XXX Taps & Dies 

205 to 209 Unassigned 
TABLE IV 


Fourth and fifth digits cover alphabetic 
listing of items within each Sub-Class 


Sub-Class 200—Drills, Reamers, etc. 


200-10XX-XXX Augurs 
200-20XX-XXX Bits 
200-30XX-XXX Counterbores 
200-40XX-XXX Countersinks 
200-50XX-XXX Drills 
200-60XX-XXX Extractors 
200-80XX-XXX Reamers 





longer number in writing requisi- 
tions and in key-punching and sort- 
ing punched cards is not as large a 
factor as it might appear. On the 
basis of 5,000 transactions per day, 
it only amounts to an estimated total 
of 8 man-hours per day. This is a 
small price to pay for the other 
features which the longer number 
provides. We have found also, that it 
has not increased significantly the 
number of clerical errors. 

The 10-digit number, then, pro- 
vides a working compromise be- 
tween the shortest number desirable 


for clerical purposes and the longest 
number that would be required for 
complete significance and flexibility. 


Material Classification 


In order to satisfy the require- 
ments for inventory control and to 
facilitate the grouping of related 
items on purchase requisitions and 
orders, etc., the number was tied in 
to a materials classification system. 
All materials were divided into 100 
basic classifications, and the number 
assigned to any class became the 
first two digits of the number as- 


PuRCHASING 











vendors who specialize in selling 
these items, and that they should 
be considered at one time in placing 
orders for stock replenishment. 
Thus, to put them all in the same 
class solves many problems simul- 
taneously. (I will not dwell on the 
questions which frequently arise 


OF CLASSIFICATION 





TABLE V 


Sixth and seventh digits show TYPE of 
item within alphabetic listing of each kind 


Reamers when related items do not naturally 
200-8005-XXX Reamer, bridge, taper aber tonne Geek te aa 
200-8030-XXX Reamer, chucking, fluted classes.) 

200-8035-XXX Reamer, chucking, rose Once an item is classified, how- 
200-8060-XXX Reamer, hand ever, the class number becomes the 
200-8062-XXX Reamer, hand, expansion first two digits of the 10-digit item 
200-8070-XXX Reamer, pin, taper, helical number. For example, every num- 
200-8075-XXX Reamer, pin, taper, straight ber assigned to a hardware item 
200-8085-XXX Reamer, shell, spiral would begin with the digits 1-6. 
200-8088-XXX Reamer, shell, straight 


Sub-Classes and Kinds 


Each class is further subdivided 
into 10 sub-classes. For example, 
take Class 20, covering “Cutting 
Tools”. This class can be conveni- 
ently subdivided into “kinds” of cut- 
ting tools, and the same factors and 








TABLE VI 


Eighth and ninth digits indicate SIZE of 
item within each listed type 





200-8060-10X Reamer, hand, 1/8 reasoning which apply to the classes 
200-8060-12X Reamer, hand, 9/64 themselves apply to the subclasses. 

200-8060-14X Reamer, hand, 5/32 In sub-class 200, for example, we 
200-8060-16X Reamer, hand aint have gathered together the drills, 
200-8060-18X Racadien. wea d. 3/16 reamers, counterbores, etc., which, 
200-8060-20X Reamer, hand, 13/64 in general, are made by the same 


(Tenth digit assigned to Minor Variables) 





signed to every individual item in 
that class. 

All items can be classified into 
rather broad categories of materials 
arranged in a rather logical progres- 
sion of kinds, beginning with Raw 
and Semi-Processed Materials, and 
following through Mechanical, Elec- 
trical, Chemical, and Miscellaneous 
finished items. We assigned class 
numbers 0 to 15 to raw and semi- 
processed materials, which include 
such items as hides, coal, lumber, 
metals, etc.; class numbers 16 to 39 
to mechanical products, which in- 
clude hardware, mill supplies, cut- 
ting tools, etc.; and so on up to 
classes 94 to 99 for miscellaneous, 
including protective clothing, safety 
items, etc. 

Table II shows part of the section 
covering Mechanical Products, in 
more detail. Here again is a logical 
progression of kinds of mechanical 
items beginning with Hardware, and 
progressing through Mill Supplies, 
Hand Tools, Machine Tools, Cutting 
Tools, etc. Note that closely related 
items such as hardware and mill 
supplies are next to each other in 
the series; similarly, mill supplies 
and hand tools, hand tools and ma- 
chine tools, etc. 
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The classification is based prima- 
rily on considerations of the pro- 
curement problem, that is, on where 
the items are most likely to be found 
in the selling outlets. For example, 
we would classify a small pulley as 
“hardware” if it were found to be 
generally listed in hardware cata- 
logs and carried by jobbers who 
specialize in hardware items. On the 
other hand, if the pulley were of a 
type which was generally found on- 
ly in catalogs covering materials 
handling items, and carried by dis- 
tribution outlets which specialized 
in materials handling equipment, we 
would classify it with the latter. 

We have found a fortunate simi- 
larity between the classification of 
similar items by end use, by issu- 
ance from stock, by stockroom loca- 
tion requirements, by purchase re- 
quirements, and by availability in 
vendors’ outlets. For example, the 
variety of items we call “Hardware”, 
consisting of locks, latches, hinges, 
knobs, door closers, hooks, brackets, 
etc., are most likely to be listed on 
the same bill of material installed 
by the same group of mechanics, and 
kept in one place in the stockroom 
for their convenience. It is also most 
likely that there will be certain 


manufacturers, and are used in the 
same type of operations and on the 
same machines. Saws, on the other 
hand, are made by other manufac- 
turers and are used in other opera- 
tions on other machines. These have 
been placed in another sub-class— 
203. 

This third or sub-class digit also 
becomes a part of the 10-digit item 
number. Up to this point, therefore, 
a numerical sort will automatically 
group all similar items together. 
This is as far as we go, however, 
to satisfy the requirements for clas- 
sification. We have not found it 
feasible to carry the principle be- 
yond this point for two reasons: 
First, it becomes too difficult to 
make decisions because differences 
become less well defined; and sec- 
ond, because it is too difficult to lo- 
cate a given item in the records 
system. 

Beyond this point, therefore, we 
have favored the other initial re- 
quirement which calls for numbers 
to be assigned in such a manner that 
the items, when sorted numerically, 
will arrange themselves in alpha- 
betic order. 

Taking sub-class 200 again as an 
example, we have arranged all the 
“kinds” of items alphabetically, as 
shown in Table IV—Augurs, Bits, 
Counterbores, Countersinks, Drills, 
Extractors, and Reamers. This se- 
quence can be maintained by assign- 
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TABLE VII 
Number Assignment Patterns Are Variable 


Reamers 

Wire Cloth 
Steel Strip 
Machine Screws 


200—KKTT—SSM 
172—KTTS—SSM 
O11 — 
25T—TSSS—MMM 


TTTS — SSS 


Digits ““K’ are assigned to Kinds 

Digits “T” are assigned to Types 

Digits “S” are assigned to Sizes 

Digits “M” are assigned to Minor Variables 





ing significant numbers to each 
such kind. These numbers are 
shown (as 10, 20, 30, etc.) in the 
4th and 5th digits of the item num- 
ber. It is obvious from the table 
that we have used less than one- 
tenth of all the available numbers at 
this point, and that we could absorb 
about 10 times as many new kinds 
before getting into difficulty with 
the code and sequence, a condition 
not likely to be encountered in the 
foreseeable future. 


Types and Sizes 


Now carrying this process one 
step further, we can examine the 
various “types” of each “kind”. 
Take reamers, for example. Up to 
this point, class, sub-class, and kind 
are indicated by the first five digits 
of the identification number: 

200—80XX—XX 
All the different types of reamers 
have been arranged alphabetically, 
and numbers assigned in the 6th and 
7th digits, as shown in Table V. 
Again we have a system which could 
absorb 10 times as many new types 
as we have listed. 

“Size” is probably the next most 
important consideration. Each type 
of item can be arranged according 
to size by assigning appropriate 
numbers in the 8th and 9th digits. 
as shown in Table VI. 

This leaves the 10th digit free to 
assign to “minor variations”, such 
as the type of steel (carbon or high 
speed), special tolerances that might 
be required, or some new variant 
that might come up. 


A Variable Pattern 


You may be wondering by this 
time how we could possibly fit all 
kinds of materials into this same 
pattern. Actually we can’t, but it 
is not necessary to do so. We vary 
the pattern to fit the conditions. 

Table VII shows how this has 
been done in several specific in- 
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stances. The first line of this table 
shows a summary of the number as- 
signment pattern which we have 
been following on Reamers, as de- 
scribed. In this tabulation we have 
used the letter K to show the digits 
assigned to the various “kinds”; the 
letter T for the digits assigned to 
the various “types” of the same 
kind; the letter S for the digits as- 
signed to the various “sizes” of the 
Same type; and the letter M for the 
digit assigned to the “minor vari- 
ables” for each size. 

Before proceeding to the next line, 
I would like to repeat the principle 
that the system should be expansi- 
ble in the ratio of about 10 to 1 at 
any point; i.e., we should be able to 
add 10 times as many kinds, or 10 
times as many types, or 10 times as 
many sizes, and even 10 times as 
many other variations. Thus we can 
expand at any point without dis- 
turbing neighborhood items to which 
numbers may have already been as- 
signed. 

Reviewing the first line again, you 
will recall that there were only 
seven kinds of items in sub-class 
200, which covered Reamers; i.e., 
Augurs, Bits, Counterbores, Coun- 
tersinks, Drills, Extractors, and 
Reamers (See Table IV). There- 
fore, although one digit could have 
taken care of them, we assigned 
two digits, shown here as K. Thus 
we have made an allowance for ex- 
pansion up to 100 kinds, or some- 
what over 10 times the original 
number, and the assigned numbers 
are so spaced that additions can be 
made without disturbing the alpha- 
betical sequence. 

Again (See Table V), there were 
only nine types of reamers listed, 
but we have allowed for the same 
10 to 1 expansion by assigning two 
digits, shown here as T. 

Now look at the second line in 
Table VII, which shows the pattern 
for another class of item. Wire Cloth 
was the only “kind” in this sub- 





class, so we assigned only one digit 
(K) to handle it. This also provides 
a ratio of 10 to 1. We had only three 
or four types, so we established two 
digits (T) for the types. Wire Cloth, 
however, comes in a very great 
number of sizes, considering the 
combinations of mesh and wire dia- 
meters, so we assigned three digits 
(S) for size. 

Steel strip, on the other hand, is 
so important to us that we have put 
it in a sub-class—011—all by itself, 
and there can be no other knid. 
However, there are a considerable 
number of alloys, and an almost un- 
limited number of possible size com- 
binations. Consequently, we have 
assigned three digits to the alloys 
(types) and four digits to the sizes. 
No digits for minor variations are 
required in this case because all 
such variations are taken into con- 
sideration in our company specifica- 
tions, which, incidentally, have been 
incorporated as significant numbers 
in the digits devoted to “types”. 

The last line in this table covers 
Machine Screws. These are so nu- 
merous that we devoted a whoie 
class—25—to them; there is no sub- 
class. Two digits cover the head 
types nicely, and three digits cover 
the sizes. On the other hand, we 
found so many variables of metals, 
alloys, finishes, thread fits, etc., that 
we allowed three digits (M) to han- 
dle them. 

We maintain a code book in which 
the code pattern for each sub-class 
is recorded. In many instances we 
also develop and record a size pat- 
tern which can be readily applied 
to new items as they come into the 
system. This is particularly helpful 
for such standardized items as met- 
al shapes, screws, pipe fittings, cut- 
ting tools, grinding wheels, bearings, 
commutator brushes, incandescent 
lamps, etc. 

I would be naive to presume that 
I have made the development of this 
code appear simple, but if I have, I 
would like to dispel any such notion. 
It has required a great deal of plan- 
ning and research on each kind of 
item, and we have been hard press- 
ed on many occasions to develop a 
satisfactory pattern which will meet 
our basic principles. We have had 
to develop a number of “gimmicks” 
now and then, but have always end- 
ed up with something workable. 

On the other hand, the system is 
only expected to handle about 100,- 
000 items, and the theoretical num- 
bers available in a 10-digit code are 
10 billion, so that with proper plan- 
ning there should be enough num- 
bers to go around. 
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The P.A. is the vendor’s point of contact 








Preparing for Terminations 


By Robert J. Flynn 


The small vendor has a 
serious problem when his 
plant is suddenly made 
idle by an unexpected 
contract termination. 


OST buyers working under 

Government contracts, having 
been subjected to volumes of pro- 
curement regulations from the var- 
ious Government agencies, unex- 
pected visits and surveys by Gov- 
ernment personnel, and sharp letters 
of criticism wherever the slightest 
detail was overlooked, have by now 
learned to turn out even the most 
complicated order with a minimum 
of difficulty. But turning them out 
is one thing—closing them out is 
another. 

Because the accent has been solely 
on buying over the past few years, 
few companies have had either the 
time or the inclination to examine 
the problems surrounding the ter- 
mination of subcontracts or purchase 
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orders when the prime contract is 
cancelled. With the curtailment and 
leveling off of Government procure- 
ment, it is time for every purchas- 
ing department to prepare itself for 
the inevitable day when the number 
of prime contracts starts to decline. 

There is rarely any forewarning 
that the Government no longer has 
any need for any particular end 
item; the buyer’s first notice that 
anything is afoot usually comes by 
way of a call or memo from the 
Sales Department stating that a 
particular prime has been either re- 
duced or cancelled in its entirety. 
Along with the memo comes a copy 
of the form telegram used by the 
Services telling the prime to stop 
all work, cancel all subcontracts and 
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purchase orders, make no further 
commitments, and await further in- 
structions. 

So, while awaiting further instruc- 
tions, the buyer sends out a similar 
telegram to all his vendors under 
the particular contract, advising 
them to stop work and cancel all 
orders for material. Then the form 
letter of instructions arrives and 
orders the prime contractor, among 
other things, to settle with all sub- 
contractors as soon as possible. This 
too, in paraphrased form, is sent on 
to the vendors. And the fun begins. 


The Vendor's Problems 


To begin with, the moment the 
telegram arrives at the office of each 
vendor, each company president 
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makes immediate mental arrange- 
ments to fire his production manager 
for falling down on the job. But 
while doing this mental lynching, he 
also is dialing the buyer’s number 
to ask him if this is the proper kind 
of gratitude for all the times he had 
the shop work overtime to get the 
job out on time. He will want to 
make an appointment to see “if this 
thing can’t be straightened out” and 
will promise to get a new produc- 
tion manager if he can be allowed 
to: finish the job. 

When it is finally made clear to 
him that it was not the fault of his 
production manager, his plant, or 
himself, but the sole economic rea- 
son that the Government no longer 
needs the end item for which he 
was producing parts, and has de- 
creed that no more will be accepted 
or paid for, his pleading attitude 
immediately disappears. If there’s 
nothing he can do about continuing 
the work then there is only one 
other item to be discussed. When is 
he going to be paid for the com- 
pleted and partially completed parts 
still in his shop? And how much? 

These are good questions—ques- 
tions to which every buyer should 
know the answers. And while it will 
be impossible to give each and every 
vendor a complete interpretation of 
Section VIII of the Armed Services 
Procurement Regulations, there are 
a few salient facts which must be 
brought to the vendor’s attention as 
soon as possible. 

First of all, the vendor will have 
to fill out the Termination Settle- 
ment Proposal Forms and Inventory 
Forms (DD543-548) before he can 
be paid off. And the buyer should 
bear in mind that all Settlement 
Claims by vendors in excess of 
$1,000 will have to be ratified by the 
Contracting Officer, and all claims 
in excess of $25,000 are subject to 


audit by the Government Procuring 
Agency. 


Forms Are Required 


Thus, it should be made clear 
that nothing can be done before the 
Settlement and Inventory Forms are 
sent in, no matter how small the 
claim may be. The buyer should 
suggest that the vendor have his ac- 
countant procure a copy of Section 
VIII of the ASPR and a couple 
dozen copies of the Termination 
Forms. The Government Agency in- 
volved will undoubtedly want at 
least five copies of all Settlement 
Proposals and Inventory Forms, and 
the Prime Contractor will need at 
least two, so the vendor should be 
instructed to fill out and submit at 
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least seven copies of all forms to the 
Prime in order to bring about the 
fastest processing of the claim. 

Next, it should be made clear to 
the vendor that he will be paid in 
full for all items delivered prior to 
the termination and that he will be 
paid the purchase order price for all 
completed items still at his plant. 

When it comes to incomplete items, 
however, the buyer must watch his 
step. It is safe to say that the vendor 
will be paid for all normal expenses 
in producing the incomplete parts, 
including expenses for settling his 
claim, plus a reasonable profit and 
let it go at that. Beyond that, the 
buyer may be trespassing on the ter- 
rain of his accounting and legal de- 
partments and, until company and 
Government Agency policy are clar- 
ified, it is best to be as general as 
possible. 

While the buyer might get away 
with a few generalities during the 
first telephone conversation after 
the termination, and while his com- 
pany will probably set up a termi- 
nations section to handle all the 
claims, the buyer must bear in mind 
that at the moment he may be the 
only person in his company known 
to the vendor. He must remember 
that every time the vendor thinks 
that things are not progressing sat- 
isfactorily or wants a direct answer 
to a particular problem, he will call 
the person with whom he has built 
up a sound relationship over the 
preceding months or years. As a 
result, the buyer must be able to 
discuss the vendor’s problems with 
him in some detail. And the one 
thing he must brace himself for is 
the inevitable visit from a thorough- 
ly confused vendor with a mass of 
Inventory blanks in his hand. 


Accounting for Inventory 


In order to meet this onslaught 
and convince the vendor that, even 
though he is to be eventually turned 
over to a member of the Termina- 
tions Section, the Forms are not as 
deadly as they look, the buyer 
should spend some time going over 
the forms, acquainting himself with 
the requirements of each, and 
should take up any questions he 
may have with the Terminations 
Section. If his company has not ‘set 
up such a section, his next best bet 
is to arrange a meeting between 
himself and the accounting and in- 
ventory personnel involved. 

The Forms cover the usual inven- 
tory items of tools, raw materials. 
completed parts and incompleted 
parts. There is also an accounting 
form which outlines the procedures 






normally followed by the vendor 
and requires replies to a large num- 
ber of questions, the answers to 
which will give the company or 
Government auditor a clear picture 
of how the vendor’s prices were 
computed. In this regard, if time 
allows, it would be well for the 
buyer to prepare a sample case in- 
volving all types of possible inven- 
tory and, together with his inven- 
tory and accounting colleagues, to 
fill out a set of forms. This is merely 
the application of “learning by do- 
ing”. 

There is no doubt that one glimpse 
of the mass of fine print on the back 
of each form is enough to take the 
heart out of anyone courageous 
enough to try to read them through. 
And, while it may only take a half- 
hour to read them, the matter is not 
easily retained. Furthermore, the 
buyer who himself has filled out a 
complete set, is fully capable of dem- 
onstrating to the confused vendor 
that had he concentrated instead of 
fuming, he would have saved him- 
self a trip. In short, though requir- 
ing a great amount of attention to 
detail, the rules to be followed are 
relatively simple, once learned. 

Having learned how the vendor 
should account for the material and 
parts on hand, the next step is to 
acquaint oneself with the items 
which will go towards arriving at 
the final settlement figure with the 
vendor. 


Allowable Expenses 


Generally, all the usual items of 
overhead expense are fully allow- 
able under terminations except the 
customary subjects of Governmental 
disallowance such as interest, non- 
institutional advertising, extraordi- 
nary travel expenses and entertain- 
ment. In addition, certain unusual 
expenses are allowable. 

The first of these are the costs of 
the termination itself. These are 
generally special accounting fees, 
legal fees where the vendor required 
legal assistance in learning about 
the termination regulations, the cost 
of purchasing the forms and the costs 
of preparing them. It should be 
noted that if any of these items are 
covered by salaries which would 
normally be contained in the com- 
putation of the overhead, the vendor 
is not entitled to collect for them 
once in overhead and again as a di- 
rect charge to the termination. It 
must be remembered that all dupli- 
cation of expenses must be avoided. 

The second unusual expense which 
is allowed is the cost of producing 

(Please turn to page 278) 
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The Pulse of Business 


JANUARY, 1954 


Prospects for '5) are fair to good according to the 

most vocal of the forecasters — professional and other- 
wise. That still leaves a goodly number who haven't 
,ired their views publicly, but are somewhat gloomier 

in private. At a quick glance, it seems the bigger 
fellows - the manufacturers -— fall into the first group. 
The little fellows - retailers, distributors etc. - are 
in the more pessimistic camp. 











The brighter outlook has some very solid supporters. 
Sentiment at the recent National Association of Man- 
ufacturers! annual meeting ran about two to one that 

the first quarter of the new year will equal that of '53. 
The third expecting a decline think it will be one of 
10% to 15%. 








The two largest electrical manufacturing firms have a 
lot of confidence about the coming year. General Elec- 
tric's president Ralph Cordiner says G.E.'s sales will 
remain at about the '53 level -— approximately $3 bill- 
ion. And that takes into consideration an expected 

drop in defense business. Gwilym A. Price, head of Wes- 
tinghouse goes even further. "Despite stiffer compet- 
ition..." he says, "sales of Westinghouse products are 
expected to reach the highest peak in the company's 
history in 195." 











These predictions naturally shouldn't be taken as gos- 
pel on what's due for all business in '5). But it's 
interesting to look back a year when there was some 
uneasiness about prospects for '53. At that time both 
G.E. and Westinghouse said flatly they didn't go along 
with the dim view, and predicted a good year. The rec- 
ord for '53 shows how right they were. 














The in-between view - probably closest to what will hap- 
pen to business over-all - is voiced in the well-known 
Cleveland Trust Company bulletin. In accordance with 
what it calls a "peculiar custom," the bank makes these 
basic forecasts for the coming year: 








Industrial production will average about 5% to 10% lower 
than '53, Steel ingot production will be approximately 
8% below last year's record, but higher than 1952's 

93 million tons. Passenger automobile output will prob- 
ably be at least 9% below the '53 production of about 
6,200,000 cars. Total expenditures for construction 

put in place will show a "slight decrease" from '53,. 
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Industrial Production Index 


YEAR 


% OF CHANGE IN 


AGO MONTH YEAR 























bingeniatiindisdintinensiata 1935-39100 228 (est.) 231 234 — 13 — 25 
Steel Production (Weekly) ................cccse0e0 000 net tons 1,917 2,057 2,236 — 68 —14,.2 
Electric Power Production (Weekly) ........ milKWH ~— 8.582 8,398 8,165 + 2.1 + 5.1 
Bituminous Coal Production (Weekly) ...... 000 nettons 8,210 8,825 10,150 — 6.9 —19.1] 
Auto, Truck & Bus Output (Weekly) .......... units, 118,585 131,433 123,312 — 98 — 38 
Petroleum Output (Daily Average) ............ 000 bbls. 6,085 6.038 6,394 + 0.7 — 48 
Federal Reserve Boord index 1935-39 — 100 a », a 000 Cars 
250 T 850 
Freight Carloadings 
200 800 
150 750 
100 700 
Dept. Store Sales 
50 650 
600 
Jan Feb Mar Apr May June July Aug Sept Oct Nov Dec 
53 
MONTH YEAR An @) Gin) le) al 
LATEST . A 
AGO AGO MONTH YEAR 
Dept. Stores Sales Index (Fed. Res.) ......... 1935-39100 190 122 195 455.7 TS 
Commercial Failures (Dun & Bradstreet) .... no. 202 207 120 — 2.4 +68.3 
Pe SID cis ccesstbaniticicereinenercsneinsscs cars 662.035 747,868 719,324 —11.7 — 8.0 
Miscellaneous Carloadings .................s+00+ cars 353,940 371,422 365,266 — 45 — 3.1 
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LATEST 

: All Commodities (BLS) ................0..0::cseeesees 1947-49—100 109.8 110.2 110.7 — 03 — 08 
) Bee FROIN pe csinncssacnsccrecscavenoosensresosontncsone’ 1947-49100 93.6 95.3 103.6 — 1.7 — 9.6 
; Metals & Metal Products ..............0.....0c:ccec00 1947-49—100 127.9 127.9 123.9 0 + 3.2 
Structural Products ..............::ccccccessseeeeeeeeees 1947-49—100 120.8 120.7 114.5 + 0.1] + 55 
' Steel Billets (Pittsburgh) «0.0.0.0... net ton $62.00 $62.00 $59.00 0.0 + 5.0 

Steel Scrap, heavy melting, Pitts .................. net ton $33.50 $37.50 $43.00 —10.7 —22.1 
B Copper, electrolytic ........sssssssssssssssssssseeesseeen Ib. 291% —.30 2914.30 .241% 0.0 +20.4 

Rubber (rib-smoked sheets) ..................00000 lb. 203% 2032 303), 0.0 —33.8 
~ ; bil s Federal Reserve Board 

t 
) : ot - —_ a © 
- — aati - anes ee OOS cee oo dee 
) 30 a °=p° ams ed painesee = z 
Currency in Circulation 
, 28 
24 Federal Reserve Credit 
| 22 Bank 66 9 fing 9 8 hn Oh 8 2 bee £28) 8 eee 
Jan Feb Mar Apr May June July Aug Sept Oct Nov Dec 

; 53 





t Stock Prices (Standard & Poor’s) ..............-. 1926—100 196.8 194.2 206.3 + 13 — 46 
; Bank Clearings (New York) ............:.e0:0000+ mil $ 9,048 8,281 8,320 + 9.2 + 8.7 
: Federal Reserve Credit ............ccccccccccsceeeeeees mil $ 26,681 26,111 26.860 + 2.2 — 0.6 

Currency in Circulation .............::00ssecceseseeeees mil $ 30.904 30.540 30.370 + 1.2 + 1.7 
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Prices Generally Steady; 
Weakness in Metals Noted 9 

































































































































































































































































/ 
Commodity prices stayed generally steady throughout the month, but growing weakness » 4: 
in some metals was noted. Stee! scrap prices continued to slide, and in one grade reached 
the lowest point of the year. Increased supplies of copper in coming months, now that h 5 
Chilean production has been released, will probably result in lower prices for the 
red metal. Reports that foreign buying of lead is slackening and that more imports | 
will be reaching this country soon, indicate downward pressure on price soon. Zinc 30 
demand is good here and abroad. and prices remain firm. 7% 
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eo 
Sales, | i d d 
ales, Inventories and New Orders 
ce 
Value of Manufacturers’ Sales one wees 
Seasonally Adjusted Oct June July Aug. Sept. (r) Oct. (p) 
(Millions of Dollars) 

All Manufacturing industries ... 1.0... cee cee eee teen eneees 24,753 26,172 26,514 25,398 24,882 24,774 

Duraiole moedis Gedustrias 2... cc ccc cc cc ccrccccccccscccnscccecs 11,968 13,046 13,144 12,615 12,221 12,155 
PO EEE cine nh C eS > eeSES@ OREO TEE ORO C ORDO RD CORE Dee 2,198 2,172 2,284 2,135 1,969 1,934 
PT EE oo cbc core ci eS cee SS een Sr eeceeeeroveoeces 1,263 1457 1,515 1,354 1,332 1,338 
es ik aed eka oe oo ba Ob «MON 68262 U S08 8 1,205 1478 1,352 1,467 1,550 1416 
Machinery (except electrical) ....... 0. cece cece e teen ewes 2,068 2,089 1,992 2,014 2,027 1,986 
Motor vehicles & equip DP RARE RAEHARE DA CORE COC oO SOSH AOS 1,842 2,255 2,308 2,190 1,927 2,011 
Transportation equipment (exc. motor vehicles) ................ 812 816 895 898 840 921 
PES soc b etd ec eed desea serecnecverseceoce 410 367 348 368 369 328 
RE PEED BOUNE, DUNEEIIODD cc ccc cccc ccc ces ccccecesocces 678 752 766 707 667 676 
SO Se I IED avec ccebesecassenceccarsesesves 553 597 587 593 602 582 
Professional, scientific instruments ..... 1.6.66 ee cee eee neee 277 353 381 305 290 306 
eae I OE, GIIED. 6.6 66 occ cdicwecewescccseccceces 663 710 716 586 648 658 

CODING UU MOININOS ois oc kis Kccccccccesecsccscecesees 12,785 13,126 13,369 12,783 12,660 12,619 
Pe ER vk 6c aoe ehh Sea 6 so eaews See seuce 3,452 3,453 3,698 3,497 3,474 3,443 
SR A a ee eee rere 513 671 653 736 669 590 
Ts 6 bake 6 Sie ke Sa Ea SS OR ae C4 ab ee CO tee eee e 327 318 322 313 320 302 
APE ES 0CG cGoceu bes.ncis des ees con esceceee 1,188 1,185 1,207 1,066 1,003 1,011 
eR 6c ccenlede cts BAe eek bale ere ees enaeeemeses 1,281 1,182 1,174 1,025 985 1,096 
a ek ee eae ha see nee ee aes 265 355 376 333 300 283 
ee. open capeeneencererecccascecenseces 734 734 748 789 783 771 
EN Lis 6.65066 ROE e eS ES0e eee 6e bad esesedene 720 738 681 655 649 689 
Chemicals and allied products .......... 0. cece cece eee ee eens 1,660 1,734 1,749 1,665 1,675 1,691 
Pn ET OT Us ocd we ecccoseeecseccececococcscece 2,181 2,268 2,252 2,190 2,314 2,256 
ieee Uae cc cadeewuWs won us neesceeeccees 4 488 511 515 488 n.a, 

Book value of Manufacturers’ Inventories 

Seasonally Adjusted 
(Millions of Dollars) 

MT CCE 43,415 45,525 45,792 46,195 46,515 46,294 

ee ee ee ee eee 23,615 25,775 25,983 26,302 26,430 26,451 
ee ae Se ce eer eee 3,084 3,175 3,238 3,364 3,455 3,485 
ES TE Re OEE SS ee 2,362 2,694 2,776 2,897 2,943 2,934 
Se IN... . Fact D cASis6.cadic'cecveaceccses 3,039 3,419 3,458 3,493 3,471 3,507 
Machinery (exc. electrical) ........... ccc cee cece cece eeeees 5,275 5,529 5,536 5,539 5,500 5,476 
Motor vehicles & equipment ............... 00 cece cece ee eeee 2,735 3,338 3,341 3,352 3,353 3,374 
Transportation equipment (exc. motor vehicles) ............... 2,472 2,701 2,703 2,682 2,751 2,736 
EEE re Er ae ere 533 569 576 553 538 537 
Lumber products (exc. furniture) ............ 50.0 e eee e eens 1,019 1,094 1,087 1,108 1,128 1,153 
ee POC rer ee eee 874 953 951 937 918 898 
Professional, scientific instruments ..............5000 cece eee 778 818 826 842 837 855 
Other industries, incl. ordmance ..........0 2. eee eee eect eeee 1,445 1,486 1491 1,534 1,536 1,498 

Oren MRR RUIN, onc oc cccc ch veesvcencccccsccvccecs ; 19,800 19,750 19,809 19,894 20,084 19,843 
PO I, cc chan pad bocc cc essscecencscessces 3,488 3,147 3,104 3,061 3,120 3,084 
PC Aca Gach sa MMis Ce UR ba ee he OO Reb e se side ee 6 1,222 1,183 1,187 1,119 1,098 1,090 
ee ee SaaS aoe ee 6 Cees s 0 eb ee ee 1,726 1,759 1,780 1,799 1,831 1,804 
et eee ian oa died ae eke Siew we'd 2,841 2,762 2,786 2,809 2,802 2,744 
ee a ae vce bnlhs chee Benese* 1,609 1,697 1,742 1,785 1,822 1,735 
SEE TE TTR en en Pee 549 625 590 589 614 605 
PR A AE ioc nc rcancvicesscncarccdonrsceses 960 976 955 927 935 925 
ee CURR iC Ak bchipes cuheveesecececes 744 750 727 745 757 749 
Chemicals and allied products .............0.0 cece eee cceees 3,010 3,122 3,149 3,207 3,230 3,232 
Petroleum and coal products ..............0 ccc ccc ccecccees 2,777 2,789 2,858 2,938 2,953 2,953 
nN iin earth wie nie rete cwaerasico040-00en0ewe 874 942 931 914 922 na. 

Manvfacturers’ New Orders (Adjusted) 

AU MamuPmONIR BRBUNITIRS 66. oo esc ccccrccccisccccnscccdccecs 24,152 25,553 24,417 22,419 22,449 22,369 
ne Os Ie Bk ee Le Bee wk une v0.4 a8 -0-e 11,452 12,456 11,078 9,541 9,896 9,935 
SE COED wav bse Suse eventos sé 6r cducteccees 12,700 13,097 13,339 12,878 12,553 12,434 

p—preliminary r—revised n.a.—not available 
0 * ° e . é . 
r —_ 
sere — 
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Straws in the Trade Wind 


NEW PLANT SPENDING STAYS HIGH - Total business spending on new plants in 
: “1 1953 is expected to hit a record $27.8 billion. Rate in the fin- 
Z al quarter of the year is $28.3 billion, compared with $28.8 in 
the third quarter. Spending for plant and equipment in the first 
three months of 195); will be at a rate of about $28 billion ann- 
ually. All figures are based on estimates of the Department of 
Commerce and the Securities and Exchange Commission. 











NEW NAME IN ALUMINUM —- Another big copper producing firm is broadening 
its base in the non-ferrous field. Kennecott Copper Company 
will purchase for investment $16,250,000 par value of a new 
series of convertible preferred stock from the Kaiser Alumin- 
um & Chemical Corporation. It will also buy 100,000 shares 
of common stock from the founding stockholders. Anaconda 
Copper Mining Company entered the field last year as a prim- 
ary producer and is now building a big mill in Montana. 


BIG TACONITE YIELD SEEN - Steel company officials predict that. by 
1956 shipments of taconite concentrate from the Mesabi Iron 
Range will reach 12 million tons. The companies are in- 
vesting more than $500 million in a project to offset the 
depletion in Mesabi's iron ore. Taconite ore has an iron 
content of about 25% to 30% as against 50% for high grade ore. 








IT WAS A GOOD YEAR —- While there's much talk of '5) prospects, a look 
at year end statements by officials in some basic industries 
shows that the economy built up a lot of steam in '53: 


Electric power output, according to preliminary figures by the 
Edison Institute, went over 02 billion kilowatts by the end 

of November. Last year's 12-month total, a record to date, was 
398.9 billion. 





Production of liquid petroleum, natural gas and oil products 

broke all records. Domestic demand increased by 116 milion 
barrels or ).6% over 1952, setting an all-time peak for pet- 

roleum products. Figures are from American Petroleum Institute. 





The steel industry made over 112 million tons - the biggest pro- 
duction during a calendar year in this or any country. "There 
is no indication of a substantial setback in the near future" 


says Max D. Howell, executive vice-president, American Iron and 
Steel Institute. 


Although it did not set a record, housing construction stayed 
high at over a million starts. Total value of residential 
building in '53 will hit $11.7 billion, according to the De- 
partment of Commerce. Total in '52 was $11.1 billion. 
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Know what your operating ratios mean 
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N contrast to the plentiful supply 

of specific, tested information con- 
cerning the measurement of factory 
and routine white collar operations, 
there is very little such material 
available on purchasing. Yet there 
is a growing demand for measuring 
the efficiency of buying. In regard 
to governmental purchasing, this is 
a public demand, for the days of 
the taxpayer’s apathy over his taxes 
are numbered. 

Purchasing is one of the business 
type functions of government. As 
such, it should be judged by per- 
formance standards. Unfortunately, 
that is much easier said than done. 





Other business-type departments 
can be judged by fairly objective 
evidence. For example, revenue pro- 
ducing facilities can be tested against 
the P&L statement. Custodial clean- 
ing can be expressed in cost per 
square foot of floor space main- 
tained, and duplicate services can 
be rated by the unit costs of the 
jobs turned out. Naturally, the yard- 
sticks have to be accurate. This 
means that a lot of careful spade- 
work has to precede their prepara- 
tion. But once developed, objective 
measurement of the performance of 
most of the business-type activities 
is relatively easy. 
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When it comes to measuring the 
efficiency of a purchasing depart- 
ment, the picture is quite different. 
Selecting a few key indicators of 
activity is easy enough. We might 
take the requisitions processed, pur- 
chase orders issued, or discounts 
earned, to name a few. 

Then we could develop ratios or 
unit costs. If we plotted these 
figures, weekly or monthly, we 
would be recording the comparative 
efficiency of the department over a 
period of time. Or—would we? In 
fact, we might be doing exactly 
the opposite! 


Interpreting the Figures 


Take requisitions, for example. 
Suppose that for our first month 
the ratio of requisitions to purchase 
orders runs about 90:100 (ie. 100 
purchase orders are issued to cover 
90 requisitions). Let us assume that, 
over a few months, this ratio shifts 
to 90:81. In other words, 19% fewer 
orders are issued for the same num- 
ber of requisitions. Consolidation of 
requirements is a sign of good buy- 
ing. Hence the new ratio could mean 
considerable improvement. 

But we can’t be certain that this 
figure really means that each re- 
quisition represents a greater con- 
centration of requirements. It could 
mean, instead, that there had been 
a sharp decline in the number of 
firms receiving orders, reflecting a 
weakening of the department’s 
ability to attract vendors. 

Or, take purchase orders. Sup- 
pose our first ratio of the number 
to orders to operating costs de- 
veloped a unit cost of $4.00 per 
order. Then, as the months went 
by, this figure dropped to $3.25. This 
could mean greater efficiency, or it 
could mean greater waste! If the 
drop reflected lower operating costs, 
or a genuine increase in work load 
at no added burden, fine. But it 
might merely reflect that well 
known purchasing device of splitting 
orders—making two orders do the 
work of one. Typing is the easiest 
part of buying. 

Perhaps the unit cost climbed 
from $4.00 to $6.00 per order. That 
could mean gross inefficiency, or 
it could mean that a much better 
buying job was being done. The 
inefficiency could have come from 
having increased the staff unneces- 
sarily, or not reducing it sufficiently 
if the work load fell off. The im- 
proved buying job might consist 
of eliminating a lot of useless pur- 
chase orders that were merely cop- 
ies of personal expense vouchers or 
petty cash transactions, or perhaps 
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validating transfers between de- 
partmental accounts. 

So it goes. One yardstick after 
another can be devised to measure 
purchasing—yet, unless great care 
is used in interpreting the figures, 
we can be 100% misled. 

Does this mean it isn’t practical 
to use ratios and unit costs to judge 
purchasing efficiency? Of course not. 
Numerical yardsticks should be de- 
veloped, carefully selected to fit the 
needs of our own buying work. But 
we have to know what we are doing, 
in order not to arrive at conclusions 
that are contrary to the facts. 

First of all, we should start by 
measuring the status quo. Good, 
bad, or indifferent, that is what we 
have to work with. Then, once we 
have compiled the figures for the 
current period, we should get right 
to work on an examination of the 
department’s various activities, and 
the place to start is with the local 
policies that are affecting buying 
operations. 


Examine Policies 


The necessity for beginning with 
policies becomes clear when we con- 
sider a few practical situations. For 
example, in the matter of building 
maintenance, the purchasing records 
may show a stream of requisitions 
for small replacement items — 
plumbing, electrical, or hardware. 
Does this mean that purchasing is 
failing to foresee needs and neglect- 
ing to carry adequate stocks of 
frequently used supplies, and is not 
consolidating requirements? Per- 
haps. But let us first see what the 
policy on maintenance is. We may 
find the Chief Engineer a favored 
department head, practically auton- 
omous and probably allergic to 
storekeeping. Or we may find that 
the controlling budget policy neces- 
sitates a hand-to-mouth program of 
emergency repair work, with no 
provision for carrying reserve sup- 
plies. 

Again, we may find scores of con- 
firming orders issued for various 
food items, with nary a single com- 
petitive quotation in the lot. A 
shocking example of laziness, habit, 
or favoritism? Perhaps. Still, let’s 
look at the policy first. We may find 
that from time immemorial, the 
dietitian has handled all food 
buying and is not expected to keep 
records. The confirmatory purchase 
orders are to satisfy the require- 
ments of the comptroller, who in- 
sists on such paperwork to support 
payments. 

For a final example, let’s recap 
the purchases of carbon paper and 
ribbons. Seeing the great variety 








of weights and brands, we must 
have discovered proof positive that 
the buying office has failed miser- 
ably in the simplest kind of stand- 
ardizing. We could be right, only 
there happens to be a “keep the 
girls happy” policy that permits 
each secretary to decide just what 
supplies she wants to use. 

While on the subject of policies, 
let’s not forget that not all “sacred 
cows” are in India. If we find cer- 
tain policies adversely affecting the 
purchasing job, let’s set the wheels 
in motion to change them. It may 
take time, and it may lead to some 
difficult administrative situations, 
but the potential results should en- 
courage us to keep pressing until 
we either win or are overwhelming- 
ly squelched. 


Analyze Procedures 


After policies, let’s scrutinize pro- 
cedures. How much useless paper- 
work is the department processing 
because of buck-passing by the ac- 
counting office? Is the budget cod- 
ing system generating extra work? 
Do we have a wacky, inflexible sys- 
tem that forces the ordering of li- 
brary books and periodicals into the 
hard mold of purchase orders? 

Once we have pin-pointed our 
procedural weaknesses, let’s map 
out a program of gradually cor- 
recting things. By concentrating on 
one phase at a time, we can begin 
using our ratios and unit costs. We 
will know the precise effect of the 
instant change we are making. Thus, 
variations in the factors that do not 
accord with our predictions are be- 
ing caused by other factors. Finding 
these factors is what I mean by 
beginning to use the new yardsticks. 

A word of caution: If we try to 
compare our ratios and unit costs 
with those of another purchasing 
department, we may get a terrible 
shock. Our cost per purchase order 
may be steadily rising—a good sign 
because we are whittling away the 
useless ones. Theirs may be falling 
—a good sign because they are be- 
ginning to spread their orders among 
more suppliers. But the two sets 
of cold figures, side by side with no 
explanation, will certainly make for 
confusion, to say the least. It will 
be much better for our peace of 
mind if we keep our ratios and unit 
costs at home. 


Appraising Quality 


With a good set of yardsticks de- 
veloping under our control, can we 
feel satisfied that we are measuring 
the efficiency of our buying work? 

(Please turn to page 282) 
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Remember principles in dealing with pressures 





Preference to Local Bidders 


By William J. Burke, City Purchasing Agent, Corpus Christi, Texas 


Ab st 


International Note at NIGP 
Convention 


Convention Chairman John G. 
Krieg, City Purchasing Agent, 
Cincinnati, O.; L. D. Marin, 
Director, New York Procure- 
ment Office, Commonwealth of 
Puerto Rico; Martin Marques, 
Jr., Director, Government Serv- 
ice Office, Commonwealth of 
Puerto Rico, Sen Juan, P. R.; 
NIGP President John Ward, 
City Purchasing Agent, Chi- 
cago, Ill. 


NY policy of preference auto- 
A matically creates a bad situa- 
tion. The implied obligation leads 
the way to active pressure and 
demand, the fulfillment of which is 
prejudicial to our position as buy- 
ers, in that it assures satisfaction of 
some, to the exclusion of others. 
The danger lies in the arbitrary act 
of exclusion. The announced inten- 
tion and performance of the act of 
giving preference to some, and ex- 
cluding others, tends to establish a 
precedent which can—and most 
likely will—become embarrassing, 
troublesome, and costly. 

We in public purchasing are all 
aware of some pressure for prefer- 
ence. Frequently we are aware of 
the pressure, but not of the source. 
Obviously, such pressures are most 
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How- 


keenly felt at the local level. 
ever, pressures with less identifica- 
tion are those that are exerted in 


cities 
subdivisions. 


major and higher political 

At all levels, pressure for prefer- 
ence bears a direct relation to the 
business cycle. Lewis, in his book, 
Procurement Principles and Cases, 
says: “It may be noted that the ‘buy 
at home’ doctrine is not urged with 
equal emphasis at all times. 
During business slumps, these ques- 
tions take on considerable signifi- 
cance, for during hard times no stone 
is left unturned which might bring 
in more sales. Also, the social prob- 
lems involved during such depressed 
periods make local selection of 
sources more important.” 


ract of a paper presented at the annual convention of the National Institute of Governmental 
Purchasing, Cincinr 





Each of us represents a different 
governmental agency, and it must 
be recognized that our individual 
positions and the laws under which 
we operate are different. Nationally, 
there is no uniform City Charter. 
There is variation between counties 
and states. The conditions or limi- 
tations under which our city op- 
erates are not likely to be the same 
in our neighbor city. 


Legal Limitations 

We must be ab!e to excuse our 
vendors if they seem confused as 
to the correct point of contact when 
attempting to sell to governmental 
agencies. I believe, however, that 
any vendor wishing to do business 
with a governmental agency can find 
out with little difficulty the proper 
channels to follow. 
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We find ourselves reluctantly tol- 
erating inequities in local situations; 
in some cases, we circumvent out- 
dated or inapplicable provisions, in 
whole or in part; at other times, we 
just ignore them. It is immediately 
apparent that this is hazardous to 
the purchasing officer, who, in the 
final analysis, must get the job done 
in spite of many seemingly unneces- 
sary difficulties and pitfalls. 

City, state and county laws being 
what they are, a great amount of 
time must be consumed in their 
study before attempting any change 
in them, and the final results of 
modification efforts are sometimes 
disappointing. There seems to be a 
feeling on the part of such study 
groups that laws will be relaxed too 
much and that controis will be in- 
adequate. But regulations that are 
too stringent hamper capable public 
officers in their performance of ad- 
ministrative duties, and fail to pre- 
vent poor or incapable administra- 
tors from doing a poor job. 

The charter of the City of Corpus 
Christi is now being carefully ex- 
amined by a fine study group, for 
the purpose of making revisions. It 
has been my good fortune to have 
the opportunity of presenting some 
of the problems of the purchasing 
officer, and to make certain recom- 
mendations to this charter study 
group. I have reason to believe that 
some of the recommendations will 
be adopted, and am hopeful that all 
will be incorporated in some man- 
ner in the final draft for revision of 
our city charter. 


Status of Purchasing 


While we are considering the laws 
under which we operate, let us 
briefly examine our status in the 
organization. Commercial organiza- 
tions generally have recognized and 
now classify their purchasing of- 
ficers in the management category. 
Government has not changed as 
rapidly as commerce, and the pub- 
lic purchasing officer is likely to find 
himself still in the auxiliary group. 
When so classified, he is more sub- 
ject to pressure for preference than 
he would be if he were in the man- 
agement category. 

Following the pattern of commer- 
cial firms, public purchasing officers 
are now selected on the basis of 
background, experience, personal 
knowledge of the field, educational 
qualifications, and administrative 
ability. Naturally, we conclude that 
any purchasing officer so qualified 
should be placed at management 
level in government activities. 

When the purchasing officer is on 
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the management team, he has a bet- 
ter opportunity to present and re- 
ceive support in the cardinal prin- 
ciples of the purchasing profession, 
which include (a) to establish and 
operate under the best management 
policies; (b) to seek and obtain the 
best values; (c) make awards that 
are to the best interest or most ad- 
vantageous to the using agency; re- 
duce to minimum effectiveness the 
pressure tactics used by biased in- 
terests. 


Self-Made Difficulties 


Since each of us administers a de- 
partment or division, we should 
continuously examine our organiza- 
tion and methods. Sometimes we 
inadvertently build up pressures for 
preference when we depend on, use, 
or allow local conditions to influence 
our buying habits or the preparation 
of specifications. Serious difficulty 
is experienced when we collaborate 
with a single vendor representative 
and fail to establish competitive bal- 
ance. Limited independent research 
on our part also will cause us 
trouble and result in the narrowing 
of specifications and sources. This 
act, more than any other, makes us 
more subject to pressures in a local 
market area than we otherwise 
would be. 

Certainly we must not overlook 
difficulties created within our de- 
partment by the personal habits, 
background, experience, or laziness 
of our employees, who, because of 
their own limited knowledge, de- 
velop the tendency and habit of 
calling the supply they know can 
be most conveniently and quickly 
depended on to furnish informa- 
tion. 

We impose upon our vendors, un- 
duly and at the most inopportune 
times; under these circumstances, 
their claim to preference is justified 
and must be recognized. A tendency 
to narrow contacts is not limited nor 
related to any business cycle, but it 
does have a tendency to run in a 
type of cycle of our own creation. 


Policy of Fairness 


Preference should be earned, and 
when the transaction is analyzed 
certain points can be definitely and 
positively identified and classified as 
being the most advantageous to our 
agency. Obviously, sound purchasing 
and purchasing policies must con- 
sider the important factors of (1) 
price, (2) service, (3) quality, 
(4) delivery, and (5) miscellaneous, 
possibly including finance plans. 
With these criteria, we are in a 





position to administer the principle 
of preference, whether it be to local 
or out-of-town bidder, on an in- 
disputably sound basis. 

In Chapter 17 of Heinritz’ book, 
he states: “To a certain extent, 
the whole process of selection is one 
of discrimination, so the buyer must 
look carefully to the results ob- 
tained. The decision is sometimes 
clear and sometimes very difficult. 
One thing to bear in mind is that 
the reputation for fairness is one of 
the most valuable assets a purchas- 
ing agent can have, and that this 
is at the foundation of good and 
lasting relations with his suppliers.” 

Paul Clovis, President of the 
Twentieth Century Press, Chicago, 
in addressing the convention of 
Printing House Craftsmen, said: 
“Let us remember, and sell the 
thought to our neighbors, that the 
Government actually cannot give 
something for nothing—for it has 
nothing, except our money and our 
future earning capacity, as Amer- 
ican citizens. Let us point out that 
it is folly to attempt to obtain special 
advantage at the expense of Gov- 
ernment—for Government is us, 
down to the last taxpayer. Let us 
remember that each one pays his 
share of the bill—that ‘something 
for nothing’ is still a myth.” 

I believe in and exercise prefer- 
ence to local bidders, when it can 
be definitely established, by com- 
parison of all bids or offers re- 
ceived, that such preference is 
earned and justified. Regardless of 
the name of the firm or its location, 
the bid or proposal recommended 
must stand on its own legs. 

In my opinion, there is only one 
legitimate way in which the prin- 
ciple of preference can be applied. 
To develop long range good will, 
the policy of impartial treatment, 
along with an attitude of objective 
evaluation, must be the goal of every 
man and woman who has honestly 
chosen the purchasing profession for 
his life work. 

Obviously, the benefits that ac- 
crue from the exercise of sound 
professional policies benefit, in equal 
proportions, the vendor and the 
using agency. The duty is ours, both 
morally and legally, to uphold this 
high standard in our administration 
of public business. Unless we do so, 
we will eventually be obliged to 
substitute the words “local monop- 
oly” for “public business”, and auto- 
matically we shall have to credit 
ourselves with having obtained less 
value, rather than more, for the 
tax dollar. 
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Businesslike methods for public business 





Purchasing Public Works 
Supplies 


By Andrew L. Lehrbaummer, Assistant Purchasing Agent, City of Milwaukee, Wis. 


Abstract of an 


O save money in the purchases 

of Public Works supplies and 
equipment it is of paramount im- 
portance that needs should be fore- 
seen, with a planned program, in 
ample time to request competitive 
bids. “Haste makes waste” is par- 
ticularly true in the field of pur- 
chasing, not only because of the 
absence of complete competition, but 
often the lack of sufficient time to 
make a thorough study and exp!ore 
the offerings which are on the mar- 
ket. 

Bids for term contracts and agree- 
ments, or for one delivery on winter 
items such as calcium chloride, rock 
salt, anti-freeze, tire chains, fuels, 
etc., should be started about six 
months in advance of the need, say 
in May or June. Likewise, those 
commodities needed to carry on the 
summer work, such as sand, gravel, 
stone, topsoil, sod, grass seed, etc., 
should be prepared for bids during 
November and December. The best 
results in requesting bids are al- 
ways received in periods of least 
demand. 


Stores Facilities Important 


To those of you who are fortunate 
in having facilities to store stocks 
of items which are constantly need- 
ed, it is not necessary to point out 
the advantages of savings in quan- 
tity purchases. The reduced neces- 
sity of having an employee spend 
valuable time in calling vendors for 
needed supplies is in itself a sub- 
stantial item. 

The City of Milwaukee, in Oc- 


January, 1954 


address before the Engineering & Public Works Section, League of Wisconsin Municipal- 
ities, Madison, Wis., October 16, 1953. 


tober, dedicated a new warehouse 
which cost $160,000 and provided a 
floor area of 22,000 sq. ft. and cubic 
footage of approximately 320,000. It 
is intended to carry a stock of about 
$100,000 in supplies, with an average 
anticipated turnover of three times 
annually. It is estimated that savings 
of approximately 30% will be real- 
ized from the many advantages of 
such a facility. 

Among other things, it will allow 
an opportunity to take economic 
and market trends into considera- 
tion when making purchases for 
stock. For example, when a decline 
in prices is expected, purchases for 
stock will be held off or made 
cautiously on a short term basis. 
On the other hand, in a rising mar- 
ket, stocks will be increased to take 
advantage of the trend. But at all 
times, the required materials will 
be on hand as needed. 


Centralized Purchasing 


In some communities, the engineer 
or some one in a similar position 
does the purchasing. It may be that 
the size of a town or village does 
not warrant a full-time purchasing 
official. Engineers are too busy today 
to spend time in interviewing sales- 
men, maintaining source of supply 
lists, tabulating bids, and such other 
work essential to competent pur- 
chasing. There should be some other 
delegated authority through which 
all the purchases are channeled, so 
as to have all of the purchasing 
performed at one point. This may be 
a purchasing agent, city clerk, finan- 


cial officer, or a committee. 

Then, for utmost benefit and to 
avoid all criticism, full specifications 
should be prepared and bid re- 
quests sent to all prospective bidders 
for full competition. The bids should 
be opened publicly at a predeter- 
mined time, and tabulation of the 
bids received should be conspic- 
uously posted as public information. 

Advantages of the centralization 
of purchasing include: 

1. Better prices due to consolida- 
tion of needs and larger quantities 
purchased. 


2. Opportunity to study and effect 
a program of standardization for like 
or related products. 

3. One point of contact for the 
salesmen, rather than calling on 
many different people. (Sometimes 
it is advisable to refer the sales 
people to other parties for technical 
or other information.) 

4. Simplification of accounting 
procedures in that one account is 
kept with the municipality and all 
invoices are billed accordingly and 
forwarded to one department for 
early attention and prompt payment. 
This is necessary to preserve good 
vendor relations. 

5. Careful processing of the in- 
voices so that the correct amounts 
are paid and any cash discount 
taken. In 1952, the City of Mil- 
waukee’s earnings by taking ad- 
vantage of cash discounts offered 
amounted to almost $48,000. 


6. Proper and rightful exemptions 
of federal excise taxes on a wide 
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variety of products and services, 
amounting up to 25% of the pur- 
chase price. 

In these days when every possible 
saving must be made, due to the 
increasing costs of carrying on 
municipal business, every effort 
should be expended to make the 
employees of a municipality more 
aware of the need of getting greater 
value for each dollar. There is much 
that can be done, and the purchasing 
official is the logical person to show 
the way and instill in others this 
urge for cost consciousness. We are 
not in the position of private in- 
dustry, where cost-saving sug- 
gestions are often rewarded with a 
financial prize or remuneration. 
However, we can claim the uplifting 
reward of the self-satisfaction of a 
job well done. 

For example, an engineer with 
the City of Milwaukee suggested 
revisions in a specially constructed 
water hydrant. These were adopted. 
They simplified construction and re- 
sulted in substantial savings. We re- 
cently purchased 400 hydrants, 
which had previously cost $155 each; 
through the simplification of design 
and specifications, they are now pur- 
chased at $101.53 each. This will not 
only reflect an immediate saving of 
$21,548 in this transaction, but will 
be recurrent on each such purchase 
over many years. 

Another example of savings made 
by the expending of a little effort 
rather than following the line of 
least resistance is shown in this 
case. For many years we were pur- 
chasing replacement springs for a 
snow plow from the vendor who 
furnished the original equipment; 
they were ordered year after year 
by part number, at $4.62 each. Then, 
some years ago, specifications were 
drawn up for the springs and sent, 
accompanied by a drawing, to the 
various spring manufacturers for a 
quotation. The low bid for an iden- 
tical spring was $1.68 each. Two 
hundred of these springs have been 
purchased each year since this pro- 
cedure was adopted, so a substantial 
saving of almost $3 on each unit, or 
$588 annually, has been realized on 
this insignificant part. 


Local Bidders 


The question of preference to local 
bidders arises very often. It is bound 
to be more conspicuous in the next 
few years because people are again 
coming around looking for the bus- 
iness of municipalities, and are put- 
ting forth the argument of their 
taxpayer status. 

This question has been extensively 
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discussed, pro and con. The City 
of Milwaukee gives preference to 
local bidders only when all factors 
in the bid are equal. First preference 
is to those who maintain stocks in 
the city; secondly, those who main- 
tain stocks in the county; thirdly, 
those who reside in the city but do 
not maintain a stock; and fourth, 
those who reside in the county, but 
do not carry a stock. 


Specifications 


When specifications are prepared, 
the using department or personnel 
should cooperate with the purchas- 
ing authority to the fullest extent. 
The people who use the equipment 
or supplies must convey to the 
people who furnish them a clear 
understanding of the minimum re- 
quirements which must be met. 

In the matter of equipment, em- 
phasis on physical characteristics 
may tend to create a monopolistic 














“Notice the high lubricating properties our 
grease contains?” 





specification and thus eliminate all 
competition. The necessary physical 
points should be covered, but the 
specifications should be augmented 
with a performance demand. What 
will this piece of equipment be re- 
quired to do? 

Specifications on fire apparatus, 
other motor vehicles, construction 
equipment, and even some of the 
everyday supplies, are sometimes 
quite controversial. A very success- 
ful and fair procedure in establish- 
ing acceptable specifications is in 
effect in the City of Milwaukee. A 
Standards and Specifications Com- 
mittee consisting of four men, in- 
cluding the City Purchasing Agent, 





comprise this committee. Whenever 
specifications for very competitive 
items are drawn up to be used for 
a purchase, this committee mails a 
copy of the tentative specifications 
to all prospective bidders, asking 
them for their comments. They are 
also invited to appear at the meet- 
ing at which these specifications 
will be discussed. Only after the 
specifications have been publicly re- 
viewed—and have been revised if 
necessary so that they are accept- 
able to the City and to those bid- 
ders who handle a suitable product 
—the bids are requested. This pro- 
cedure saves many headaches for 
the purchasing authorities. 


Professional Cooperation 


Finding solutions to the problems 
of public purchasing officials has 
been considerably aided through 
national organization. The National 
Institute of Governmental Purchas- 
ing was organized in Milwaukee, in 
1945. Its rapid growth has undoubt- 
edly been due to a sort of mutual 
assistance pact—an unwritten law of 
cooperation plus between its mem- 
bers. Information is freely ex- 
changed by public purchasing agen- 
cies. Through national headquar- 
ters in Washington, D.C., help for 
the solution of a problem can be re- 
ceived from a representative cross 
section of the members within a few 
days. Surveys are often made to 
obtain experience records on a na- 
tional basis. A library of specifi- 
cations is maintained, to which all 
members are urged to contribute. 
Unified action helps accomplish 
many beneficial objectives. One of 
these was recognition by motor ve- 
hicle dealers of the tax exemption 
on auto parts. 


The Wisconsin Chapter of N.1.G.P. 


meets quarterly in various cities and 
discusses on a state level the many 
practical phases of public purchas- 
ing. These organizations have as 
their motto, “More Value for the 
Tax Dollar”, and have made great 
strides in placing governmental pur- 
chasing on a higher plane. The ex- 
periences of other agencies in mak- 
ing savings are readily exchanged, 
without the necessity of trial and 
experiment by other members. 

Furnishing the supplies and 
equipment needed for public works 
projects is a big job. To do it right, 
so that the best interests are served, 
cooperation of this sort, and team- 
work between the engineering and 
purchasing personnel is of the ut- 
most importance. You will find such 
cooperation very much worth your 
while. 
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It’s the work, not the title, that counts 





How the Wage-Hour Law 


Classities 


Purchasing Department 


Personnel 





SUMMARY: Some companies 
have incurred heavy penalties 
through misclassification of 
employees for wage-hour regu- 
lation purposes, frequently on 
the careless assumption that 
an executive or supervisory 
title or assignment automatic- 
ally exempts the employee 
from overtime provisions. The 
law sets up specific criteria, 
as detailed in this article, and 
the inspector's decision rests 
upon the record, despite mis- 
understandings of the law. Ac- 
curate and adequate personnel 
records, keyed to legal require- 
ments, will help avoid this lia- 
bility. 





HY is one purchasing agent 

in a private enterprise ex- 
empted from overtime pay under 
the Federal Wage-Hour Law, while 
another is not? How can the pur- 
chasing agent become exempted? 
What are the requirements, and the 
chances of receiving official ap- 
proval? 


January, 1954 


By Robley D. Stevens 


Management Consultant 
Washington, D. C 


These and other practical ques- 
tions are raised daily by purchas- 
ing executives throughout the 
United States after their employers 
have been haled into the Wage- 
Hour and Public Contracts Divisions 
for alleged violations on the status 
of these individuals. 

In his former capacity as a law 
enforcement agent of the U. S. De- 
partment of Labor, this writer 
checked a substantial number of 
employers and found that some pur- 
chasing agents were not exempted. 
Consequently, these employers were 
sanctioned heavy penalties. These 
case histories might be used as a 
guidepost for others to go by. 

One of the main reasons why these 
purchasing agents were not exemp- 
ted from overtime pay after 40 hours 
a week was misclassification. In 
other words, if the managements in- 
volved had utilized the official ex- 
emption chart, and if the purchasing 
agents concerned had met all of the 
requirements, a large slice of the 
overtime bill might well have been 
eliminated. Hence, these wage-hour 
inspections proved costly to the 
companies, both in time and money, 
even though the errors were due 
to misunderstanding. Unfortunately, 
when I applied the official tests for 
exemption, a number of these pur- 
chasing executives could be class- 


ified properly as “regular workers” 
for numerous reasons. 

Do your purchasing executives 
understand the rules? Are they tak- 
ing full advantage of the exemption 
provision allowed them? Unless they 
do, by the time the wage-hour in- 
spector finishes his investigation it 
is usually too late to do anything 
about the situation. 

It’s no secret, of course, that the 
purchasing executive is exempted 
from overtime pay after 40 hours a 
week when his position meets all 
of the official tests prescribed. How- 
ever, the amended regulations do 
provide for tests of duties, respon- 
sibilities, salary levels, and other 
requirements, which his employer 
should apply in determining his ex- 
emption status in order to preclude 
costly penalties. 

This entails a check of his job 
performance for meeting the federal 
formula, and a check of the records, 
to be certain if a purchasing agent 
is actually exempted. It would 
probably be a costly mistake to 
hastily conclude that the purchasing 
agent is exempt simply because he is 
a part of the management team or 
supervisory personnel, for of course 
the wage-hour inspector can be 
wrong only if the records actually 
reveal that he is qualified for the 
exemption. To find the answers to 
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This is the form the investigator uses; company personnel records must provide the evidence. 


this bothersome problem, and stay 
within the requirements of the Fed- 
eral Wage-Hour Law, the employer 
should make sure that his answers 
are “Yes” to the following stipula- 
tions. 

Section 13(a)(1) of the Fair 
Labor Standards Amendments ex- 
empts from the wage and hour pro- 
visions “any employee employed in 
a bona fide executive or administra- 
tive capacity.” In other words, if a 
purchasing executive is harried by 
the problem, he should use the fol- 
lowing quick check list to determine 
his exemption status. 
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1. Executive Purchasing Agent is 
one: 


(a) whose primary duty consists of 
the management of the enterprise in 
which he is employed, or of a custom- 
arily recognized department or subdi- 
vision thereof; and 


(b) who customarily and regularly 
directs the work of two or more other 
employees therein: and 


(c) who has the authority to hire or 
fire other employees, or whose sug- 
gestions and recommendations as to the 
hiring or firing and as to the advance- 
ment and promotion or any other 
change of status of other employees 
will be given particular weight; and 





(d) who customarily and regularly 
exercises discretionary powers; and 


(e) who does not devote more than 
20% of his hours worked in the work- 
week to activities which are not closely 
and directly related to the performance 
of the work described in paragraphs 
(a) through (d) of this section, pro- 
vided that this paragraph (e) shall 
not apply in the case of an employee 
who is in sole charge of an independent 
establishment or a physically separated 
branch establishment, or who owns at 
least 20% interest in the firm in which 
he is employed; and 


(f) who is compensated for his serv- 
ices on a salary is at a rate of not 
less than $55.00 per week, exclusive of 
board, lodging, or other facilities; or 


“Short test” applicable in lieu of 
above: 

Provided, that an employee who is 
compensated on a salary basis at a rate 
of not less than $100.00 per week, ex- 
clusive of board, lodging, or other facil- 
ities, and whose primary duty consists 
of the management of the enterprise in 
which he is employed or of a cus- 
tomarily recognized department or sub- 
division thereof, and includes the cus- 
tomary and regular direction of two or 
more other employees, shall be deemed 
to meet all of the requirements of this 
section. 


2. Administrative Purchasing 
Agent is one: 


(a) whose primary duty consists of 
the performance of office or non-man- 
ual field work directly related to man- 
agement policies or general business 
operations of his employer or his em- 
ployer’s customers; and 


(b) who customarily and regularly 
exercises discretion and independent 
judgment; and 


(c) who regularly and directly as- 
sists a proprietor, or an employee em- 
ployed in a bona fide executive or 
administrative capacity; or who per- 
forms under only general supervision 
work along specialized or technical 
lines requiring special training, ex- 
perience, or knowledge; or who ex- 
ecutes under only general supervision 
special assignments and tasks; and 


(d) who does not devote more than 
20% of his hours worked in the work- 
week to activities which are not di- 
rectly and closely related to the per- 
formance of the work described in 
paragraphs (a) through (c) of this 
section; and 


(e) who is compensated for his serv- 
ices on a salary basis at a rate of not 
less than $75.00 per week, exclusive of 
board, lodging, or other facilities; or 


“Short test” applicable in lieu of 
above: 


Provided, that an employee who is 
compensated on a salary or fee basis 
at a rate of not less than $100.00, 
exclusive of board, lodging, or other 
facilities, and whose primary duty con- 
sists of the performance of office and 
non-manual field work directly re- 
lated to management policies or gen- 
eral business operations of his em- 
ployer’s customers, which include work 
requiring the exercise of discretion and 
independent judgement, _ shall 
deemed to meet all of the requirements 
of this section. 

(Please turn to page 280) 
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To build departmental morale and efficiency... 





By David Markstein 


ERHAPS you fancy yourself as 
p an administrative officer, but 
the chances are that those who work 
under your supervision refer to you 
simply as “the boss”. How good a 
boss are you? Can you get things 
done efficiently, without fuss and 
bother? Are your subordinates per- 
sonally loyal to you, as well as to 
the company? 

The tendency to work only as 
hard as is necessary to hold a job, 
to be satisfied with as little produc- 
tion as possible (and this takes in 
employees of every description) can 
be combatted only by intelligent 
management methods that make an 
employee want to do more. 

Many purchasing agents have dis- 
covered that the right kind of “boss- 
ing’ can make the cost curve of 
departmental operation turn down- 
ward. Here are a few suggestions 
on how to be a good boss, based on 
the experience of those who have 
put modern personnel management 
techniques to work. 


Don't Carp 


Constant criticism and petty nag- 
ging is no inducement toward doing 
better work. No man or woman 
likes to have somebody watching 
over his shoulder when he works; 
he likes even less to have each 
movement held up to criticism. Be 
sure that each worker understands 
what is expected. Then, only the 
finished job should be judged, not 
the steps by which it is achieved— 
except where they affect the work 
of others or are obviously inefficient. 


Be A Friend 


Being a friend doesn’t mean that 
you have to invite employees to join 
you for a cup of coffee or a beer 
after knocking off work—unless you 
choose to do so. However, there are 
a number of concrete ways in which 
you can let them know of your 
friendly interest and make them like 
the company and yourself in a warm 
and personal way. 

One executive made it a rule to 
know all of his employees by name, 
and to address a man as “Joe” rath- 
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Be A Good Boss 


er than “Smith”. The name denotes 
individuality. Every man likes to be 
called by name, not by the imper- 
sonal, nameless “you”. 

Then he took steps to learn some- 
thing about each employee’s private 
life. Being careful not to pry, he 
noted the casual information dropped 
in the course of a conversation, and 
soon came to have an intimate grasp 
of the man’s personality, character, 
and tastes. 

That information was important 
because each employee is an indivi- 
dual requiring individual handling. 
Knowing his men intimately, even 
though many had worked for him 
only a short time, this executive was 
able to achieve a more personal and 
friendly basis for running his de- 
partment. 


Save Face 


Respect the dignity of the indi- 
vidual and never make an employee 
“lose face” among his associates if 
you want to maintain good morale. 

One purchasing office had a valu- 
able employee who had worked in 
the department for fifteen years; 
during this time, he had become al- 
most indispensable. He quit in a 
huff, however, when the boss cor- 
rected him openly and pointedly for 
a minor infraction of company rules. 
The rebuke itself was justified and 
necessary, but the same call-down 
administered in private would have 
pointed out the consequences of his 
error and, in all probability, would 
have saved a valuable employee who 
proved extremely hard to replace. 


Common Courtesy 


Show the employee at least as 
much courtesy as you would show 
an important supplier. They appre- 
ciate having a “please” tacked on to 
an order and a “thank you” for ac- 
complishment. The same type of dis- 
cipline and ordering about that most 
of them disliked in military life— 
where courtesy words were very 
definitely omitted from the admin- 
istrative vocabulary—will not be 
taken kindly in civilian jobs. 


Encourage Judgment 


Allow subordinates the fullest 
possible freedom in exercising their 
own judgment. First, train each per- 
son thoroughly in his job and the 
way you want it done; then, as much 
as you can, let him do the job un- 
hampered. If he is properly trained, 
he’ll do it the way you'd like it done. 
If he has a new twist or a new idea, 
let him work it out. Many plants 
and offices have found that the best 
operating procedures came from 
their employees’ brains and hands 
when they were permitted and en- 
couraged to use individual judg- 
ment. 


Give Credit 


Give credit where and when it is 
due, if you want to foster pride and 
satisfaction in the job to be done. 
Casual acceptance of accomplish- 
ment—or, worse, grabbing credit 
that some one else has earned — 
stifles effort and generates in em- 
ployees an attitude of “I’m not paid 


’ to think, so I'll wait till the boss 


does it for me.” Generously ex- 
pressed appreciation can work an 
appreciable jump in the “will do” 
attitude of employees. 


Work through Channels 


If you have supervisors and sec- 
tion heads in your department, it’s 
essential to build respect for their 
authority as well as for your own. 
One sure way to undermine the ef- 
fectiveness of such organization is 
to issue important orders direct to 
their subordinates, leading to the 
belief that they are nothing but fig- 
ureheads. 

It has been said that a man will 
own up to any failing except the 
lack of a sense of humor. One other 
lack should be listed alongside that: 
the lack of administrative capacity. 
But where this is lacking, it must 
be faced—and it can be learned if 
one will take the trouble to remem- 
ber a few basic principles and the 
techniques that go with them. 
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Recent Court Decisions Establish 


New Principles of Purchase Law 


By Leo T. Parker 


URING the year 1953 the higher 
D courts in different localities 
rendered several decisions especially 
important to purchasers who desire 
to eliminate expensive legal con- 
troversies. I shall briefly review the 
cause and outcome of these new de- 
cisions. Obviously, these new cita- 
tions may be used advantageously 
by readers and their lawyers to win 
unavoidable law suits. 


When Purchaser May Rescind 
Contract 


Considerable discussion has arisen 
from time to time over the legal 
question: When and under what 
circumstances may a_ purchaser 
rescind a sale contract and demand 
refund of the purchase price. of 
merchandise? 

In the past higher courts have 
laid down law that any delay of a 
purchaser to return unsatisfactory 
merchandise to the seller within a 
“reasonable” period of time forfeits 
the purchaser’s legal right to rescind 
the sale contract and recover the 
purchase price. 

Other higher courts have held that 
a dissatisfied purchaser may recover 
the purchase price from a seller, if 
the purchaser proves that the, seller 
breached the original sale contract 
and that he, the purchaser, redeliv- 
ered the merchandise to the seller. 

A new higher court decision 
modifies this usual law to an im- 
portant degree, and held: The dis- 
satisfied purchaser must prove posi- 
tively that he returned the subject 
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of the sale to the seller, or his 
authorized agent, otherwise he 
cannot recover a favorable verdict. 
This is so although the Uniform 
Sales Act broadly provides that a 
buyer, where there is a breach of 
warranty by the seller, may rescind 
the sale by returning the goods and 
may recover any part of the pur- 
chase price of which has been paid. 

For illustration, in Goers v. Lor- 
ence, 110 N. E. (2d) 67, the testi- 
mony showed facts as follows: One 


| WANT MY MONEY 
FOR THAT 
HEARING AID! 





Goers purchased from a retail seller 
named Lorence a hearing device to 
be used on her right ear, for $175.00, 
and made payments thereafter ag- 
gregating $135.95. According to 
Goers’ testimony the hearing device 
did not function properly. She vis- 
ited the office on an average of 


once a week because voices were 
not distinguishable. 

Afterwards the seller, Lorence, 
told Goers that the hearing device 
was made for the wrong ear. He 
made the necessary adjustments for 
the use of the device in Goers’ left 
ear but the hearing device failed 
to aid her hearing. Approximately 
nine months later Goers returned 
the hearing device to the manu- 
facturer, instead of returning it to 
Lorence from whom she made the 


SORRY, BUB,! CAN'T HEAR YOU 





purchase. There was no definite 
proof that Lorence ever received 
the unsatisfactory hearing aid. This 
is so although an employe of the 
manufacturer, named Barno, ad- 
mitted that he had received the 
hearing aid from Goers. 

Although the lower court held 
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that Goers could recover from 
Lorence the full amount paid on 
the purchase price, the higher court 
reversed the verdict, and said: 

“So far as the record shows, Barno 
was not an employe of defendant 
Lorence but was employed by the 
manufacturer of the device. Under 
the provisions of the foregoing 
statute proof of the return of the 
hearing device by plaintiff (Goers) 
to defendant (Lorence) is one of 
the essential elements of her cause 
of action and must be established 
by competent proof. Failure of the 
plaintiff to establish return of the 
hearing device to Lorence impels 
us to reverse the judgment.” 

With respect to whether Goers 
retained possession of the hearing 
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aid too long a period to rescind the 
contract, the court said: 

“Defendant (Lorence) says that 
plaintiff's (Goers’) election to 
rescind the contract after a lapse of 
nine months is unreasonable. The 
question whether plaintiff (Goers) 
retained and used the hearing de- 
vice longer than was reasonably 
necessary depends upon all the facts 
and circumstances. In the present 
ease the plaintiff (Goers) testified 
that after receiving the hearing de- 
vice she went to defendant’s office 
on an average of once a week.” 


New Principles Established 


Therefore, the legal effect of this 
new higher court decision is: First, 
under certain circumstances, as 
where a seller endeavors to make 
the subject of the sale satisfactory 
to the purchaser, and the purchaser 
continues to bring the device to the 
seller for necessary repairs, the pur- 
chaser may delay indefinitely in re- 
turning the merchandise to the seller 
and demanding refund of the pur- 
chase price. Also, unless the pur- 
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chaser proves positively that he de- 
livered the merchandise to the seller, 
or an authorized agent, there are no 
circumstances under which the pur- 
chaser can expect a favorable ver- 
dict. 

This is so although, as disclosed in 
the above case, the purchaser de- 
livers the unsatisfactory merchan- 
dise or device to the manufacturer 
who sold it to the ultimate seller. 
This is so also, because the original 
sale contract was between the pur- 
chaser and the retail seller, and the 
purchaser’s right to recover the pur- 
chase price he paid to the retail 
seller in no wise concerned the 
manufacturer, 

Nevertheless, it may be decided, 
under special circumstances, that if 


IT'LL COST YOU 
$1,000 


IT OUT 


the testimony proves that the manu- 
facturer redelivered the unsatisfac- 
tory merchandise to the original 
seller and communicated to this 
original seller the demands made 
by the purchaser, there may be suf- 
ficient legal relationship as between 
the manufacturer, original retail 
seller, and the purchaser, to result 
in a valid delivery and demand for 
refund personally by the purchaser 
to the original seller. 

However, in order to avoid com- 
plications, and uncertain legal re- 
sults, it is wise and desirable that 
the purchaser deliver back unsatis- 
factory merchandise directly to his 
original seller, and have proof that 
such delivery was made and also 
that at this time the purchaser de- 
manded return of the full purchase 
price. 


Damages vs. Penalty 


Considerable discussion has arisen 
from time to time over the legal 
question: “Is a contract valid which 
specifies the amount of money a 
purchaser will pay a seller if the 





former breaches a sale contract?” 

Early this year, a higher court 
clearly answered this question, 
holding that if the amount stipulated 
is a penalty it is void, but if liqui- 
dated damages it is valid. In other 
words, a provision in a contract is 
valid by which a purchaser agrees 
to pay a reasonable amount of 
money as liquidated damages, if he 
breaches the contract, but where 
the amount as specified is unreason- 
ably large and not close to the 
amount of damages actually suffered 
by the seller, as a result of the pur- 
chaser’s breach, the courts refuse to 
hold valid a penalty for the breach. 
This rule of law is applicable to 
sale contracts, leases, and all other 
contracts. 

To determine whether a sum 
named in a contract is intended as a 
penalty or as liquidated damages, it 
is necessary to look to the whole 
instrument, its subject matter, the 
ease or difficulty of measuring the 
breach in damages, and the amount 
of the stipulated sum, not only as 
compared with the value of the sub- 
ject of the contract, but in propor- 
tion to the probable consequences 
of the breach, and also to the intent 
of the parties ascertained from the 
instrument itself in the light of the 
particular facts surrounding the 
making and execution of the con- 
tract. 

Also the courts hold that where 
the parties have agreed on the 
amount of damages, ascertained by 
estimation and adjustment, and have 
expressed this agreement in clear 
and unambiguous terms, the amount 
so fixed should be treated as liqui- 
dated damages and not as a penalty, 
if the damages would be (1) uncer- 
tain as to amount and difficult of 
proof, and if (2) the contract as a 
whole is not so manifestly un- 
conscionable, unreasonable, and dis- 
proportionate in amount as to justify 
the conclusion that it does not ex- 
press the true intention of the 
parties, and if (3) the contract is 
consistent with the conclusion that it 
was the intention of the parties that 
damages in the amount stated should 
follow the breach thereof. 


Circumstances Are Considered 


Moreover, in determining whether 
the sum mentioned in the contract 
to be paid in the event of a breach 
should be treated as a penalty or as 
liquidated damages, the court must 
construe the contract in the light 
of the situation of the parties at the 
time of the execution of the con- 
tract. 
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For example, in Jolley v. Georgeff, 
110 N. E. (2d) 23, the testimony 
showed facts as follows: A seller and 
a buyer entered into a written con- 
tract whereby the seller agreed to 
install an automatic phonograph or 
“juke box” in the buyer’s place of 
business. The contract provided that 
the seller should have the exclusive 
right to install and operate an auto- 
matic phonograph and other musical 
instruments in the purchaser’s place 
‘f business for a period of five years. 

In the event of the breach of the 
contract by the purchaser the con- 
tract provided: “Should merchant 
fail to perform the 
terms of this agreement, merchant 
(purchaser) agrees to pay operator 
(seller) the price of the instrument 
stated above as damages to op- 
erator.” The contract provided that 
the phonograph and the attachments 
were priced at $1,000.00. 

About eight months prior to the 
expiration of the five year period, 
during which the contract was to 
be in effect, the purchaser demanded 
in writing that the seller remove 
the instrument. 

In other words, after the pur- 
chaser had paid the seller rentals 
on the machine for approximately 
four years and four months of the 
five year term of the contract, the 
seller demanded that the purchaser 
pay $1,000.00 as liquidated dam- 
ages. The higher court promptly 
held the $1,000.00 to be a penalty 
and therefore the purchaser need 
not pay it. This court said: 

“It is our opinion that the damage 
clause provided for the payment of 
an amount in the event of the breach 
of any of the terms of the contract; 
that such amount was an arbitrary 
one and was not arrived at by cal- 
culation or adjustment by the parties 
in an attempt to determine what the 
damages would be in the event of 
a breach and that the price of the 
instrument bears no reasonable re- 
lation or proportion to the damages 
which may be suffered as a result 
of the breach. By applying the tests 
enumerated we conclude that the 
sum stipulated was a penalty and 
not liquidated damages.” 


{ purchaser) 


Construing Original Contract 


For comparison, see Miller v. 
Blockberger, 111 Ohio St. 798, 146 
N. E. 206. This court said: 


“In determining whether the sum 


provided in a contract to be paid in 
the event of its breach is liquidated 
damages, or a penalty, a court will 
construe the contract in the light of 
the situation of the parties at the 
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time of the execution of the con- 
tract, and from that position will 
determine whether the damages 
which would be sustained by reason 
of the breach could, at the time of 
the execution of the contract, have 
been easily and approximately as- 
certained; and, in determining 
whether they were so ascertained, 
will compare the amount stipulated 
with the amount of damages which 
would probably result from the 
breach, and if there is such dis- 
crepancy between the sum stipu- 
lated and the damages which would 
probably and naturally result from 
the breach, the sum stipulated will 
be held to be ‘penalty’ rather than 
‘liquidated damages’.” 


Seller's Ordinary Liability 


Circumstances may exist under 
which it is not possible or even de- 
sirable to the purchaser that he re- 
turn unsatisfactory merchandise to 
a seller. Under these circumstances 
the courts agree that the purchaser 
may sue the seller and recover ac- 
tually sustained damages. A good 
and dependable rule of law is: The 
measure of damages for breach of 
a warranty is the difference between 








the value of the goods as they were, 
and the value they would have had 
if the seller had delivered goods 
equal to his warranty or guarantee. 
This rule of law is applicable to 
both expressed and implied guaran- 
tees. 

For example, in Drager v. Carlson 
Hybrid Corn Company, 56 N. W. 
(2d) 18, the testimony showed facts 
as follows: A buyer agreed to buy 
from a seller at the agreed price of 
$3.50 per bushel, 3,290 bushels of 
seed corn. This seed corn was 
agreed to be hybrid seed corn, 
which impliedly warranted it to be 


IT'S A TOTAL LOSS 





reasonably suitable for retail sale as 
seed. 

In subsequent litigation the pur- 
chaser sued the seller for heavy 
damages, alleging that a consider- 
able portion of the corn—1,410 
bushels—was unsuitable for resale 
as hybrid seed corn, and its only 
value was for sale as feed. If the 
corn had been suitable for seed 
it would have been worth $10.00 per 
bushel but, being unsuitable for 
seed, it was not worth more than 
$1.10 per bushel and consequently 
the purchaser claimed that he was 
damaged to the extent of $12,549.00. 

In this case the purchaser proved 
that he relied on the seller’s good 
judgment to supply suitable seed 
corn. In this respect, the court held: 

“Tt is not necessary that the buyer 
testify in so many words he relied 
on the seller’s skill or judgment. 
Reliance may be shown by the cir- 
cumstances of the case. The buyer’s 
reliance on the seller need not be a 
total reliance. The buyer may rely 
on his own judgment as to some 
matters and on the seller’s skill and 
judgment as to others.” 

The lower court awarded the pur- 
chaser damages equal to the full 






MUST BE 
WORTH 
SOMETHING 


value of 1,410 bushels of corn on the 
basis of the seller’s price of $3.50 
per bushel paid by the purchaser 
to the seller. However, the higher 
court revised this judgment and held 
that the proper amount of damages 
allowable the purchaser was $3.50 
per bushel less the $1.25 per bushel 
for which the corn could have been 
sold for feed purposes, The court 
said: 

“There is testimony the market 
value of the corn unfit for seed was 
$1.25 per bushel. If the unfit corn 
were worthless, defendant (pur- 
chaser) would be entitled to such 
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maximum relief as to so much of the 
corn. However since the corn unfit 
for seed admittedly has a substan- 
tial market value for feed, it is 
only just that defendant (pur- 
chaser), if it keeps the corn, should 
be liable for such value. So de- 
fendant here is entitled merely to 
diminuation, not extinction, of the 
price of the unfit corn. Obviously 
the relief to which defendant (pur- 
chaser) is entitled because of the 
delivery of unfit corn should not ex- 
ceed that to which it would be en- 
titled if such corn had not been 
delivered at all. 


Uncertain Damages 


Modern higher courts consistently 
hold that a recovery of damages 
through a lower court, for breach of 
a contract, must be based on actual 
facts, otherwise the higher court 


will reverse the verdict. In other 
words, the higher courts hold that 
damages are recoverable for losses 
caused or for profits and other gains 
prevented by the breach only to the 
extent that the evidence affords a 
sufficient basis for estimating their 
amount in money with reasonable 
certainty. Hence, the fact that a 
person earns a definite profit during 
one stated period, will not justify 
an award of damages for several 
years on the same basis. 

For example, in Schoenberg v. 
Forrest, 253 S.W. (2d) 331, the testi- 
mony showed facts as follows: One 
Forrest was given a 20 year general 
sales agency for the eastern part 
of the United States for the selling 
of a product manufactured by the 
Schoenberg Company and known as 
Collar-Bobs. A Collar-Bob is a de- 
vice for fastening the points of a 
shirt collar to the front of the shirt. 
A pin about three-eighths of an inch 
long goes through the collar point 
and the shirt and is fastened on the 
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underside with a little spring-action 
clutch. The contract was terminated 
by Schoenberg, and Forrest sued 
for damages alleging that Schoen- 
berg had illegally cancelled the 
agency contract. 

During the trial Forrest testified 
that he had netted about $374.62 
per month during the 8 month 
period, during which he sold the de- 
vice. He proved that gross amounts 
received upon sales commissions for 
the eight months of 1948 were as 
follows: January, $1,458.17, Febru- 
ary, $1,150.90, March, $1,931.69, April, 
$1,218.90, May, $1,890.39, June, 
$951.62, July, $752.22, and August, 
$309.76, a total of $9,663.65 for eight 
months or two-thirds of a year, For- 
rest’s estimate of expenses was 
$100.00 per week or $3,466.67, for 
two-thirds of a year. According to 
these figures, Forrest received ap- 
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proximately $774.62 more from com- 
missions that he paid out in ex- 
penses. 

In view of this testimony the jury 
awarded Forrest $123,200 for breach 
of the contract, which was for a 
20 year period. 

The higher court reversed the 
verdict, saying: 

“The most serious defect in ap- 
pellee’s (Forrest’s) proof, and one 
which is fatal to the judgment, 
is the failure to establish facts from 
which it could reasonably be in- 
ferred that profits over the con- 
tractual period of twenty years 
would be realized. Probable change 
in economic bases and conditions, 
as well as the uncertainties and 
cycles of clothing and apparel styles 
are involved. When we consider the 
nature of the business as shown by 
the undisputed evidence, one can 
hardly say that a showing of profit 
in 1948 indicates that a profit will in 
all probability result from opera- 





tions in the year 1967, or the year *~ 


1957, for that matter.” 

For further discussion of this im- 
portant subject of law see Williston 
on Contracts, 1345-1345a-1346; Cor- 
bin on Contracts, 1020-1028, and 
Battery Corporation v. Owen, 115 
S. W. (2d) 1097, contain an exten- 
sive collation of authorities upon the 
law. 


Purchaser Must Pay Sales Tax 


A legal question of considerable 
importance is: “If a seller neglects 
to include in a purchaser’s invoices 
or bills the amount due the state 
for sales tax, can the seller later 
sue the purchaser and recover this 
amount? Another question is: Can 
a purchaser offset a tax claim of this 
nature by claiming damages for the 
seller’s breach of the sale contract?” 

According to a late higher court 
decision, the answer to both ques- 
tions is yes. This court held, how- 
ever, that the purchaser may offset 
the amount he owes for taxes by 
collecting from the seller damages 
allowable for breach of a warranty. 

For example, in Selected Invest- 
ments Corp. v. International Trading 
Syndicate, 251 Pac. (2d) 502, it was 
shown that for many months a seller 
of plumbing supplies overlooked in- 
cluding the 2% sales tax on the in- 
voices mailed to the purchaser. 
Therefore, the purchaser did not 
pay the sales tax. Merchandise to 
the amount of $72,451.27 was pur- 
chased by the purchaser from the 
seller. Thus, the purchaser owed the 
seller $1,449.02 back taxes, because 
the seller was obligated to pay this 
amount to the state. 

After expiration of nearly three 
years, the seller sued the purchaser 
for this amount, although it was ad- 
mitted that the purchaser would 
have paid the sales tax when it be- 
came due if the seller had not ne- 
glected to include the sales tax in 
purchaser’s invoices. 

The higher court held the pur- 
chaser liable for payment of the 
back taxes. Then the purchaser filed 
a counter suit for twenty-two sinks 
of the value of $339.90 and twenty- 
four bath tubs of the value of 
$1,711.30, all alleged to be defective 
and non-conforming to samples fur- 
nished and comprising a breach of 
the seller’s warranty. 


Counterclaims Are Sustained 

The higher court held that the 
purchaser could maintain this coun- 
terclaim to offset the amount owed 
by the purchaser to the seller for 
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ANNEALS ALLOY BARS 


This modern rectangular annealing furnace will anneal 
bars up to 30’ long in controlled atmospheres. This is an- 
other important reason why Youngstown Cold Finished 
Alloy Bars are so satisfactory. 


Metallurgical characteristics, machinability and cold 
working properties are benefited by use of such modern 
equipment. Tolerances and all phases of the manufacture 
of Youngstown Cold Finished Alloy Bars are subjected to 
rigid quality control by a single integrated organization— 
from mining of the ore to shipment of the finished product. 


Youngstown Cold Finished Alloy and Carbon Steel Bars 
are furnished in standard shapes and sizes, in both coils and 
straight lengths. For further information, phone or write 
our nearest District Sales Office. 


At left: Furnace + being 
lifted from load of annealed 
bars. Above: Bell in annealing 
position on loaded car. 
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delinquent sales taxes. The court 
said: 

“The omission of the seller to in- 
clude this tax in the invoice would 
seem to be almost identical with a 
situation where the seller omitted to 
include one of the items of mer- 
chandise in the billing. If a charge 
for an item of merchandise had 
been omitted from one of the in- 
voices it would not be seriously 
contended that a counterclaim for 
breach of warranty as to other items 
could not properly be litigated in a 
suit on the account. Assuming that 
the situation were reversed, cer- 
tainly the seller of the goods could 
plead as a counterclaim any unpaid 
sales tax on the invoices in ques- 
tion.” 

For comparison, see Watson v. 
American Creosote Works, 84 P. 
(2d) 431. Here the court held that a 
counterclaim, whatever its nature, 
might be maintained by the pur- 
chaser if it arose out of or was con- 
nected with the cause of action of 
the seller. 

Considering a counterclaim for a 
breach of warranty of fitness in 
Hales-Mullaly, Inc. v. Cannon, 119 
P. (2d) 46, the court held that such 
a counterclaim might be asserted in 
a replevin action. And, as pointed 
out in Keenan v. Clark, 211 P. (2d) 
260, a counterclaim growing out of 
the transaction on which the pur- 
chaser’s claim if founded may prop- 
perly be maintained. 

Therefore, these new higher court 
decisions clearly hold that when a 
seller sues a purchaser for money 
due and involving a sale contract, 
the purchaser may combine in the 
same suit his claim for money due 
as an incidental, remote or other 
cause connected with the original 
suit filed by the seller against the 
purchaser. In other words, the pur- 
chaser is not required to file a 
suit for the amount due 
from the seller, but both questions 
of law may be submitted to the court 
in a single action or suit. 


separate 


User is Liable for Payment 


Considerable discussion has arisen 
from time to time over the legal 
question: Can one who comes into 
possession of merchandise without 
any fraud, unlawful design, or other 
effort on his part be compelled to 
pay for the merchandise? 

Such a situation may arise, for 
example, when through error a car- 
rier delivers merchandise to a pur- 
chaser who did not order the mer- 
chandise and did not know it was 
delivered and stored in his ware- 


> 


128 


house, and did not want, although 
the purchaser’s agent accepted the 
delivery. Also, a similar situation 
may arise when a purchaser’s em- 
ployee or agent actually purchases 
merchandise without knowledge or 
authority of the purchaser, and de- 
livery is made with or without 
knowledge of the purchaser. 
Another similar situation may 
arise where a purchaser purchases 
merchandise which is delivered to 
him, and afterward another person 
gets possession of the merchandise 
and uses it without knowledge 
of the owner of the property on 
which the merchandise is stored. 


Tenant Installs Fixtures 


These various points of law, and 
other additional and important ques- 
tions of law were decided by a late 
higher court decision. 

In this case the higher court ren- 
dered an unusually important de- 
cision holding that (1) a tenant 
who installs equipment in a house, 
without authority of the house 
owner, is personally liable for pay- 
ment of the fixtures although he did 
not purchase same, and (2) the 
house owner is not liable for pay- 
ment. 

For example, in Wagner v. 
Blanken, 250 Pac. (2d) 464, the 
testimony showed these facts: A 


| FOUND IT HERE SO 
| HOOKED 
IT UP 


person named Wagner purchased a 
home from one Blanken and made 
a down payment of $600.00, with a 
mortgage for the balance of the pur- 
chase price. After the purchase of 
the house, Wagner bought on credit 
from a plumbing company a bath 
tub, toilet, sink, water heater, sep- 
tic tank, and pipe and accessories. 
Before these articles were installed, 
he discovered that he was unable to 
complete the purchase of the house, 
and moved out. He had not paid for 
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the plumbing fixtures. Later a | 
tenant named Edwards moved into 
the house and installed the plumbing 
fixtures. The seller sued to recover 
the purchase price of the plumbin 
fixtures. 3 

As to Blanken, the owner of the’ 
house, the higher court held, first, 
that since Blanken had not pur-~ 
chased the equipment and had not 
ordered his tenant to install the fix- ~ 
tures in the home, Blanken could 
not in any event be held liable for © 
payment. The court said: 

“There is no doubt that Edwards ~ 
converted this equipment by install- — 
ing it in the house owned by — 
Blanken in which Edwards was liv- ~ 
ing. There is nothing to show that 
Blanken agreed to this or authorized — 
it in any way. Certainly Edwards 
could not force a sale of this plumb- — 
ing equipment on Blanken by at- © 
taching it to Blanken’s house. 

As to the tenant Edwards, the 7 
higher court held that he would be — 
liable for payment, and said: 


“In this case there is no question 
but that Edwards converted these 
plumbing fixtures wrongfully to his 
own use and benefit. True, it was 
not his property to which the fix- 
tures were attached; but he was a 
tenant in the house and enjoyed the 
use of the fixtures so long as he was 
a tenant therein.” 


| NEVER 
USED IT 


Therefore, in this case the higher 
court rendered an important deci- 
sion in effect that a purchaser who 
benefits from use of purchased mer- 
chandise cannot be compelled to pay 
for it, if the testimony shows that he 
did not purchase the merchandise 
and did not- authorize the particular 
use of the merchandise from which 
he benefitted. This law is broadly 
applicable to all purchasers, irre- 
spective of the beneficial uses of the 
merchandise. 
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Easiest way to install tubing, even in cramped quarters, 
is to use Parker Triple-lok flare fittings. Assembly torque 
is so low that you need only a small wrench for fitting 
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make-up. The self-aligning sleeve acts as a lock washer, sup- 
ports the tube, and damps vibration. Trip/e-lok is absolutely 
leakproof even under high pressures and temperatures. 


Salt Lake City 4, Utah Pace-Turpin & Co. 
726 South Third West 
San Francisco 3, Cal. General Machinery & Supply Co. 


1346 Folsom St. 
Seattle 9, Wash. Palmer Supply Co. 
Shreveport, La. 


222 Westlake North 
Standard Brass & Mfg. Co. 
St. Lowis 15, Mo. 


1557 Texas Ave. 

Metal Goods Corp. 

5239 Brown Ave. 

Whitehead Meta! Products Co. 
207 W. Taylor St. 

Florida Metals, Inc. 

222 N. 12th St. 

Williams & Co. 

650 E. Woodruff Ave. 

Ardun Supply Co. 

303 S. Frankfort 

Metal Goods Corp. 

302 N. Boston 

Mercator Corp. 

438 Walnut St., Reading, Pa., U.S.A; 


Syracuse 4, N. Y. 
Tampa, Fia. 
Toledo 2, Ohio 
Tulsa, Okla. 
Tulsa 3, Okla. 
Export 


131 











New Products 


Clamp Permits Selective 
Tiering and Removal of Loads 





Clark Equipment Co., Industrial 
Truck Div., Battle Creek, Mich., of- 
fers a swinging clamp device for 
selective tiering and removal of 
loads. It can reach out to either side 
of a narrow aisle to grasp or tier 
loads behind material already 
stacked. It is available for use with 
all gas and electric-powered Car- 
loader models of fork lift trucks. 
While the unit can be also adapted 
for heavier machines, the maximum 
capacity for the attachment is 600 
lb, regardless of truck capacity. 
The clamp device, designed for use 
where aisle space is at a premium, 
has a full 180° traverse. 


Heavy Duty Safety Wheel Block 


A heavy duty safety wheel block, 
made by Calumet Steel Castings 
Corp., 1636 Summer St., Hammond, 
Ind., is 14” high and has a 15” x 
10” base to provide maximum sta- 
bility and holding power for block- 
ing unusually heavy vehicles and 
loads. Cast in one piece from high 
strength alloy steel, it provides 
positive holding on any surface, in- 
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cluding ice, wet pavement, packed 
clay, etc. Its 14” height and large 
base prevent a vehicle from roll- 
ing up over, or pushing it into the 
ground, regardless of the weight of 
the vehicle or the condition of the 
grade. 


Lightweight Spot Welding Gun 
Uses No Jigs or Fixtures 





A lightweight spot welding gun, 
using a 3/32” non-consumable thor- 
iated tungsten electrode and an 
inert-gas shield is now available. It 
makes instantaneous welds on stain- 
less steels, mild steels and alloy 
steels, without the use of jigs or 
fixtures. The unit consists of a hand 
gun, control panel and all necessary 
hose and cable assemblies. In order 
to use the unit, a standard d-c pow- 
er source, either motor generated 
set or rectifier type of machine is 
required. The gun is water-cooled, 
and uses helium or argon, or a mix- 
ture of the two, for a shield. It is 
rated at 250 amp and welds metal 
sheet up to %” thick. Further in- 
formation may be had from Air Re- 
duction Sales Co., 60 E. 42nd St., 
New York 17, N. Y. 








No Skill Needed to Operate 
Spring Winding Machine 





A new spring winding machine 
can be operated without any ex- 
perience or special skill. The ma- 
chine is described as a complete 
self-contained unit with a special 
cut-off lever incorporated. De- 
signed to eliminate special orders 
or costly delays, it can be used to 
form individual springs, or to re- 
place automatic machines on short 
run production. The spring winder 
is ready for operation as soon as it 
is mounted on a bench or in a vise. 
Any gage wire, to %” diam, can be 
wound into extension, compression, 
torsion and flat springs. Made by 
O’Neil Irwin Mfg. Co., 601 Eighth 
Ave., Lake City, Minn. 


Formed Wire Products 


Round Chain Companies, Broad- 
way & Chaincraft Rd., Cleveland 5, 
Ohio, have added a line of formed 
wire products for industrial and 
other use. The line includes turn- 
buckles, eye-bolts and U-bolts, 

(Please turn to page 134) 
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Spectrum of core wire sample is obtained by 


arcing the wire, producing a photographic record of the 


spectral lines of the various elements present. 


The resulting spectrogram quickly and accurately determines whether or 


not core wire composition matches specifications. 
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What does this mean to you as a buyer are made into electrodes. Here are some 
or user of stainless welding electrodes? of the controls: 
It means that in A. O. Smith Certified ¢ No more than one splice is permitted A. ©. Smith Certified 
Stainless Electrodes you have top-flight in any incoming coil. Stainless Electrodes 
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Exacting chemical, metallurgical and, fi- electrodes every time. SW-159....... as: 
nally, spectrographic analyses are made We'll gladly demonstrate them on your SW-160..... idee 316 
of both ends of all coils of core wire. job. Write for free pocket-size electrode ede seer rhe mney. 317 
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Above: A few of the wide variety of TEFLON 
packings and gaskets manufactured in the 
Garlock factories. Right: Sheets of TEFLON 
being removed from a special electric sintering 
oven after curing at 700°F. 


Contact GARLOCK 
for Packing, Gasketing-- 
And Other Products 


Made of Tallon or KEL-F' 


Garlock’s modern plastics plant is equipped to manufacture many types 
of products from TEerion and Ket-F. Here is a partial list of popular 
plastic products available from Garlock. 





PACKINGS for valve stems, rods, shafts KEL-F TEFLON 
CHEVRON* packing, “O” rings, V rings X xX 
Braided ribbon or braided yarn 
(a new closely woven braid) 

Asbestos with TEFLON impregnation 
Mechanical seals with TEFLON sealing components 

GASKETS AND SHEET PACKINGS 
Ring gaskets or envelope type with fillers X 
Slip-on gaskets for glass pipe 
Spiral wound metal gaskets 
Large sheets (KEL-F 48” dia.-TEFLON 48” square) X 


DIAPHRAGMS— DISCS— RODS—SLEEVES X 
TAPE—electrical and general purpose grades 

MOLDED AND MACHINED PARTS for various purposes x 
FILLED COMPOUNDS: calcium fluoride, copper and others 


x << 


<x «x KK KKK 











For any product made of Krt-F or TEFrion, contact our sales office 
nearest you or write us direct. 


THE GARLOCK PACKING COMPANY, PALMYRA, NEW YORK 


Sales Offices and Warehouses: Baltimore e Birmingham « Boston « Buffalo « Chicago « Cincinnati e Cleveland 
Denver ¢ Detroit e Houston e Los Angeles e New Orleans ¢ New York City ¢ Palmyra (N.Y.) ¢ Philadelphia 
Pittsburgh « Portland (Ore.) ¢ Salt Lake City e¢ San Francisco ¢ St. Louis e Seattle e Spokane e Tulsa. 


in Canada: The Garlock Packing Company of Canada Ltd., Toronto, Ont. “ 
*Registered Trademark #The Du Pont Company’s Trademark I~N 
?The Kellogg Company’s Trademark 


PACKINGS, GASKETS, OIL SEALS 
MECHANICAL SEALS 
RUBBER EXPANSION JOINTS 


(JARLOCK 





134 Please mention PURCHASING Magazine when writing to advertisers. 





(Continued from page 132) 





screw eyes and lag screws, S ang 
8 hooks, household fittings, and ey 
and shoulder hooks. Turnbuckles 
eye-bolts and U-bolts are availabl 

in assortments with metal wall-ty 
merchandisers. 


Lift Truck Dump Attachment. 
Eases Spotting, Ends Lift Loss 


A new hydraulic dumping at- 
tachment for Yale fork trucks, per- 
mits controlled dumping at any 
height up to the maximum lift 
range of the truck and without loss 
of lift. Yale & Towne Mfg. Co, 
Yale Materials Handling Division, 
Philadelphia, Pa. designed it for use 
with drop bottom boxes. The at- 
tachment hydraulically raises the 
rear end of the box through a hook 
engagement, independent of fork 
action. Since the forks and the 
front of the box bottom are at the 
same height while dumping the 
load, the exact spilling position can 
be maintained at all times and the 
load can be raised to the maximum 
height of the lift. 


Manual-Reset Thermostat 


A thermostat designed primarily 
as a high limit cutout that instant- 
ly snaps off at a predetermined 
temperature is now available from 
Westinghouse Electric Corp., Box 
2278, Pittsburgh 30, Pa. This man- 
ual-reset uni-therm will not re- 
make until the user or serviceman 
pushes the reset button. Its quick 
thermal response makes this low- 
cost thermostat suitable for use on 
any appliance that calls for high 
temperature protection. Metal-to- 
metal contact with the heated sur- 
face minimizes the differential be- 
tween the operating and bi-metal 
temperatures. It can be had in both 
a-c and d-c ratings, calibrated to 
550 F. 
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Pick an idea—lick a design problem... 



























END,VIBRATION AND LEAKAGE. Titefiex® metal hose, used as fill CONTROL CRITICAL PRESSURES. How would you connect 280 cyl- 
and drain lines of SEC Synthetic Cleaning Units, kills vibration and prevents inders of fire-e xtinguishing carbon dioxide at 850 psi to line? Walter Kidde 
silvent leakage at fittings. Tough, wear-and-corrosion-resistant Titeflex is & Company licked this problem with Titeflex flexible metal hose which met 
just as effective in handling steam, oil, lubricants, fuels, gases, brine, acids, all insurance standards and withstood rigid application requirements. Titeflex 
compressed air or oxygen. Design and construction of Titeflex assure troyble- also conveys hundreds of different fluids under as many different tempera- 
free performance, Excellent for projects involving extreme configurations, ture and pressure conditions, Resists corrosion, vibration, physical abuse. 
at- 
r= 
iny 
lift 
OSS 
"0.5 
on, 
ise 
at- 
he 
ok : 
rk CONDUCT STEAM SAFELY. Pictes for Carver Laboratory Press carry FIGHT FATIGUE AND WEAR. Titefiex metal hose eliminated main- 
he steam up to 200 psi (nearly 400°F.) for heating—water for cooling. The tenance on air control lines of Unit Mobile Cranes. All-metal construction, 
he connections are flexible, pressure-safe Titeflex. Braiding gives extra strength. with braiding woven directly upon the hose, provides great strength and 
he Added problems of vibration, pulsation, continuous movement, corro- resistance to vibration, corrosion, wear and abuse. Flexibility of Titeflex 
an sion or abrasion make Titeflex invaluable in scores of other applications. permits simplified assembly even where space configurations are problems. 
he 
im : 7 6° ° 
THE USES FOR TITEFLEX® seamed flexible metal hose and Uniflex seamless flexible metal hose are 
limited only by engineering ingenuity. And Titeflex design engineers—working with customers 
—develop new applications daily. Somewhere in your plant or on your products Titeflex can 
ly improve operation and maintenance—or simplify a design problem. Our new 48-page Metal 
t- Hose Catalog No. 200 shows you how and why. To get your free copy, simply mail the coupon. 
ed 
im 
IX 
i- 
C= 
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k mes Pf ~—_ TITEFLEX, INC. 
j 513 Frelinghuysen Ave 
* lege i ‘=. a Nework 5, NJ 
yn Reese \5 wide, i aa y Please send me without cost 
th eg it! information about the products 
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The rubber base of each valve is 
roughened by a Pittsburgh brush 
to secure a better bond when vul- 
canizing the valve to a tube. 


Pittsburgh brushes remove excess 
rubber which spills onto valve cap 
thread during vulcanizing opera- 
tion. (Guard housing has been 
removed for clarity.) 


Here’s how to 
brush rubber 


A. Schrader’s Son, Brooklyn, New York, uses 
Pittsburgh brushes in the production of tire 
valves for leading tire manufacturers. In one 
operation, two brushes remove the excess rubber 
which flows around the valve threads during the 
vulcanizing process—750 valves per hour are 
cleaned in this manner! 


Another Pittsburgh brush ona buffing machine 
roughens the rubber base of the valves to secure 
a better bond when vulcanizing the valve to a 
tube. In this operation, the Pittsburgh brush was 
chosen because it outlasts competitive makes. 


PITTSBURGH 


ere Uewere. 







WRITE TODAY for your 
free copy of our new 
booklet that shows, 
through actual case his- 
tories, how Pittsburgh 
can help cut your brush- 
ing costs. Address: 
Pittsburgh Plate Glass 
Co., Brush Div., Dept. 
W-2, 3221 Frederick 
Ave.,Baltimore 29, Md. 


BRUSHES ¢« PAINTS e GLASS e CHEMICALS e PLASTICS ¢« FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Rugged-Duty Roller Convey 
for Permanent Installation 


Rugged-duty roller convey 
designed for permanent inste 
where equipment must stand unde 
heavy or impact loads are made by 
The Rapids-Standard Co., Ine, 
Grand Rapids 2, Mich. Called the 
1.9 series, the line of conveyors gf 
fers a choice of 154 straight sectigg 
models and 38 curves for han 
many kinds of material in all types 
of industries. The series is ; 
factured in 11 regular widths f 
12” to 51” with choice of 7 r 
spacings from 2%” to 12” on 
ters. Capacity is 250 lb per roller iy 
normal duty use, subject to frame 
capacity of 2750 Ib (including 
weight of conveyor) when sup 
ported on five foot centers. 


Sandwich-Type Aluminum 
Panels Suggest Many Uses 


Sandwich-type panels feat 
a honeycomb core have been 







Ky. The panels consist of two outer 
sheets of embossed aluminum bond+ 
ed with heat and pressure to @ 
core made from resin-impregnated 
paper formed into a figure-eight 
honey-combed construction. Manu- 





factured in standard thicknesses 
from one to four inches the panels 
are claimed to be unusually strong 
in relation to their extremely light 
weight and to have excellent 
thermal and acoustical insulation 
qualities. The material, marketed 
under the name Reynocell, is avail- 
able in sizes up to 57” by 16’. Sug- 
gested uses are for making desks, 
doors, catwalks, refrigerator cars, 
etc., etc. 


Dressing Tool Cuts Cost of 
Diamond Wheel Operation 


Costs of diamond wheel operation 
can be cut and longer tool life be- 
tween grinds can be assured by use 
of a new dressing tool, says U. S. 
Diamond Wheel Co., Aurora, IIL. 
The device is a hand hone tipped 
with diamond concentrate. “Finger- 
tip” control by means of a hollowed- 
out finger rest near the end of the 
hone aids accurate operation. This 
control permits the hone to fit firm- 
ly in the hand for accurately con- 
trolled tool dressing without re- 
moving tool from the machine. It 
is applicable to all general and spe- 
cial shop requirements and provides 
a complete range for all tool and 
cutter dressing. 
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AMERICA’S MOST 
MODERN WIRE 
PRODUCTS MILL! 
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New buildings, zew methods, most modern electronically controlled 
machinery of very latest design, manned by personnel thoroughly 
qualified by many years of experience! 

These, and many other advantages, enables GULF to offer you the 


highest possible quality: 


Chain, welded and weldless - Nails and staples - 
Chain-link fencing - Concrete reinforcing wire 
mesh - Steel wire: plain, annealed, galvanized. 
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There is a GU representative near your city ready to give you quic mane dependable service. Write us for his name. 


GULF STEEL & WIRE COMPANY 





8-0-6 R 


BAYAMONI16, P.R., U. S. A. 
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DESIGN, DEVELOPMENT , say teen yee Meet 
and PRODUCTION of...| e"",.t'ss* Remiemen's 


; 
A stainless steel valve made by V/ t 
the Cooper Alloy Foundry Co., OU can 
Hillside, N. J. meets the rigid ap- 
* vi q) R T R U N pearance and service requirements buy a better 
h a of the food, chemical and related 
industries. Featuring a_ rugged, 


“soft! h 
compact shell cast body and guided SO ammer 
MOLDED RUBBER precision cast V2B disc, this union 
bonnet, inside screw, nonrising stem — h [ 
valve is available in %, % and 1” an WwW ere . 
COMPONENTS sizes. The non-rising stem design 


is to minimize product contamina- 
tion. Large stuffing box and accu- 
Complete engineering and produc- rately machined discs and seats re- 


tion facilities to solve your rubber . shtlites 
poclininns i gear dai ieiiine- duce the possibility of leakage and 


monte «= even 66 Gute genet heavy wall sections resist corrosive 
chemicals. The discs are cast in 
V2B, the new patented high hard- 
ness, gall- and corrosion-resistant 
alloy. 


Light-Heavyweight Band Saw 
Offers Wide Range of Speeds 


An innovation in the band saw 
field is announced by Walker- 
Turner Div., Kearney & Trecker 
Corp., Plainfield, N. J. This is a 
variable speed band saw having a 
speed range of from 50 to 4500 sur- 
face fpm. This is the first time, it 


is stated, that a 16” band saw in | 
the light-heavyweight class can = 
offer such a complete range of 


speeds. Speed change is offered 
Molded rubber components in an through a hand wheel operating a There's plenty of 
infinite variety of contours, shapes variable diameter pulley which is power cushioned in 
and sizes can be produced quick- connected to the saw wheel through the tough, resilient 
ly, flawlessly by Spencer. Expert a gear train. A gear shift lever hav- waner gs: 10 Agar 
' ° ; . ae ite ‘Ge tiiahs that give delicate 
rubber technicians can work close- ing two positions controls gs parts and fine fin- 
ly with you—developing a molded or low speed range. The low range ishes full protection. 
part to add new utility and dura- operates at 50 to 450 surface fom And — an 
i . uic replaced. 
bility to the finished product. Short es a - hg — Ten ~on pa poate g 
adel ose. 2 Ue om. Speed changes are made white able, non-slip grip 
thousands of components can be the machine is running. with the Safety-Flare 
handle. Work with 

produced by Spencer — each to . ‘ Pca ae 
exacting specifications. Investigate Coupling Cuts Installation thin ont. “oak”. home 


mer— make sure it's 


Spencer's short run advantages Time on Pressure Pipe a C/R RAWHIDE 


jav! 
— Johns-Manville, 22 E. 40th St. 
New York 16, N. Y., offers “Ring- 
Let Spencer's facilities Tite,” a new coupling specially de- 


oinnevhdae Gel eae veloped for use with Transite pres- 
ment laboratory, mold- sure pipe. It cuts installation time IN SECONDS! 
re Fig op lt ey up to 75% since the coupling auto- Just loosen a 
peygh eng et» matically centers, aligns and pro- de Apa 
TODAY! vides for expansion. It can also be replaced. 


‘ Ti t t, 
quickly assembled even under ad- a oe 
verse trench conditions. The new vise-like grip. 


coupling consists of a sleeve of 


“J Transite, two rubber rings and pipe son teess tose 
pencer ends specially machined. The sleeve Also C/R Rawhide mal- 


‘ lets and Rawhide mauls. 
has two grooves cut circumferen- 


Rubber Products Co. | tially into the inner wall. These elm Rat Bata 


)) 
grooves locate the rings accurately X wry ide 
fas ile-Ve AAA 7 MFG. CO 
and firmly hold them in position CAGO \ | — 


and the tapered ends of the pipe 
make for easy insertion. 





1301 Elston Ave., Chicago 22, Ill 


Seal Mfg. Co ifo 





10 Chapel Street 
Manchester Connecticut | 
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Continental Produces 
Over 1,756,000 
Styles and Sizes of 
Standard Screws Alone! 


. «fo quickly meet your every demand 


Whether your needs are special or regular fasteners, always count 
on Continental for satisfaction. Their total of over 1,756,000 dif- 
ferent sizes and types of standard screws alone give you a greater 
selection than any other fastener producer. 

You can be sure that their design engineers and production special- 
ists will give you the benefit of their experience with every standard 
or special fastener. 

Profit from this experience. Put them to work for you today. Call 
direct or through your local distributor. Continental has proven 
for 50 years that it can better satisfy your every need. 
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CONTINENTAL SCREW COMPANY \q 
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New Bedford, Mass., U. S. A. 
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THEY HAVEN'T A FRIEND IN THE WORLD! 


... the preferred 


Ames 

Long Range 

Dial Indicator 
No. 262 








... not because they cost more (in the long run they’re 
more economical ) but because they’re completely impersonal. They do their 
measuring jobs absolutely independent of the human hand. 
For more than 50 years, Ames Micrometer Dial Gauges and Indi- 
cators have kept pace with increasingly critical precision requirements. 
Today, each part of every Ames product is carefully built by exclu- 
sive Ames methods and machines from the materials best suited 
to its function — and 100% checked for accuracy. As a result, 
all Ames products are extremely accurate and sensitive, yet 
rugged and tough —to give you /onger service with /ess 


down -time. 
Ames Dial 
_ Micrometer 


Ames Dial “sy No. 502 


Comparator No. 13 







4 










Ames Caliper “ss 
Gauge No. 12B = 
os» 


‘ Send today for your 
Trutest Indicator Sets _free copy of Catalog No. 58 
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Milling and Centering Maching 
Is Simple, Speedily Adjusted 
































A new single end milling 
centering machine handles work 
from %4” to 34” diam. x 5” 48” lon 
Simplicity and speed of adjustme 
makes it ideal for the steel room 
lathe department for miscellaneg 
shaft work. After the shaft has bey 
located and clamped, the rockem 
type milling head mills one end 
The milled end is then manually) 
centered with a %4” (maximum) 
center drill. The part is reversed: 
and located from the center or eng! 
previously machined for milling) 
and centering the opposite ef | 
i 
| 
i 





Power feed to the center drill an 
power clamping is optional. Sung 
strand Machine Tool Co., Rockfo 
Ill., are the makers. 


Circuit Breakers Save Space 


a4 
€ 


j w : 


see 





Federal Electric Products Co., #0 
Paris St., Newark, N. J. is manu- 
facturing “Stab-lok” circuit break- 
ers, type NC, in a slim, space-sav- 
ing construction that permits two 
of the breakers to be stabbed in, 
where only one would fit before. 
They are available in 15 and 20 
amp. The breakers are designed 
with tease-proof, quick-make, vi- 
bration - dampened action that 
guards against undue contact wear; 
resilient pivot pin for wiping con- 
tact action and with ambient tem- 
perature compensation. Thermal- 
magnetic action, incorporated into 
the breakers, passes harmless mo- 
mentary overloads. But in the event 
of short circuits or dangerous over- 
loads, the circuit is broken instan- 
taneously. 
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Protected by a Koppers Roof — 


oe be bE COEF) 
be be FEE. 


City Park Garage, located beneath Pershing Square, Los Angeles, 
Calif. This underground garage can accommodate more than 
2,400 cars. It is protected by a Koppers Built-Up Roof. 


® Los Angeles — like many other 
major cities—is plagued by parking 
problems. The City Park Garage, 
recently constructed beneath historic 
Pershing Square, is helping to ease 
this situation in the downtown area. 

On three subterranean levels, this 
huge garage can house more than 


be 


KOPPERS 
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Architect: Stiles Clements—Associated Architects and Engineers. 
Contractors: Ford J. Twaits Co.; T. S. Construction 
Engineers, Inc.; Morrison-Knudsen Co., Inc. 


Roofer: Pioneer Roof Co. 


2,400 cars at one time. Cars swirl in 
and out, passing under sidewalks, 
so there’s no danger to pedestrians 
and no delay to motorists. Eight 
ramps parallel adjacent streets, mak- 
ing it easy for outgoing autos to mix 
with passing traffic. 

In between the re-landscaped park 
shown here, and the underground 
garage, is a Koppers Roof. Built up 
with plies of Koppers Coal-Tar Pitch 
and Tarred Felt, this roof will pro- 
vide /asting protection. For example, 


protection against water is vitally 
important for a structure of this 
kind, Coal-tar pitch is famous for re- 
sisting water and, for this specific 
roof, about 250 tons of Koppers Coal 
Tar Pitch were used. 


Whether you’ re interested in a flat 
roof for an unconventional or con- 
ventional building, specify Koppers 
and you'll get the best in built-up 
roofing. Full information on request, 
or see our specifications in Section 7a 
—Sweet’s Architectural File. 


KOPPERS COMPANY, INC., Pittsburgh 19, Pennsylvania 


FOR LONG-LIFE 


DISTRICT OFFICES: BOSTON, CHICAGO, LOS ANGELES, NEW YORK, PITTSBURGH, AND WOODWARD, ALABAMA 
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SERIES 50 SOCKET WRENCHES 
Formerly Steel Sorieet Bridge and Red Socket 


: eo 


SERIES 40 GEAR WRENCHES 
Formerly “Red Face” Bridge Builders’ Wrenches 








Extra sturdy handles of high 
tensile alloy castings. Lowell 
Wrenches give strongest pos- 
sible strain because pawls are 
cut from steel, are specially 
heat-treated and have great 
crushing action. All sizes from 
6” in length on up. 





SERIES 20 WRENCHES 


Formerly 1916 Pattern 





See your Distributor — or write us for Catalog No. 60A 


LOWELL WRENCH CO. 


WORCESTER 8, MASS 

















Prove to yourself 


why firms like no-blink starters 


INDIVIDUALLY CHECKED\. 






American Can Company 









to light and tri t— 
E. |. Du Pont Gelave ducing ekapped 
De Nemours & Co. GUARANTEED TWO FULL YEARS 
Gillette Safety Razor Co. be sure you order money-saving and ballast- 
F. W. Woolworth Co. «seen Phat ote ——, monee Set 
longer life an lependa ighting for 
Metropolitan Life your fluorescent lamps and tubes. 4 
Insurance Co. @, SEND FOR TRIAL ORDER .9 
a © 
use WESTRON. @q ,of 100 TODAY! 


Y starter © 
A complete line of Labor Saving Lighting Products 


by erm tae 
CORPORATION 

652 HUDSON STREET « NEW YORK 14, N. Y. 
For more info. on our complete line of WESTRON Electrical Fixtures, contact 


your WESTRON representative located in principal cities throughout the nation 
or write direct. 
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Parts Handling & Storage 
Equipment Easy To Assembk 


A complete new line of equipmey 
for parts handling and storage 4 
now being produced by Bathe 
Manufacturing Company, Plymouth 
Mich. 

The line includes standardizg) 
pressed metal pellets, tote pans an 
tote pan adaptors and small par 
bins which may be assembled with 
out tools into infinite arrangemenh 
to suit production and assembly m 
quirements. 

The tote pans provide easy vise 
bility and accessibility of conten 
and any pan may be rem 
drawer-like, without disturbing 
neighbor. Groups or sections of 
tote pans can be moved by 
trucks. Benches can be made 
using tote pan adaptors and 
pans as the base. 

Construction is of heavy gage 
sheet metal and finish is in thre 
choices of industrial enamels. 


Electric Mat Aids Morale 





An electric mat will be found t 
be a great aid in boosting employ 
morale, reducing absenteeism ani 
generally increasing productivity @ 
office workers, industrial machine 
operators, elevator operators, ett 
The mat, made by Interstate Rubber 
Products Corp., 908 Avila St., Los 
Angeles 11, Calif., is 14” x 21” i 
size and weighs approximately 5 lh 
This lightweight foot warmer is small 
enough to be moved from machine 
to machine or from desk. to desk 
without difficulty. It consumes only 
as much power as a 100 watt light 
bulb. High grade rubber construc- 
tion insures long life. 


New Furnace for Cycle Annealing 


A gas-fired pit furnace for cycle 
annealing of small hand tools is now 
available from the Westinghouse 
Electric Corporation, Pittsburgh, Pa 
It can also be used for carburizing, 
hardening and nitriding. 

Maximum operating temperature 
is 1600 F. The firing of the furnace 
is completely automatic and a com- 
bustion blower system is contained 
for purging and cooling purposes. 

The furnace is available in five 
sizes ranging from a charge space 
of 14 inches in diameter by 18 inches 
deep with an approximate produc- 
tion rate of 120 lbs. per hour net 
to 30 inches diameter by 72 inches 
deep with an approximate produc- 
tion rate of 2100 lbs. per hour net. 
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BullDog Breaker 





Simplified diagram of Thermal Element 

As bimetal is heated by excess electric current, it bends 
and releases latch. Spring snaps latch upward, breaking 
contact. Branch circuit wiring, including insulation, from 
Electri-Center to receptacle or outlet is protected from 


> 


damage by ov erloads. 







PIVOT 





CONTACT 





by Underwriters’ Laboratories, Inc. 





Simplified diagram of Magnetic Element 
Wound wire coil (solenoid) is energized by current. When 
short occurs, coil instantly activates metal plunger which 
breaks contact. BOTH BRANCH CIRCUIT WIRING 
AND LAMP AND APPLIANCE CORDS ARE PRO- 
TECTED FROM ELECTRICAL OVERLOADS AND 
SHORTS. 


Duo-Guard Pushmatics are available in 15-, 20-, 30 
40- and 50-ampere ratings: 1-pole, 120 V., A.C.. Listed 
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BANDSAWS 





| way to get the 
right Blade — 


Call your Vi CTOR Distributor 


For over 50 years, industry has pre- 
ferred Victor Hand, Power, and Metal 
and Wood Cutting Bandsaws. 


Why? 


Because of their consistent quality — 
the finest steels fabricated on the 
most modern equipment. 


Because of service from local strate- 
gically located Victor Distributors — 
as close as your phone — who can give 
quick delivery from stock — who are 
qualified — and who have factory as- 
sistance—to help you solve your metal 
cutting problems. 


The Victor Distributor is the place to 
call not only for Victor Metal Cutting 
Saws but also for the hundreds of 
other products you need regularly to 
keep production up and costs down. 
Sold Only Through Recognized Distributors 


@ 3099 


VIC 


SAW WORKS, INC. « MIDDLETOWN, N. Y., U.S. A. 


Makers of Hand and Power Hacksaw Blades, 
Frames, Metal and Wood Cutting Band Saws. 
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Vaneaxial Blower Moves Air 
at Temperatures Up to 350F 


A vaneaxial blower may be used 
to move air at temperatures up to 
350 F or air containing acids, al- 
kalis or fine abrasive dust without 
fear of premature failure of belts 
and bearings. The new high tem- 
perature blower is available in size 
ranges 12” to 54”. The addition of 
a special dummy section containing 
the guide vanes makes possible the 
location of the drive on the negative 
pressure side of the blower. With 
this arrangement, clean air from 
outside the duct is drawn in through 
the belt tube and over the bearings. 
On conventional vaneaxial blowers, 
leakage of destructive air from the 
airstream to the belt and bearings 
cannot be avoided. Made by Hart- 
zell Propeller Fan Co., Piqua, Ohio. 


New Motors Give More 
Power in Smaller Frames 





More power in smaller frames is 
claimed by Century Electric Co., St. 
Louis 3, Mo., for its open type, drip 
proof fractional hp motors, form 
“F.” They are available as: (1) 
type SP—split phase single phase 
induction motors for general pur- 
pose applications, where the load is 
easy to start and easy to pull up to 
speed; (2) type CS—capacitor single 
phase induction motors for hard to 
start applications such as pumps, 
compressors, machines starting 
loaded, ete.; (3) type SC—squirrel 
cage polyphase (3 or 2 phase) in- 
duction motors for all general pur- 
pose applications. The high pres- 
sure, die cast, aluminum squirrel 
cage rotor is practically indestruc- 
tible. Lubrication is by wool yarn 
method of circulating. 


Improved Tape Dispenser 


Cellophane tape can be better 
and more economically handled 
with a tape dispenser and slitter 
made by Permacel Tape Corp., New 
Brunswick, N. J. It handles tapes 
up to 1” width. A calibrated gage 
permits accurate control of tape 
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lengths up to 4” and two strips 
tape of pre-determined length ¢ 
be dispensed in a single operatig 
One or both pieces of tape can 
pulled from the machine as neede 
An over-ride permits withdray 
of unmeasured tape in any lengft 
The completely enclosed - slitt 
blade eliminates danger of operatg 
being cut. Slitter attachment is pera) 
manent part of the device. 


New Clamp Design 
Gives Longer Life 





A new type of bushing for its” 
series No. 210, 220, 228 and 24° 
toggle clamps will, according te 
Detroit Stamping Co., 408 Midland, 
Detroit 3, Mich., offer longer life 
under repeated stress and volum 
operations in the range from . 
to 800 lb pressure. The bushings” 
run full length through the clamp 
bars to provide more bearing sur=) 
face and are hardened to resist 
wear. Instead of an ordinary press” 
fit, the bushing is serrated and” 
locked in the clamp bars to prevent” 
turning and working loose. The” 
former design was a hardened pin” 
in bushings the thickness of the bat 
stock. The hard-bushed clamps are 
expected to minimize replacements” 
and provide accurate snap action at” 
all times. i 


New Design Increases Thrust 
Bearing Capacity, Life 


Rollway Bearing Co., Inc., Sey- 
mour St., Syracuse, N.Y., has raised 
the capacity of thrust brearings for 
heavy duty applications on extru- 
ders, generators, and pulverizers by 
9% and their life by about 29%. 
This was done by use of a different 
type of retainer design that sets long 
roller slots of five rollers each in 
alternate positions with short roller 
slots of four rollers each. Because 
the new staggered slotting increases 
the number of rollers exposed to 
the thrust load of the bearings, load 
capacity has been greatly increased. 
Thus, the bearings will carry a 590,- 
000 Ib load at 100 rmp where older 
types only attain 542,000 Ib at 100 
rpm. 
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WITH SCIENTIFICALLY-DESIGNED SMALLER CUP POINTS 


Tested comparatively by United States Testing Company® with standard cup 
point screws and screws with angled and serrated points, the new Allenpoint 
demonstrated (1) greater locking power at all measured installation vs 
removal torque pressures, (2) uniformly high shaft holding power in torque 
resistance tests, (3) unmatched performance under vibration, and (4) more 
complete shaft contact pattern. Sold only by leading Industrial Distributors. 
Write us for more facts about the results of these 
important tests of set screw performance. 










*Report No. E 5576, March 17, 1953. 





ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Cunnecticut U.S.A. 
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Hose Replacement 
Reduced — 


IRONSIDES STEAM HOSE 


How to lessen hose replacement yet maintain production? 
That was the cost problem faced by a large chemical 
company—and solved by Ironsides’ ability to give three 
times the service of other makes. Widely accepted as the 
strongest, safest hose for general steam service, [ronsides 
is braided with steel wire and bonded with rubber. Added 
braid of glass cord for insulation and extra strength. 
Kink-proof. Easy to handle. At least 4 times stronger 
than wrapped fabric hose yet costs no more. For economy, 
use lronsides—a Quaker exclusive for greater service 


and safety. 


Write for free folder and name of nearest distributor. 


OF PITTSBURGH 


PHILADELPHIA 24, PA. 


Branches in Principal Cities 


Please mention PURCHASING Magazine when writing to advertisers. 


Belting, Hose, Packing and 
Moulded Rubber of every 
construction for every need. 


| QUAKER RUBBER CORPORATION 
DIVISION OF H. K. PORTER COMPANY, INC. 
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Giass-Braid-Lacquered 
Meets Temperature Ex 


Wire that meets temperat 
tremes is now being produced 
Essex Wire Corp., Fort Wayne, 
It is the first UL-approved gh 
braid-lacquered wire with sili 
rubber insulation. Named Sil- 
retains its flexibility at —60F 
maintains its strong physical 
electrical properties at as high 
400 F. Among other advantages 
high resistance to flex cracking, ] 
dielectric constant, and an insy 
tion that is fungus-resistant. 
sizes of the wire have been 
proved for use in lighting fixtu 
up to 200 C and for radio and te 
vision hookup at temperatures 
to 150 C. It is recommended for 
in furnace control equipment. 


| 
Low Cost Thermostat | 
: 


Quick-make and _  quick-break’ 
close temperature control is mais 
possible by means of a new low cog 
thermostat. Called the Tri-Snap 
thermostat, this temperature regu- 
lator provides snap-action at mini- 
mum differential between “on” and 
“off.” It incorporates an adjusting 
screw, which is easily designed in 
varying lengths and contours to 
meet special location and knob or 
dial attachment requirements. The 
standard temperature range is —8§ New 
F to 300 F. Made by Westinghouse§ tion 
Electric Corp., Box 2099, Pittsburgh § and 
30, Pa. 301s 
from 
walls 
ing 1 

Capacitance Unit ideal 
Has No Moving Parts pack 


mor 

The new Tektor Level Control § spec 
manufactured by Fielden Instru- § maj 
ment Division, Robertshaw-Fulton § 1 a 
Controls Co., 2920 N. Fourth St,§ Kin 
Philadelphia, Pa., is an improved 
capacitance unit with no moving § fier 
parts. app 

Simplified electronic circuit op- § ens 
erates by a change in the electrical 
capacitance of the electrode caused 
by the approach of any material 
that flows. It provides control as 
close as 1/16” of liquid, divided 
solid, interface, conducting or non- 
conducting, wet or dry materials. 
Electrodes are rigid rods or discs 
and can be sheathed in corrosion 
resistant material. Electrodes avail- 
able for use with pressures up to 
2000 psi, temperatures up to 1500 F. 
The instrument operates on 115 
volt, 60 cycle, power supply. 


non 
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Not when you use KIMPAK™ 301 ! 





2. Dust, dirt, cinders that sift into the 














New KIMPAK 30] is the practical solu- Mas Th Aviom f hich 
tion to appliance surface scratching container. Lhe combination of hig 
and other marring damage. KIMpak creping and porous structure — exclu- SPECIFY KIMPAK 301 T0 
301’s ability to shield the fine finish sind with Ape He & i88 _aeomg SOLVE THESE INTERIOR 
from abrasive high spots on the inner CINGErS, WAICA May l0GgS Between te ; 
walls of cartons a Sisking and brac- packaging material and the surface. PACKAGING PROBLEMS: 
ne eas of crates makes : the 3. Abrasive action of harsh packag- Scratching 
deal protective agent In an appliance ing materials KimpaK 301 is soft p . 
: egmasis Ada ole As ressyre-markin 
package. And KIMPAK 301 costs no and non-abrasive . . . free from wood war ” g 
more than ordinary materials. It is splinters, dirt and other abrasive Staining 
specially comme’ to toe the three materials. No lumps, hard glue spots Corrosion 
major causes of scratching: or stiff wrinkles. of: 
: Eis ' ce Conformability 
1. Abrasiveness of the inner spacers. Scratching is but one of many prob- : 
Kimpak 301 provides a scratch-free, lems encountered in appliance pack- Ease of handling 
non-disintegrating, compressible bar- aging. These problems are solved with Appearance 
mer between inner spacers and the KIMPAK 301. For more details, contact Disint ti 
appliance finish. Its conformability the KIMPAK distributor in your area, ee 
ensures a snug package. or mail coupon below. 
Whatever your protective interior packaging requirements, 1 1 
. . . . . KimBeRLy-CLarK CORPORATION Dept. P-1 
there is a Kimpak specification that does the job. . . better! | Neenah, Wisconsin pt Fae 
| We would like to learn how new Kimpak 301 can | 
rovide better protection at lower cost for our products. 
A Product of | lease send complete information. | 
e | 0 ee OR Be ER | 
Kimber! = BPD STUD G vsechainensenetichiictinns | 
| Street Address | 
Cl ark | City Zone State | 
U.S. & FOREIGN COUNTRIES L meee ee eee eee eee eae eae eS ee SS er ersewsremelcrnme J 
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MUELLER BRASS CO. Economical Surface Measuring 


Instrument Is Available 





forgings 


B R A S S : B R re’ N 7 E An instrument that measures sup. 


face roughness by a non-destrue. 

tive test, and to a measured rang 

A N D) A L U M | N U M ex.ending from 1 to 1000 micro 
inches, is available. It enables sub. 

contractors located in scattered area 

to make parts to the same exact 

ing specifications. The operating de. 

tails are simple. When the diamond 

tip stylus moves across the peaks 

see and valleys of a surface to be meas- 
ured, the microscopic mechanical 

a motion is transformed into electri- 
a cal signals, which are indicated o 
: f a meter as roughness in micro- 


‘Ss inches. Device is made by Brush 
Yy Electronics Co., 3405 Perkins Ave, 
> 


Cleveland 14, Ohio. 








; T Substance Protects Paint 
FORGED TO ‘ | Spray Booth wats 
PERFECTION 
( PRECISION 
a Nal 7 P MACHINED 
" fe iy TO YOUR 
\ r A fp SPECIFICATIONS 


*. y A new substance protects the 

é. ol inner surfaces of spray booths a 

. well as turntables and stands, so that 

when paint overspray accumulates it 
may be removed easily and quick- 
ly. The product is of a paste-like 
consistency and is milky white i 
color. It can be applied to any sur 
1 face by brush, trowel or knife to 4 
IT’S YOURS! NEW 32-PAGE a thickness of about 1/16” . It can be 
FORGINGS ENGINEERING ae used in two ways. First, it may he 
ae covered by ordinary paper which 

MANUAL. WRITE TODAY a can be stripped off by hand whes 
overspray builds up. Secondly, the 

shield material can be used alone 

so that overspray strikes it directly, 


MUELLER BRASS CO. ies,’ Co, Qakaelt Fal wake 


; PURCHASING 
PORT HURON -: MICHIGAN 
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Whats 
the 


Factor 


Biggest 









PAINT PRODUCTS | 








—in buying maintenance paint? 


Is it price or is it cost? Is it what you pay per gallon 
of paint or what you pay for the job? 


Obviously it’s the cost . . . what you pay for the 
job. And that is why it pays to paint with Barreled 
Sunlight. True, you might have to pay a slight 
premium on the gallon price for Barreled Sunlight 
... but that premium earns a great big bonus in sav- 
ings on both paint and labor. 


Barreled Sunlight takes more thinner, as much as 
‘one gallon of thinner for every five gallons of paint 
... paint that gives you more square 
feet per gallon. You buy less paint. 


ase eee 


You cut the cost of your paint. But of far greater 
importance, Barreled Sunlight . . . famous for its 
bright, clean, solid hiding...gives you more yard- 
age. It covers more area per brush stroke . . . goes 
on much easier and faster. It cuts your labor’ costs 

. . often enough to pay for all the paint used on 
the job. 


Yes, and you can prove these points, to your 
profit, with a simple on-the-wall test which our 
representative nearest to you will gladly explain at 
your convenience. Write and he’ll promptly call. 


BARRELED SUNLIGHT PAINT COMPANY 
18-A Dudley St., Providence 1, R.1. 





erm, 
4 Sacreled 
suangnt ; 


SEND FOR THIS NEW CATALOG NOW... 
For full information on all Barreled Sunlight 
Maintenance Finishes . . . os well as Borreled 
Sunlight’s new and advanced “Engineered 
Color” Pian ... write today on your company 
letterhead for this new Borreled Sunlight Cota- 
log. No charge. No obligation. 


Barreled Sunlight 


o 


in whitest white or clean, clear, wanted colors, 
there’s a Barreled Sunlight Paint for every job 


For over half a century those who know the best in paints .. . for all types of buildings .. . have strongly insisted on famous Barreled Sunlight 
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nusual Care... 


The Milwaukee zoo used the mother of 
these kittens to nurse a baby leopard. 
Snowflake, a Pomeranian, is shown here 
caring for the “evicted’’ kittens. 





for Unusual Care on Long-Distance Moves 


Go the MAYFLOWER Way! 


> In long-distance moving unusual care means extra pro- 
tection, extra-precaution, extra attention to every detail! 
That’s what you want... and that’s what you get when you 
move your personnel the safe and easy Mayflower Way! 
Mayflower has standardized into its service—and in many 
cases pioneered—more major refinements in long-distance 
moving than any other carrier. Scientific personnel selection 
procedures, movers’ training school, equipment manufac- 
tured to special specification, organized, preventive main- 
tenance, special packing materials, and elimination of tail- 
gates are but a few. That's why it will pay you to call your 
local Mayflower representative whenever you have person- 
nel to move long-distance! 


AERO MAYFLOWER TRANSIT COMPANY - Indianapolis 


. CJ 
Mayflower’s organization of selected warehouse agents provide on-the-spot ee LN 


representation at the most points in the United States and Canada. Your local | Goo 


Mayflower agent is listed in the classified section of your telephone directory. Coors soransee OEE 





NATION-WIDE FURNITURE MOVERS 
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Mast Can Be Used for Low Ceil 4 
Work, or for High Stacking — 


A double telescopic mast can be 
lowered for working in low-cejj. 
inged areas, or extended for ex. 
tremely high stacking in othem 
when used on lift trucks. The m 
makes it possible for one truck 
be used both for entering and le 
ing or unloading in boxcars 
highway trailers, as well as 
high-stacking in storage areas. 
the need of a second truck is elimj 
nated, and the time necessary 
transferring loads one to the oth 
is saved. The mast consists of 
short masts, the first mounted 


conventional position, and the other 


mounted in place of the carriage, 
Made by Towmotor Corp., 1226 EB” 
152nd St., Cleveland 10, Ohio. 


Explosion-Proof Trouble Lamp 
Used in Hazardous Locations 


Risks in inspecting the interior 
areas of oil and gasoline drums or 
process vessels and tanks are greatly 
reduced with a new explosion-proof 
trouble lamp. Similar to the power- 
ful beam of a flashlight, the concen- 
trated beam of this lightweight lamp 
assists maintenance at hazardous 
locations. If one or more explosions 
were to take place in the lamp com- 
partment caused by an arc in the 
lamp socket, flame-tight threaded 
joints located around the lens hous- 
ing and along top and bottom sec- 
tions of the lamp compartment, con- 
fine explosion flames within the 
lamp compartment. Made by 
Crouse-Hinds Co., 7th North St, 
Syracuse, N. Y. 


Non-Flammable 
Hydraulic Fluid 


A non-flammable hydraulic fluid — 


has been developed combining max-~ 


imum fire resistance with top hy- 
draulic efficiency by E. F. Houghton 


& Co., 303 W. Lehigh Ave., Phila- | 


delphia 33, Pa. 
Known as “Houghto-Safe”, it is 
a non-toxic non-corrosive liquid for 


use in hydraulic equipment oper- © 


ated near open flames or adjacent 
to extreme heat. 


In hydraulic pump tests, the” 
fluid has shown the lubricating — 


ability of high grade petroleum 
hydraulic oils. It will not freeze and 
is easily pumpable at working tem- 
peratures down to OF. 

The viscosity index of the liquid is 
150. It can be used, efficiently, at 
1,000 p.s.i. pump pressure. 
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SQUARE D cEED-IN DUCT \ 


is the most efficient Way to transmit large 
amounts of power. It provides the lowest know? 
voltage drop—only 1.8 volts per 1000 amperes 


per 100 feet. 
Exclusive design require 
—permits 4 totally enclosed, compact, dust-ex- 


cluding enclosure. Rigid construction provides 


high resistance to hea 


SQUARE D PLU 


provides flexible powe* 
circuits. Machinery c4™ 
at minimum cost. Plug-in 4 
tached at frequent intervals 4 
of the duct, providing power wher 


when it's nee 


me a2 ad he SEP RRS 
we oF —$+-—-+—-+- 
- - 


s no ventilation 


vy electrical stresses- 


G-IN puct 


distribution for branch 
be reart anged quickly 
nits can be at- 
long the length 
eit's needed, 


a 


FLEXIBLE CONNECTORS of 


provide greater ™ laminated copper join bus bars be- 
Cirevit tween —permit proper align 


maintenance Co resistance to short-circuit stresses- 

__- unnecessary f° select mating ends before breaker or fusible tyPe plug-in units ore easily ment, insure tight joints and P e 

or hanging duct se _ installed ot 9-foot intervals along both sides for expansion and contraction at 

i installed bolts permit of the duct. the round bus Plug-in duct joints. All bolt heads face 
easy maintenance. bars with exceP . outward for greater accessibility. 


NEW JOINT DESIGN. Feed-in Duct joint ROUND Bus BARS for Plug-in Duct 
echanical strength and 


design saves installation time and reduces 
st. Duct ends are identical 


ask YOUR ELECTRICAL pIsTRIBUTOR FOR SQUARE D propDucTs 


square 1) COMPANY 

















ALUMINUM ARSENIC 


BABBITT LEAD 


ALLOYS 


CHROMIUM 


FERRO ALLOY 


LOW MELTING ALLOYS MERCURY 
SEM! RARE METALS 

SELENIUM 
NICKEL POWDERED METALS 


TYPE METALS 
TIN TUNGSTEN 


SILICON SOLDERS 





WHITE CASTING Ma 


Rx for Metal Troubles— 
“BETTER BUY BELMONT” 


“Putting METTLE into METALS since 1896” 


S = Belmont— 


mae SMELTING & REFINING WORKS, INC. 
309 BELMONT AVENUE, BROOKLYN 7, N. Y., Dickens 2-4900 





all metals « all alloys « all forms 





SLecl 
WASHERS 


for all your 


EQUIREMENTS 







Standards 
... Specials 


When you get an ear ring for washers, 
answer the lads with standards and specials 
from Joliet. Thousands of special dies 
in many shapes and forms to meet your 
needs — 9/32" to 8" O.D., gauges No. 28 
to 3/8". A variety of finishes available . 
including: Electro-plating, Galvaniz- eer en 
ing, Parkerizing and Cyanide hardening. our special concern 





Yo uremergency 








After All! There's no substitute for quality and service. 


JOLIET WROUGHT WASHER CO. 


203 CONNELL AVENUE, JOLIET, ILLINOIS 
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Scale Forming Elements 
Effectively Controlled 


Designed to reduce and pre. 
vent hard scale formation in boil. 
ers, heat exchangers, bottle wash. 
ers, air conditioning systems, ete, 
the Aqua Electric Scale Contr 
minimizes scale trouble regardless 
of local water conditions. 

It uses no chemicals relying, in. 
stead, on the creation of a physical 
change in the water-borne particles 
and salts which cause scale. This ig 
done by passing the water through 
an electrical field of the proper in. 
tensity and having the colloidal par- 
ticles and dissolved salts act as a 
conducting medium picking up an 
electrical charge in proportion to the 
conductivity of the water itself, 
Scale forming elements are con- 
trolled so effectively that even the 
worst water conditions will only 
build up a soft scale of sludge that 
can be flushed out under normal 
pressure. 

Aqua Electric Scale Control Ine, 
2028 East 22nd St., Cleveland 15, 
Ohio, is the manufacturer. 


Machine Automatically Feeds, 
Marks and Ejects Flat Objects 





A machine made by Markem 
Machine Co., Keene 40 N.. H., will 
print on flat folding boxes, corru- 
gated cartons, plastic panels and 
other flat objects up to %4” thick- 
ness. Objects to be marked are 
automatically fed into the machine, 
printed and ejected at a rate of 80 
imprints per minute. This means 
faster, more economical imprinting 
of variable information on products, 
parts or packages. Items are printed 
when and as needed eliminating box 
or label inventory problems. The 
maximum imprint area is 2-5/16” by 
6-11/16” and the imprint may be 
located anywhere in an area 5” by 
11”. Maximum thickness of objects 
to be marked is 34”. 
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Put yourself 
in this worker’s 


place... 
eee NT 
i Wed a. You’d know immediately why 
; .' | new Scott Industrial Wipers 


| are setting a new standard 
for industrial wiping 





Scott Wipers are disposable. A thrown- 
away wiper carries harmful liquids 
and metal chips with it, thus protect- 
ing the workers from major causes of 
crippling dermatitis. 


Within just a few short months, Scott These strong, absorbent Scott Wipers are 
Industrial Wipers have taken hold fast. designed for almost any wiping job. They 
More and more key men are finding that are uniform in size, color, and absorbency. 
industrial wiping can be scientific—a regu- One Scott Industrial Wiper can be used 
lar phase of production. several times before being thrown away. 


SCOTT PAPER COMPANY 

















| For further information, fill out the coupon and mail 

J to Scott Paper Company, Dept. P-D, Chester, Pa, 
Experience shows that it will be to your | 
advantage to let us make a survey of Name 
your individual requirements to see how | mite 
Scott Industrial Wipers can best fit into 
your operation. For more information, { Company 
fill out this coupon or contact your local Adie r 
Scott distributor. | > 

City State 
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FASTER PRODUCTION 
WITH JADE-LITES, 


thanks to the LUSTRA MAN “3 


says The Philadelphia 
Thermometer Company 








THIS REPORT from Mr. L. W. Scanlan, General Manager, 
may help you improve your own operations: 

“The ordinary slimline and fluorescent tubes formerly used 
in our production department caused an annoying amount of 
glare. At the suggestion of our local Lustra Man we installed 
Lustra Jade-Lite Fluorescent Tubes and immediately found 
that both glare and eyestrain were eliminated ...with the end 
result that production has been importantly speeded.” 


Like other plant men the country over, you'll find that your 
local Lustra Man can reduce glare and step up the “see-ability” 
required for top efficiency in precision work areas...with 
Lustra Jade-Lite Fluorescent Tubes. 

More than that, your Lustra Man is thoroughly qualified 
to solve practically any individual lighting problem and give 
you added lighting effectiveness at less cost with the full 
quality line of Lustra Double Duty Lamps, Fluorescent Tubes 
and allied electrical products. 


Write us for literature giving the whole Lustra story. 
Lustra Corporation, Dept. V-10,36 Washington St., B’klyn 1, N. Y. 


AMERICA’S DATED LAMPS 





DOUBLE DUTY REFLECTOR LAMPS, INCANDESCENT LAMPS, FLUORESCENT TUBES, SPOTLITES AND ©: OODLITES, 


RUGGED DUTY LAMPS, FLUORESCENT FIXTURES AND STARTERS 
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Compact Snow Remover 


Pioneer Gen-E- Motor Corpora- 
tion, 5841 West Dickens Ave., Chi- 
cago 39, Ill., has a compact snow re- 
mover for sidewalks and driveways. 
It is capable of quickly cutting a 
path in snow as deep as 24 in. It is 
powered by a 4-cycle, 2 hp. gaso- 
line engine. It has an adjustable 
chute to throw the snow to either 
the right or left side. It is extremely 
easy to handle, rolls on four wheels, 
with adjustable front wheel units 
for clearing rough driveways or 
smooth walks. 


Dual Purpose Respirator 





A dual purpose respirator, with 
twin cartridges for organic vapors 
or filters for dust, keeps inventories 
of respirator parts to a minimum. It 
is only necessary to buy one com- 
plete respirator plus other elements 
desired. As No. 99 respirator, for 
organic vapors, it has twin 85 cc 
cartridges with inhale and exhale 
check valves to prevent rebreathing. 
As No. 96 respirator, for dusts, it 
has twin treated wool-felt filters 
with high filtration factors. Car- 
tridges or filters, as the case may 
be, are quickly replaced from the 
front by unscrewing retainer caps. 
Made by Chicago Eye Shield Co. 
2300 Warren Blvd., Chicago 12, Ill. 
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CHESTER = Ueczicc < HOISTS 


MODEL E: 5 sizes, % to 2 
ton. Flexible wire rope- 
cable lift, pendent push 
button control. Lifting 
speeds 15 to 38 f. p. m. 


MODEL EC: 3 sizes, % to 
1 ton. Welded alloy steel 
link chain lift, pendent 
rope control. Lifts adapt- 
able up to 66 fi, 
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designed to help you put more 
heavy handling jobs on a 
paying basis in your plant 










COMPARE these new Chester Electric 
Hoists ... for efficiency of design... 
rugged durability . . . quality features of 
motors and parts...and for easy, 
smooth operation. 

Chester Electric Hoists in your plant 
can pay for themselves in a remarkably 
short time...in cutting costs of your pres- 
ent load lifting and spotting operations. 














Ask your distributor for complete informa- 
tion on the new Chester Electric Hoists, or 
write us now for these descriptive specifi- 
cation folders, E 853 and EC 953. 





CHESTER HOIST DIVISION 
The National Screw & Mfg. Co. 
Lisbon, Ohio 





FASTENERS S £ HODELL CHAINS CHESTER HOISTS 
- 
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OVER ONE HUNDRED YEARS OF CONTINUOUS SERVICE. ROUNDS, SQUARES, FLATS, HEXAGONS, OCTAGONS 


it’s the 
























Write today for your FREE COPY of the 
Wheelock, Lovejoy Data Book, indicating your 
title and company identification. It contains com- 
plete technical information on grades, applica- / 
tions, physical properties, tests, heat treating, etc. 


right time 


to Investigate the 
Qualities of 


ALLOY STEEL 


America’s largest clock was recently 
rebuilt for a spectacular illuminated 
sign in Chicago. It measures 50 ft. in 
diameter — hands and movement 
weigh 3000 lbs. The new driveshaft 
was made from 6 ft. of 34-inch 
round “‘B”’ No. 3X heat-treated bar, 
chosen for its machinability as well 
as its high physical properties. 


“B” No. 3X heat-treated bars ma- 
chine more readily and finish more 
smoothly than standard alloys be- 
cause of their particular analysis 
and method of manufacture. They 
cut costs by eliminating distortion, 
scaling, straightening — and often 
grinding —as well as the cost of 
heat-treating finished parts. 


HY-TEN “B” No. 3X bars are used 
for a wide range of applications. A 
trial order will convince you of their 
true economy. Just call your nearest 


Ny representative. 


» iP 





WHEELOCK, 
LOVEJOY = 


& COMPANY, 


<BuI> 


and AISI 


Warehouse Service 


CAMBRIDGE «+ CLEVELAND 
CHICAGO + HILLSIDE, N.J 
DETROIT « BUFFALO 
CINCINNATI 


INC. 
In Canada 
ERSON- NEWBOULD, LTD., MONTREAI 


and Cleveland ¢« Chicago « 
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Detroit 





140 Sidney St., Cambridge 39, Mass. 
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Hillside, N.j. ¢ Bulfalo ¢ Cincinnati 


Please mention PURCHASING Magazine when writing to advertisers. 








Handling Efforts Reduced 
With New Drum and Barrel Truck 


A self-loading and _ unloading 
drum and barrel truck made by’ 
Bond Foundry & Machine Co, 
Mannheim, Pa. has a double-ended, 
spring action chime hook to fit both 
drum and barrel. This construction, 
coupled with a floating axle, means 
that the operator does not tilt the 
drum backwards to get forks under 
drum or barrel. Instead, the oper- 
ator approaches the drum, tilts 
truck to engage the chime hook and 
then pulls down on the truck han- 
dles. The drum automatically slides 
onto the fork trucks and the loaded 
truck is ready to roll. The truck 
stands upright for safe easy storage. 


Also Noted... 


There need be no more fogging 
troubles with eyeglasses, sunglasses 
or goggles, according to the Buck- 
ley Corp., 607 Fifth Ave. New 
York 17, N. Y. It manufactures a 
non-toxic, non-inflammable, non- 
greasy liquid which can be quickly 
applied with a plastic applicator and 
will keep glasses free from fog or 
mist for 24 hours with one applica- 
tion. 


Protection of metal surfaces 
against corrosion is provided by 
Barcote No. 600 a leaded petroleum 
compound which may be applied 
by either brush or air spray. It 
flows at 0 F and does not emulsify 
with water. It resists the action of 
salt water. It expands and contracts 
without flaking, blistering or fail- 
ing. Made by Brooks Oil Co., 934 
Ridge Ave., Pittsburgh 12, Pa. 


Phosphor bronze in custom rolled 
strip up to 6” wide and down to 
.0005” to tolerances as close as 
+.0001” is available in any quan- 
tity from 1 lb to thousands of 
pounds in these exacting specifica- 
tions from Industrial Div., Ameri- 
can Silver Co., Inc., 36-07 Prince 
St., Flushing 54, N. Y. 


Plasteel Products Corp., Washing- 
ton, Pa., says it has developed the 
first protected metal roof deck. The 
deck combines the _ structural 
strength of steel with three highly 
protective coatings—a bond coat, a 
weather-sealed asphaltic coating and 
a pure mineral mica topping. It 
provides a superior decking with a 
built-in vapor barrier that resists 
corrosive influences and high hu- 
midity conditions. 
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For tractors and implements... 





NEW HYATT BARREL BEARINGY 


You’re looking at a cross section of industry’s newest 
find—the bearing that’s built with barrel-shaped rollers! 
Developed by Hyatt, the Barrel Bearing is of true 
dual-purpose design—it takes load from any direction. 
But more than that, the Barrel Bearing is self-aligning 
—and misalignment of supporting parts cannot cause 
excessive wear, as it does with ordinary bearings. Now 
in volume production, this new bearing is in the newest 
trucks and busses, in farm, textile and construction 
equipment, and in many types of oil field machinery. 
In fact, if you own a new car there’s a good chance 
that Barrel Bearings are in the wheels and differential. 





for construction equipment and 
many types of new machinery. 


YATE ROLLER BEARINGS 


pat chess: ~ieanamanted ee HYATT BEARINGS DIVISION + GENERAL MOTORS CORPORATION - HARRISON, N. J. 
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TEOR SPARE PARTS 


PACKAGING..¢ 
CLEVELAND CONTAINERS 


METAL END FIBRE CANS FOR UNIT PACK AND INTERMEDIATE 
PACKING... For both MILITARY and CIVILIAN USES. 


SAVE TIME in packaging . .. EXPEDITE repairs by having avail- 
able spare parts needing frequent replacement. 








These cans provide a continuous barrier and permit the reduction 
or elimination of preservatives and internal wraps. 


* * * 
MIL-C-12147(A) MIL-C-5405 MIL-C-12804 


Spare Parts and Supplies packaged in cans made under the above 
regulations meet all the requirements of Method 1A and Method 
IC, Unit Packaging, under MIL-P-116A. 


This packaging is approved and currently in active use by most of 
the technical branches of the government. It is in rapidly growing 
use, also, in many civilian applications. 


Substantial savings are being made daily through the use of this 
method of packing. Write or call us . . . We will provide the 
technical help. 


Ue CLEVELAND CONTAINERG| 


6201 BARBERTON AVE. CLEVELAND 2, OHIO 
e All-Fibre Cans ¢ Combination Metal and Paper Cans 
® Spirally Wound Tubes and Cores for all Purposes 
* * * 
PLANTS AND SALES OFFICES: Cleveland, Chicago, Detroit, Memphis, Plymouth, Wisc. 
Ogdensburg, N.Y, Jamesburg, N. J. © ABRASIVE DIVISION at Cleveland. 


SALES OFFICES: Grand Central Terminal Bldg, New York City; Woshington 
Ges Light Bidg., Washington, D.C; West Hartford, Conn; Rochester, N.Y. 


Cleveland Container Canada, itd.: PLANTS AND SALES OFFICES: Toronto and 
Prescott, Ont. © SALES OFFICE: Montreal. 
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A two-speed transmission for 
small trucks is made by H. S. Wat. 
son Co., Emeryville, Calif. Called 
the “Brownie Junior,” it is avail. 
able as an overdrive or an under. 
drive. Complete installation kits 
with instructions are available for 
all popular truck makes. The trans- 
mission provides extra gearing at 
a reasonable price. 


An acoustic tile of life-time terne- 
coated stel is made by Tach-Fast 
Mfg. Co., Inc., Lonaconing, Md. The 
steel supports a sound absorbing 
blanket of woven mineral fibers, 
The tiles can be painted and re- 
painted without impairing | their 
acoustical properties. 


Ozo Sales Corp., P. O. Box 141, 
New Haven, Conn., says its hand 


JAN 





dryer and rest-room deodorizer cuts 
costs three ways: its cost is only 


25% of other electric dryers; there — 


are no installation costs—two bolts 
mount it; it eliminates towel ex- 
penses and cleaning labor. 


A faucet washer produced by the 


J. A. Sexauer Mfg. Co., Inc., 2803-05 


Third Ave., New York, N. Y. is 
made with fiberglas which with- 


stands temperatures up to 1200 F- 


and has a tensile strength of 460 Ib- 


compared with 80 lb for cotton” 
duck. The fiberglas is bonded to a- 


special du Pont compound that is 


impervious to all water impurities. | 


An inexpensive dispenser for wa- 


terless skin cleaners, manufactured 


by the Sugar Beet Products Co., 
Saginaw, Mich. can be easily mount- 
ed on a wall or other convenient 
surface and has trouble-free dis- 
pensing mechanism. 


A low temperature chilling ma- 
chine for production chilling of ball 
and roller bearings for stabilization 


is announced by Sub-Zero Products — 


Co., Reading Road at Paddock, Cin- 
cinnati 29, Ohio. It will operate at 


—150 F. It has a capacity of 22 cf | 


and a thermal capacity of 4000 
Btu/hr. Forced flow of convection 
fluid, Freon 11, through parts bas- 
ket cools 170 lb/hr steel from 80 F 
to —120 F. 


CSI Sales Company, Solon Center 
Bldg., Solon, Ohio makes a cable 
splice rubber tape which is imper- 
vious to copper, has 19,000 v dielec- 
tric strength and is acid and corro- 
sive resistant. Completely water- 
proof, it has extreme cohesive prop- 
erties, making it possible to apply 
the tape lengthwise by pinching. 
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Today’s high speed adding and calculating machines 











A typical printing calculator. This machine is more complex than an ordinary 


adding machine in that it has rapid facilities for multiplication and division. 


HEN it comes to considering 

the purchase of adding and/or 
calculating machines, the prospec- 
tive buyer is faced with a rather 
complex situation. Unlike type- 
writers, which are manufactured by 
only a few companies and which 
basically operate in the same man- 
ner, the adding-calculating field is 
much more diversified from the 
standpoint of operation as well as 
manufacture. 

For the moment, let us just con- 
sider adding machines. These ma- 
chines, although most of them sub- 
tract, multiply, and divide in addi- 
tion to plain adding, differ from ca!- 
culators in that the adding and sub- 
tracting features are their main as- 
sets and in that they print out their 
on paper tape. Most of 


answers 





Unlike a regular calculator, however, it prints its answers on a paper tape. 


them do their multiplication and di- 
vision through repetitive addition 
or subtraction although a few of the 
manufacturers’ models do handle 
these mathematical processes di- 
rectly. In addition to the mathe- 
matical “capabilities” of the ma- 
chines, there are two “standard” 
keyboards. One style consists of 
10-keys and the other is referred 
to as a full keyboard. (The full key- 
board has columns of numbers, 1 
through 9, totalling the listing ca- 
pacity of the machine.) 

The difficulty in buying adders is 
not so much the case of “What 
brand do I want?” but more accur- 
ately “What job is the machine go- 
ing to perform?” Again, perhaps 
unfortunately, it is almost impossi- 
ble to standardize on one particular 
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By G. H. Gutekunst, Jr. 





Take the "Work’ 
Out of 


Figurework 


make and model for use throughout 
an entire company. While the ag- 
counting department may feel that 
a 10-key machine with direct mul- 
tiplication feature is essential for 
them, engineering or production may 
find that the same machine does 
not completely serve their needs or, 
perhaps, be even “too good” for 
their use. In another case, it might 
be advisable for inventory control 
in one company to use a full key- 
board to tabulate their stocks and 
another company find it essential to 
have a full keyboard machine with 
a “split keyboard” so that parts 
numbers as well as quantities can 
be simultaneously entered. 
Basically, it all boils down to the 
fact that an adding machine must 
be “job purchased”. That doesn’t 
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iecessarily mean that a new ma- 
hine must be added each time a 
new job crops up. It means, rather, 
that the potential buyer must de- 
termine what are the primary func- 
tions the machine must contend with 
and then decide make and model on 
that basis. 


Many Types Available 


Let’s take a quick look at some 
of the machines on the market and 
let the manufacturer, or distributor, 
tell us what the “key” features of 
the machines are. 

Addo Machine Co., New York 
City, distributors of Swedish-made 
Addo-X Adding Machines. Addo-X 
machines are 10-key manual and 


This calculator provides a separate multiplier keyboard. Notice 
control keys which provide a variety of automatic mathematical 


operations and sequences. 
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A 10-key adder 
that provides a visi- 
ble dial as well as a 
printed tape. Note 
also the extra “00” 
and “000” keys for 
inserting multiple ci- 
phers at one stroke. 


electric with all models providing 
direct subtraction and some models 
producing a credit balance. All ma- 
chines are equipped with “Step-O- 
Matic” which increases the speed 
of multiplication by automatically 
transferring the figure to the next 
higher column. 

R. C. Allen Business Machines, 
Inc., Grand Rapids, Mich. The R.C. 
Allen line consists of machines 
ranging from small manual adders 
up to 13-column electric machines. 
The VisOmatic (electric line) fea- 
tures include what the manufacturer 
calls Triple Visibility—visible key- 
board, visible printing, and visible 
answer dials. R. C. Allen makes 
both 10-key and full keyboard ma- 





chines. The VisOmatic series are 
all full keyboard machines. 

Barrett Adding Machine Division, 
Lanston Monotype Co., Philadel- 
phia, offers 10-key manual and 
electric machines with special em- 
phasis on the machines’ visible 
answer dials and automatic back 
space and multiply. Both manual 
and electric machines also feature 
direct subtraction. 

Burroughs Co., Detroit. Full key- 
board manual and electric machines 
with special adders for totalling 
fractions, and split key board ma- 
chines for accumulating separate 
totals of two classes of items. Uses 
Burroughs Reciprocal Table for di- 
vision. 

Clary Multiplier Corp., San Ga- 
briel, Calif. Full keyboard manual 
and electric machines. These ma- 
chines feature a Thumb Add Bar 
located under the columns of keys 
in addition to add bar in regular 
position on side of keyboard. Has 
two total keys, one on each side of 
keyboard. Prints credit totals. 
Provides space for additional key 
to increase listing capacity. 

Monroe Calculating Machine Co., 
Inc., Orange, N. J. 10-key and full 
keyboard electric machines. Com- 
pact size and special slope of key- 
board. Prints minus items and cred- 
it balances in red. Monroe ma- 
chines can be equipped with wide 
or narrow carriages. Grand Total 
models have two registers, both with 
automatic negative total and sub- 
total feature. 

National Cash Register Co., Day- 
ton, Ohio. National “Live” Keyboard 
Adding Machines contain no sep- 


This calculator has no ciphers appearing in the answer dials 
to the left of the last real number. It also uses a different color 
in the “cents” column to make it easier to read the result. 
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The B Acs 
Best Friend! 


Ever happen to you? 


Requests for quotations on several items must go to umpteen suppliers .. . rush. 
Typing all these requests will mean delay, and can mean costly errors, but you 
can’t afford either possibility. 


Here’s where the Transcopy photocopying method is your best friend. 

It gets these price inquiries out of your hair... into the mail in a hurry 

... producing perfectly legible, perfectly accurate positive copies at 
better than one per minute. 


Copies of specifications, copies of quotations or correspondence 
... the Transcopy method will reproduce any record for you, 
either through the Transcopy-Portagraph printing and copying 
combination pictured above, or the all-in-one Transcopy 
Duplex unit, whichever suits your operation best. 


For revealing data on these two ‘solutions to any P.A.’s 
photocopying problems, write for folders P344 and P334 
today. Just address Remington Rand, Room 1655, 315 
Fourth Avenue, New York 10, N. Y. No obligation. 


00°: Momington Fkand:::: 


PROFIT-BUILDING IDEAS FOR BUSINESS 
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arate motor bar. Complete depres- 
sion of key in full keyboard enters 
and prints figure. Large amount is 
entered by partially depressing all 
keys except last one, which is used 
to enter and print amount. Prints 
credit and sub-credit balances. Has 
visible dials and operator can choose 
single or double spacing. 
OTA-Business Machines Division, 
Asheville, N. C., distributors of 
Swiss-made Resulta Adding Ma- 
chines. 10-key, electric machine fea- 
turing automatic credit balance. Has 
a repeat key for continued opera- 
tion in addition or subtraction. Prints 
all sub-totals, totals and credit bal- 
ances in red. Rear feet rollers facili- 
tate moving the machine. Made in 


Unusual key board of this calculating machine is designed for 
one-hand operation. Note three keys marked “I”, “II” and 


“IN” for individual clearing of registers. 





This is an adding 
machine that uses 
both sides of key- 
board for locating 
control keys. It has 
two “total keys” at 
the top, one on each 
side, and an addi- 
tional “add bar’ at 
the bottom for 
thumb operation. 


8-column and 10-column 
capacities. 

Plus Computing Machines, Inc., 
New York City, distributors of Eng- 
lish-made Plus Adders and Adding- 
Calculators. Manual and electric ad- 
ders, one style with conventional full 
keyboard. Other style uses columns 
containing figures 1 through 5. An- 
swers not printed but appear on 
numbered dials at front of machine. 
Company also produces a Time-Cur- 
rency Adder for totalling hours and 
minutes or hours, minutes and sec- 
onds, and dollars and cents. 

Precisa Calculating Machine Co., 
Inc., Salt Lake City, Utah, distribu- 
tors of Swiss-made 
chines. 10-key manual and electric 


listing 


Precisa ma- ° 





machines. (Can be had with 12-keys, 
The two additional keys insert two 
or three ciphers at one time. Base oi 
keyboard has three keys labelled 0, 
00, and 000.) Features Recall Key 
which restores the last printea 
amount regardless of machine’s pre- 
vious operation. Prints credit bal- 
ance and has automatic multiplica- 
tion feature. 

Remington Rand, Inc., New York 
City. 10-key manual and electric ma- 
chines. Prints credit balance and 
features electrified multiplication. 
Column selection indicator shows 
number of digits entered and their 
columnar position for each entry be- 
fore figure is printed on tape. 

Smith - Corona, Syracuse, New 
York. Hand operated machines only. 
Full keyboard machines available 
with separate correction control key 
for each column. Error key clears 
entire keyboard. Clear signal prints 
automatically with first item entered 
on machine after previous listing is 
totalled. 

Victor Adding Machine Co., Chi- 
cago. 10-key and full keyboards in 
both manual and electric models. All 
machines feature direct subtraction 
and automatic credit balance. Duo- 
Control Keys (sub-total and total— 
Non-add and repeat) located off the 
keyboard. Some models have deci- 
mal marker to facilitate decimal lo- 
cating. 10-key machines have visible 
dial in addition to printed tape. All 
machines automatically punctuate 

. with commas and decimals. 
“With the indications above, it is 
clearly evident that the adding ma- 
chine field has much to offer the 
(Please turn to page 290) 


This adding machine not only prints out its answer but also 
gives result in dial at the top of the keyboard. All the major con- ’ 


trol keys are located at the right of the keyboard. 
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Jj. W. Wibel Elected Vice Pres. 
of Gray Manufacturing Company 


The Gray Manufacturing Com- 
pany, Hartford, Conn., producer of 
the Gray Audograph dictating 
equipment, has announced the elec- 
tion of John W. Wibel = vice presi- 
dent of the company. *, Wibel has 
been counsel for the Lesitt since 
1945 and secretary since 1948. He is 
also vice president of the Audograph 
Company of Ohio and secretary of 
the Audograph Company of New 
York and Gray Research and De- 
velopment Company, Inc., Man- 
chester, Conn., subsidiary companies 


CoE SF 


Sheppard Co. Has New Vice Pres. 





Gerald S$. Mayham 


The C. E. Sheppard Company, 
Long Island City, N. Y., manufac- 
turer of Cesco loose leaf equipment 
and business forms, has appointed 
Gerald S. Mayham as vice presi- 
dent in charge of sales. 


a. Me oe 


Smith-Corona Introduces New 
Model “88” Office Typewriter 


A completely new Smith-Corona 
office typewriter has been announced 
by Smith-Corona Inc., Syracuse, 
N. Y., formerly L. C. Smith & 
Corona Typewriters Inc. 

The new model, known as the 
“Eighty-Eight”, features an excep- 
tionally rigid segment mounting fo 
smoother and firmer action and a 
0 per cent increase in the range of 
“touch” selection. Retained from 
earlier designs are the “Page Gage”, 
the interchangeable platen, half- 
Spacing and floating shift. The new 
machine derives its name from the 
four extra symbols added to the 
keyboard which brings the total 
number of keys to 88. Its color 
scheme is a subdued gray-green 
combination. 


January, 1954 





LUTE PEERLESS FEATURE 
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EASY 
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One of the outstanding features of the famed 
Peerless 6600 Series Filing Cabinets is the design 
and construction of the drawers. All of the drawers 
for these units are completely welded to assure 
rigidity throughout their full 26'’ filing capacity. 
In addition the follower blocks are guided along 
three sides—not just one—to eliminate binding 
and permit papers in the bock to be easily filed 
without jamming. 


All Peerless Filing Cabinets are attractively finished 
in baked enamel and fitted with distinctive hard- 
ware which will harmonize with any office. 


For further information, see your regular Peerless 
dealer, or write us for the name of a dealer 
near you. 


All Peerless Drawers are so constructed that the fol- 
lower blocks may be readily removed and frames 
for suspended guides substituted if preferred. 


6624 Hasbrook Avenue, Philadelphia 11, Pa. 
New York Chicago Dallas Los Angeles 


Please mention PURCHASING Magazine when writing to advertisers. 


PEERLESS STEEL EQUIPMENT CO. 











PENCIL SHARPENER PLACEMENT 


AND INCREASED OUR 
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“OFFICE EFFICIENCY.” 


Apsco 
products inc. 
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says Virgil Waters, director of 
Purchasing, Utility Trailer Manufacturing 
Company of Los Angeles. ‘The huge 
cargo-carrying trailers we build require an 
infinite amount of paper work before 

they're completed. We must take advantage 
of anything that will help to reduce 
overhead. That's why we have increased the 
number of pencil sharpeners in the plant, 
the office, and the engineering department 
to help us eliminate lost motion, to 

increase efficiency, and to reduce errors.” 


Let Apsco help you reduce your 
operating costs! 


APSCO PRODUCTS INC. 
Dept. P-2 

336 North Foothill Road 
Beverly Hills, California 


Gentlemen: 


Please send me your free booklet on reducing my 
company’s overhead. 


(Attach coupon to your letterhead, or business card 
and mail today!) 





Peerless Photo “Dri-Stat” {g 
Making Copies by “Dry” Meth 





A new “Dri-Stat” process for pro. 
ducing prints of any original mate 
rial by the “dry” or transfer method 
has been announced by Peerles 
Photo Products, Inc., Shoreham, 
Long Island, N. Y. 

The line of equipment and mate 
rials encompasses a complete rang 
of printing and processing equip 
ment, specially coated papers ands 
single processing solution. Chi 
among the items is a flat-bed printer 
that is 5% inches high with a bel 
9 inches by 15 inches. The printer 
is capable of handling bulky mate 
rials such as books, bound records 
or catalogs. 

According to Peerless, a singe 
movement closes the printer, turns 
on the light and exposes the papet 
An extremely efficient lighting sys 
tem provides uniform illumination 





over the entire printing surface, and 
accurate exposure control by a pre 
set electrical timer gives clear, sham 
copies. The built-in timer is claimei 
to be accurate to within 1/10th d 
a second, 


mim FF 


Learson Named General Sales 
Manager in IBM Promotions 





T. V. Learson, sales manager @ 
the electric accounting machine div 
sion of International Business Me 
chines Corporation, New York City, 
has been appointed IBM’s generd 
sales manager. Mr. Learson’s new 
administrative responsibilities wil 
embrace all four product division 
of IBM; electric accounting machine, 
electric typewriter, time equipmemt 
and applied sciences: Mr. Learso 
has served IBM in many salé 
executive posts, including electrit 
accounting machine manager in 
Philadelphia office and district mat 
ager in the Detroit area. 

Orland M. Scott, IBM district 
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manager with headquarters in Cin- 
cinnati, succeeds Mr. Learson as 
sales manager of the electric ac- 
counting machine division. He had 
served also as branch manager in 
Terre Haute and Fort Wayne, Ind. 
Bruce S. Chandler, Jr., has been 
named to take over Mr. Scott’s post 
as district manager at Cincinnati. 
Mr. Chandler had previously served 
as branch manager in El Paso, 
Texas, and Des Moines, lowa. 
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Diebold Names Buffalo Manager 





Francis J. Chute 


Diebold, Inc., Canton, Ohio, has 
appointed Francis J. Chute to the 
post of branch manager of the com- 
pany’s Buffalo office. Mr. Chute 
joined Diebold in October, 1947, as 
a systems salesman and has proven 
his sales ability by gaining member- 
ship in Diebold’s 100% Club, an 
exclusive club composed of the 
firm’s sales leaders. 


FF 


McBee Names Buffalo Manager 


Regis H. Kennedy has been named 
manager of the Buffalo office of the 
McBee Company, Athens, Ohio. Mr. 
Kennedy joined the firm in 1940 and 
has been assigned at various times 
to Buffalo, Cleveland, New York and 


Caracas, Venezuela. 
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Intercom Telephone Systems for 
Small Business Establishments 


A new, low-cost intercom tele- 
Phone system for small business 
establishments is announced by 
Ericsson Telephone Sales Corp., 
New York City. 

The installation needs no central 
station or equipment. All mechan- 
ical needs are contained inside the 
Standard size wall or desk set. 


(Please turn to page 182) 
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PEN 

THAT 
FILLS 
ITSELF 


Finger grip never touches 
ink. No chance for ink to 
touch you. 


@ Fountain base “ink- 
locked” against acci- 
dental spillage. Only the 
pen unlocks the ink. 


Fountain base holds 40 
times more ink than 
ordinary fountain pen. 
Won't leak. Won't flood. 
Easy to clean as a saucer. 


Model 444 







Here’s a desk pen that’s always ready to 
write the instant you pick it up—a full 
page or more without redipping. Pen auto- 
matically fills itself from ink fountain in 
the base. Fountain base needs filling only 
4 times a year in normal use. 


ASK YOUR STATIONER FOR A DEMONSTRATION # ooeenn, 
o* “ 

eo” TOSELECTOR “es 

ff REPLACE... 

ALL YOU DO 





DESK PEN SETS 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
The Esterbrook Pen Company of Canada, Ltd. 
92 Fleet St., East; Toronto, Ontario 


COPYRIGHT 1963, THE ESTERGROOK PEN COMPANY 


ONLY A FEW OF THE MORE 
POPULAR POINT STYLES SHOWN 
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YOU SPEND 99% 


TO RECORD ON 1% 








Paper used for accounting records aver- 
ages only 1/100th of tofal accounting 
costs, even when you use the finest of 
recording papers. To shave this very 
slight expense, you could use inferior 
papers, but your accounting records ore 
fer too valuable for that infinitesimal 
“saving”. The most farsighted and effi- 
cient policy is obviously to use L. L. BROWN 
rag-content papers for all accounting 





work. 


For safety and true economy alwoys 


lar supplier knows them thoroughly. He 
will gladly help you select the ones best 


specify L. L. BROWN papers. Your regu- 
suited to your particular needs. 





FREE 


booklet, “How to Get 
Greater Service and 
Value from Your Rec- 
ords and Letters”. It is 
a reliable and help- 
ful guide to selecting 
the right paper for 
each of your needs— 
recording or corre- 


spondence. 


L. L. BROWN 
© PAPERS 


SO MUCH EXTRA VALUE FOR 
SO LITTLE EXTRA COST 
Since 1849 




















| L. L. Brown Paper Co. | 
Adams, Mass. 
| Please send me FREE copy of “How to Get Greater 


Service and Value from Your Records and Letters”. 


| Name 














2 
| Title et never forget. Always there to stop, 

le | start, check, alert. Your office supply 

Dean min: | dealer will be glad to explain what 

| Street a pa Pe sical at they can do for your particular needs. tet VC 

| City State 1 GEORGE B. GRAFF COMPANY on 
————— 54 Washburn Ave., Cambridge 40, Mass. eandarintans 
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Power supply is provided by a dry 
cell battery or by battery elimina- 
tor. 

Ericsson telephone systems are 
available in a variety of telephone 
unit combinations. Seven basic sys- 
tems are manufactured in addition 
to the new 2 to 8 instrument sys- 
tems, and are available up to 200- 
unit systems. 

The L. M. Ericsson organization, 
manufacturer of the equipment, is 
a Swedish company and is repre- 
sented in the U. S. by the Ericsson 
Telephone Sales Corp. 


Facit Reduces Price on ESA-0 


The Facit calculator model ESA-0, 
electrically operated and fully auto. 
matic, has been reduced in price 
from $550 to $495, effective im- 
mediately, according to an announce. 
ment from Facit Inc., New York 
City. 

The ESA-O is manufactured and 
assembled in Sweden and is a 10- 
key calculator which performs ad- 
dition, subtraction, multiplication 
and division with one hand “touch” 
operation. It is made of high grade 
Swedish steel, is rustproof and 
measures 11 by 7 inches. 
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Stapler-Plier-Tacker Has 
Storage for 500 Staples 


A new versati‘e stapler made by 
Speed Products Company, Long 
Island City, N. Y., can be quickly 
adapted for use as a hand plier or 
a tacker. In addition, it has a con- 
cealed pocket which holds a re- 
serve of 500 staples. The stapler can 
be put in a pocket or briefcase with- 
out having to carry a box of staples. 
Slipping it out of the base makes 
it a plier; swinging back the head 
makes it a tacker. 
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Clary Corporation Releases 
New Custom Adder-Subtracter 


A new light-weight, heavy-duty 
Custom model electric adding and 
subtracting machine with feather- 
touch operation and visible identi- 
fication of depressed keys has been 
released by Clary Multiplier Corpo- 
ration, San Gabriel, Caif. 

Produced in two-tone green and 
gray, the machine, which also mul- 
tiplies and divides, features a speed 
of 190 cycles per minute and sound- 
proofed construction for almost si- 
lent performance. 

It also has a keyboard with alter- 
nating rows of flat and concave key- 
tops to facilitate touch operation 
and reduce errors. 

The Custom model is the first ad- 
dition to the company’s established 
Utility and DeLuxe lines which will 
continue to be made in the original 
gray color. 
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Transparent Typewriter Bail 





A new “See-Thru” transparent 
bail for all makes of typewriters is 
being marketed by Maroth-Kennedy 
Corporation, Greenwich, Conn. The 
new device eliminates the blind 
spot created by the old type bail 
and thus permits the typist to read 
all copy typed without lifting the 
bail. Although transparent, the bail 
is available with scale marked for 
either pica or elite type. Installa- 
tion is immediate. 
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Nameplates Made in Small 
Lots at Low Unit Cost 


A new process produces small 
quantities of nameplates at low unit 
cost. Henry G. Dietz Co., 12-16 
Astoria Blvd., Long Island City 2, 
N.Y., says that 10 reproductions can 
be made at a unit cost almost as 
cheaply as for a quantity of 500. 
Nameplates can be supplied on any 
non-porous surface such as metal, 
aluminum, glass, etc. They are also 
available on .003” thickness of alu- 
minum foil backed with a high ten- 
sile bonding material. They may be 
Produced in a variety of colors. 
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WHY DO WEBSTER DUPLICATING 


SUPPLIES ACTUALLY COST LESS? 








r 
Because they last longe 
and give better service 
You always get more for your duplicating dollars 


i igh qual- 
when you buy Webster supplies. bes tart . res 
ity products assure you of dependable 


after day after day! 





EXTRA WEAR MEANS EXTRA VALUE 
IN EVERY WEBSTER PRODUCT 


Webster’sNew Daramefrie Carbon 
Papers — Crispness, durability, plus scien- 
tific non-curling treatment built right into 
each sheet for more satisfaction and service. 
with Webster’s 


exclusive Micrometric scale edge, of course. 


Newest and finest carbon 


Webster’s MultiKopy MICROMETRIC 
Carbon Papers — For years the best, 
and still out in front. This is the quality 
carbon made famous by the Micrometric 
scale edge that measures the typing space on 


the page — prevents errors. 


Webster's MultiKopy PENCIL Carbon 
Papers — 100 impressions, legible and 
lasting, from every sheet of this carbon. 


Webster's STAR Tabulating Ribbons 
— Highest quality silk or cotton, correctly 
inked for each machine requirement. Longer 
wear guaranteed! 


Webster's MultiKopy Typewriter Rib- 
bons — Need changing only half as often 





as standard ribbons. Made in extra lengths 
with special ink formulas for every typewriter. 


All these and many more available from. . . 


F.S. WEBSTER COMPANY 


7 AMHERST STREET, CAMBRIDGE, MASS. 
Webster warehouses in key cities from coast to coast: 
New York, Philadelphia, Pittsburgh, Chicago, San Francisco, Cambridge 
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Tes the new Morris miracle SAFE-T-SET with 
the exclusive safety feature. Tip it...tilt it...curn it 
upside down. Won't spill. Won't leak. I#’s Puddle- 
Proof! The Morris SAFE-T-SET belongs on 
every office desk. Saves soiled clothing, spoiled 
tempers. Handsome modern design in your color 
and the pen with a point in your favor, a Morris 
hard-tip point. Will hold full two-ounce ink sup- 
ply and built with office rough treatment in mind. 
The new Morris puddle-proof SAFE-T-SET is 
manufactured by the foremost name in the field 
of matched desk top equipment. Your stationer 
can supply you. See him today. 


BERT M. ORRIS CO. 


8651 WEST THIRD STREET, LOS ANGELES 48, CALIFORNIA 
In New York: 381 Fourth Avenue 
“tn Canada: McFarlane Son & Hodgsda, Ltd., 
: Montreal, Quebec 
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Capitalize on finest location in Washington 
by making the Raleigh your headquarters for 
business and pleasure. Entertain your associates in 
an atmosphere of elegance—Pall Mall Restaurane, 
Cocktail Lounge, Old English Tavern. Be near to 
government buildings, downtown stores, 
theaters. A prestige address with moderate rates, 










On Famous Pennsylvania Ave. at 12th St, WN. W. 


HOTEL RALEIGH 


WASHINGTON 4, 


For es Brochure, Write: C. C. Schiffeler, 








Every Purchasing Agent 
Should Have This Book 


“Profiting From Industrial Standardization” — 
$5.50 


By Benjamin Melnitsky 
Foreword by Stuart F, Heinritz 


You will find complete and down-to-earth information 
on materials standards and specifications . . . pu 
process and finish specifications . . . parts standards . 
manufacturing standards . . . design practice standards 

. proper review intervals . . . and on through the en- 
tire subject of how your company can benefit from a 
standards program. 

How to use tested methods to develop and revise stand- 
ards—how to organize and use a nomenclature system— 
how to allocate standards activities, responsibilities and 
authority—how to organize company standards—all these 
and more are explained thoroughly and concisely in this 
practical guidebook to industrial standardization. 





Free 10-day Examination 


CONOVER-MAST PUBLICATIONS, INC. 


Book Division 
205 East 42nd Street, New York 17, N. Y. 
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"WHY DON’T YOU TRY AETNA? 
YOU'LL BE SURPRISED AT THEIR VERSATILITY” 
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Yes, Aetna is versatile. For 37 
years Aetna has been making 
original equipment bearings 
and precision parts for the nation’s 
leading manufacturers in the automotive, farm 
implement and general industrial fields. 
From conventional light duty thrust bearings in 1916, 
Aetna’s versatility has grown to include all-type-all-duty ball thrust 
bearings, roller bearings and vital parts spanning 
an incredible range of industrial applications. 
It’s worth remembering—Aetna’s diversified usefulness to industry—Aetna’s reputation of 
producing to the stiffest tolerances known to the industry. 
If you are having bearing or parts troubles—if you need a more versatile, more dependable 
supplier, consider Aetna. Your satisfaction is assured by the fact that 80% of our business 
comes from firms we have served for 20 or more of our 37 years. Write! Just state 
your problem, send your prints,or ask that a near-by representative drop in. 


No obligation. Aetna Ball and Roller Bearing Company, 





4600 Schubert Avenue, Chicago 39, Illinois. 





% 


BALL AND ROLLER BEARINGS « MISCELLANEOUS PRECISION PARTS 





January, 1954 Please mention PURCHASING Magazine when writing to advertisers, 185 





AMONG THE Associations 








NIGP Conference Delegates Discuss 
Economy In Governmental Purchasing 


From 2:30 p.m. Sunday, November 
8th, when the Products Exhibit was 
opened, until 3:00 p.m. Wednesday, 
when the closing gavel sounded, 
serious sessions discussing govern- 
mental purchasing procedures held 
the undivided attention of the more 
than 250 delegates to the Eighth 
Annual Conference of the National 
Institute of Governmental Purchas- 
ing held at the Netherland-Plaza 
Hotel in Cincinnati, Ohio. Perhaps 
the finest summary and tribute to 
the aims and value of the NIGP 
group was revealed in a letter read 
by NIGP President Leo Weil, city 
commissioner of purchases and sup- 
plies, Cleveland. It stated, in part; 

“We are engaged in the important 
task of eliminating waste and ex- 
travagance in the operations of our 





government. In this effort, the role 
of the purchasing executive is cru- 
cial. Not only must he be competent 
and of impeachable integrity, but he 
must also be skilled professionally 
in order to obtain the greatest value 
in return for the tax dollars ex- 
pended for equipment and supplies. 
Economy and thrift in !ocal, state 
and federal government are, there- 
fore, the reward of all Americans 
as your organization continues to 
raise the professional standards ap- 
plied in public buying.” 

The letter was signed — “Dwight 
Eisenhower’. 

Although Sunday, November 8'h. 
scheduled no discussions or talks 
more than 100 delegates registered 
and had the opportunity to visit th 
display area and attend the informa! 





sti | 





supper in the evening with Morton 
Downey and his trio providing en- 
tertainment. The exhibit area, which 
was open throughout the course of 
the conference, was composed of a 
wide assortment of products—from 
surgical sutures through deca!co- 
manias and even contained such 








Hon. Carl W. Rich, mayor of Cincinnati, 
welcomes the NIGP delegates to the city. 





W. R. Kellogg, city manager of Cincinnati, cuts the tape opening 
the 1953 Products Exhibit. Watching the proceedings are, left to right: 
Clark Q. Cline, chairman, NIGP Exhibitors Advisory Committee and 
manager, Government Department, Lily Tulip Cup Corporation, New 
York City; Leo Weil, president of NIGP and commissioner of purchases 
end supplies, Cleveland; and John G. Krieg, general conference chair- 
men and city purchasing agent of Cincinnati. 
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Three NIGP delegates mcet two distinguished guests before the 
luncheon on Monday. Left to right: Edmund F. Mansure, administrator, 
GSA, Washington, D. C., guest speaker; Martin Marques Jr., director, 
Government Service Office, Commonwealth of Puerto Rico; Brigadier 
General C. H. Mitchell, USAF, Wright Petterson Air Force Base, Ohio, 
luncheon guest: John F. Ward, city purchasing agent, Chicog; 
and joseph W. Nicholson, city purchesing agent, Milwaukee, Wi. 
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“|/BATTERY POWER! 





Use battery-power for your industrial trucks 
and you’ve got high-level performance for 
low-cost handling. Today’s trucks give you the 
higher lifts, shorter turns, faster maneuverability 
and greater adaptability necessary to meet 
modern handling needs. Only battery 

trucks are silent, safe, and fume-free. And, 
remember, there’s no battery power like 

Gould power. Insist on Gould! 





Specify 
THE GOULD “THIRTY” 
with New Diamond "Z” Grids— 
America’s Finest 
industrial Truck Battery 
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(Continued from page 186) 


as a “jeep” and boxes of 
cereal. One particularly busy cor- 
ner of the area contained the Coca 
Cola booth, which was to dispense 
nearly 2500 free “cokes”, flanked by 
the Doughnut, Corporation of Amer- 
ica which provided the other half 
of a refreshment “team”. 

On Monday morning, however, the 
conference went into high gear with 
a “Welcome” address by John G. 
Krieg, general conference chairman 
and purchasing agent for the City 
of Cincinnati. Mr. Krieg hailed the 
1953 conference as “another mile- 
stone in the progress of our In- 
stitute” and pointed out that it was 
most essential to realize that there 
was still much to be done to assure 
NIGP of its proper importance in 
aiding governmental purchasing. 

“We must continue to be on the 
alert for ideas and methods to im- 
prove our own performance and at 
the same time be willing to pass on 
to our colleagues any information 
which we feel might be of value in 
resolving any of the numerous prob- 
lems encountered in the field of 
governmental purchasing,” he said. 

Following a short address by 
Clark Q. Kline, governmental de- 
partment, Lily Tulip Cup Corpora- 
tion, and chairman of the NIGP 
Exhibitors Advisory Committee for 
1953, Leo Weil spoke to the as- 
sembled delegates on “More Value 
For the Tax Dollar”. 

Purchasing has become profes- 
sionalized, Mr. Weil pointed out, and 
is assuming a more important role 
in “top management” than ever be- 
fore. In addition, purchasing prob- 
lems have become more complex 
through the fact that purchasing of- 
ficers must now deal with financing 
and budgeting, specifications and 
standardization, and contracts and 
programs. 

“More value for the tax dollar can 
be obtained by adhering strictly to 


items 









Traffic signs utilizing “scotch-lite” were real eyestoppers. 
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the principles of competitive bidd- 
ing,” he said. “That competition has 
a salutary effect upon price, will 
not be denied. The minimum price 
of an article is measured by the cost 
of production, while the maximum 
is measured by the profit that can 
be exacted by the producer.” 
Following Mr. Weil’s talk was the 
first in a series of panel and round 
table discussions. Using two groups, 
one representing government and 
the other industry, the delegates 





Wade Hannah, city purchasing agent, 
Columbia, S. C., takes the floor during 
a panel discussion on “Making It Easier 
to Do Business with Government”. 


heard a forceful discourse on “Mak- 
ing It Easier to Do Business with 
Government.” Representing govern- 
ment were: C. L. Magnuson, super- 
visor of purchases, State of Con- 
necticut; Robert W. Sollinger, county 
purchasing agent, Onondaga County, 
N. Y.; and Wade H. Hannah, city 
purchasing agent, Columbia, S. C. 
On the team representing industry 
were: Fred Weber, manager, In- 
stitutional Division, Ralston Purina 
Company, St. Louis, Mo.; Larry 
Moriarty, sales manager, Weber 
Dental Manufacturing Co., Canton, 
Ohio; and Jon Hedu, advertising 


One of the exhibit booths in the display area. 





manager, Watertown Manufacturing 
Co., Watertown, Conn. Floor Micro- 
phones strategically placed through. 
out the conference room facilitated 
questions and discussions from the 
listening and participating delegates, 

The afternoon’s session began with 
an official luncheon with President 
Weil presiding. Hon. Carl W. Rich, 
mayor of Cincinnati, officially wel- 
comed the conference to the city. 
The feature speaker at the luncheon 
was Edmund F. Mansure, adminis- 
trator, General Services Administra- 
tion, Washington, D. C. 

Business concerns interested in 
selling to government also have a 
responsibility in making industry- 
government purchasing relationships 
easier, Mr. Mansure told the NIGP 
delegates. 

“Who should do the making, in 
‘Making It Easier To Do Business 
With Government’?” Mr. Mansure 
asked. 

It is a common responsibility, he 
pointed out, that must be shared 
by seller and buyer alike. The pur- 
chaser should make available full 
publicity on purchases, specifications, 
rules and regulations, while it is 
in the salesman’s interest to treat 
governmental buyers in the same 
capacity as “another customer.” 

“You should try to make him (the 
salesman) understand that the re- 
sponsibility he has toward you is 
the same as he has toward his pri- 
vate customers.” 

He pointed out that just as in 
private industry, the salesman’s 
“know-how” is the dominating fac- 
tor in making a transaction. The 
governmental purchaser must view 
any product purely from a “clinical” 
standpoint and in the final analysis 
must determine his purchase on the 
basis of service, quality and price 
just as in private industry. 

A. L. McMillan, director of pur- 
chases, City of New York, presided 


(Please turn to page 190) 
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SPECIALIZES 


HY-PRO 






IN TAP 
PROBLEMS 


...fo cut your production costs 


Hy-Pro centers its operation on solving tap problems. . . prob- 
lems which can cost you time and dollars. Because taps are 
Hy-Pro’s important line, they continually concentrate their 
research and creative staff at analyzing and improving every 
phase of tap use. The result has been their proven reputation in 
production circles as the ‘“‘Tap Specialists.” 

Whatever your tap needs may be, either specials or standards, 
it will pay to contact Hy-Pro. Call direct or see your nearest 
distributor. Their engineer specialists can help you cut produc- 
tion costs. 





HY-PRO TOOL CO., NEW BEDFORD, MASS., U.S.A. 
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ADDITIONAL WAREHOUSES: 6046 College Ave. 10428 W. MecNichols Rd. 6141 North Elston Ave, 
OAKLAND 18, CALIF. DETROIT 21, MICH. CHICAGO, ILL. 
Piedmont 5-4337 University 4-1077 Newcastle 1-6486 
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(Continued from page 188) 

at the afternoon session. Ernest J. 
Brewer, city purchasing agent, At- 
lanta, Ga., presented a paper on 
‘Controlling Rush Orders” and Gil- 
bert L. Guetzkow, director of prior- 
ities and allocations, Milwaukee, 
Wis., joined Arthur G. Eaton, di- 
rector, Procurement Division, Fed- 
eral Civilian Defense Administra- 
tion, Washington, D. C., in a discus- 
sion on “Purchasing for Civilian 
Defense.” 

Tuesday’s conference program be- 
gan early with special breakfast 
meetings for public purchasing ex- 
ecutives. They were divided up into 
State Purchasing Agents with B. H. 
Lowry, director, Division of Pur- 
chases, Commonwealth of Kentucky, 





Willis S. MacLeod, director, Standards 
Branch, Federal Supply Service, GSA, 
Washington, D.C., draws a humorous con- 
clusion in his talk “Building A Specifi- 


cations Library In Your Purchasing 
Agency” to the delight of ‘Chairman 
L. Jj. Cook, superintendent of school 
supplies, Board of Education, New York 
City. 


as chairman; Educational Buyers 
under the chairmanship of S. Gordon 
Rudy, secretary-business manager, 
School District of York, Penna.; 
City, County, Special Authorities 
and Districts under Hans P. Nelson, 
city purchasing agent, Davenport, 
Iowa; and City, County, Special Au- 
thorities and Districts (serving pop- 
ulations over 150,000) with J. W. 
Hughes, county purchasing agent, 
Los Angeles County, Calif., as chair- 
man, 

Promptly at 9:30, the delegates 
convened in the regular conference 
rooms to start the second day’s ses- 
sion of general subjects. Chairman 
Louis J. Cook, superintendent of 
school supplies, Board of Education, 
New York City, introduced the 
morning’s speakers. William J. 
Burke, city purchasing agent, Corpus 
Christi, Texas, presented his paper 
on “Preference To Local Bidders” 
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and Albert Pleydell, Albert Pleydell 
Associates, Inc., New York City, 
former president of NIGP and for- 
mer commissioner of purchases, New 
York City, spoke on “How To Eval- 
uate The Efficiency Of A Public 
Purchasing Agency.” (Both of these 
papers appear elsewhere in this 
month’s issue of PurcHasinc.) The 
conference delegates also heard Alex 
Pilch, director, Research and In- 
formation Department, City of Dear- 
born, Mich., point out the extreme 
value of “Developing A Public Re- 
lations Program For A Public Pur- 
chasing Agency.” The final speaker 
at this session was Willis S. Mac- 
Leod, director, Standards Branch, 
Federal Supply Service, GSA, Wash- 
ington, D. C., who outlined the im- 
portant steps in “Building A Speci- 
fications Library In Your Purchas- 
ing Agency”. 

At the Tuesday luncheon, W. R. 
Kellogg, city manager of Cincinnati, 
greeted the delegates and turned the 
meeting over to the main speaker, 
John A. Lloyd, vice president, Union 
Central Life Insurance Company, 
Cincinnati. 

As it was the day before Armistice 
Day, Mr. Lloyd directed his re- 
marks toward the meaning of Am- 
erica and Americanism. He drew 
comparisons between America of 
“yesterday” and America Today and 
paid tribute to the nation’s honored 
dead. 

The afternoon’s session was de- 
voted to papers on products. Two of 
these—one on soaps and detergents 
and the other on _ textiles—were 
grouped under a common heading, 
“What’s New and What Does the 
Future Hold for:—Soaps and De- 
tergents—Textiles?” Mr. T. J. 
Wrocklage, manager, Bulk Soap 
Sales Department, Proctor and 


Gamble Distributing Co., Cincinnati, 
and Alfred Silverman, executive 
vice president, Angelica Uniform 
Co., St. Louis, Mo., were the speak- 
ers. “Specifications and Purchasing 
Techniques for Disinfectants And 
Insecticides” was the subject of 
H. W. Hamilton, secretary, Chemical 
Specialties Manufacturers .Associa- 
tion, Inc., New York City. Michael 
M. Donohue, county purchasing 
agent, Allegheny County, Pa., pre- 
sided. 

The final day’s activities began in 


the same fashion as Tuesday’s with ~ 


the special breakfast meetings. Sub- 
jects which had been under dis- 
cussion the previous day were fin- 
alized and additional problems were 
handled by the groups. 

During the regular morning ses- 
sion, a round table discussion on 
“Rental Versus Ownership Of Public 
Motor Vehicles” brought forth an 
enthusiastic response. Panel mem- 
bers L'oyd M. Head, city purchasing 
agent, Jackson, Mich., and Herbert 
Winston, Jr., city purchasing agent, 
Greensboro, N. C., were joined by 
members of NIGP from the floor in 
discussing the subject. After com- 
pletion of the issues at hand, Chair- 
man Harry J. Aston, director, Di- 
vision of Central Purchases, Newark, 
N. J., introduced Roland M. Bren- 
nan, procurement officer, District of 
Columbia, and A. J. Holm, city pur- 
chasing agent, Los Angeles, Calif., 
and chairman, NIGP Committee on 
Federal Excise Tax on Automotive 
Parts, who reviewed “Federal Ex- 
cise Taxes.” 

“The controversial issue to raise 
additional taxes by a broad manu- 
facturers’ tax would affect every 
person in the United States,” Mr. 
Brennan declared. “Conceivably, 

(Please turn to page 196) 





Leo Weil, NIGP president, (left) and C. L. Magnuson, NIGP vice president and supervisor 
of purchases, State of Connecticut, (right) greet Edmund F. Mansure. Mr. Magnuson is the 
newly elected president of NIGP. 
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Fig. 2193 





GATE VALVE (upper left) Fig. 2194 
for 225 pounds W.O.G. Screwed 
ends, bolted flanged bonnet, inside 
screw rising stem. Body and bonnet 
are made of Ni-Resist, with 18-8S 
Mo Stainless Steel (Type 316) stem, 
seats, and wedge. Sizes 4” to 2”, 
inclusive. 

GATE VALVE (upper right) Fig. 2195 
for 200 pounds W.O.G. Flanged 
ends, bolted flanged bonnet, inside 
screw rising stem. Ni-Resist body 
and bonnet, with stem, seats, and 
wedge made of 18-8S Mo (Type 
$16) Stainless Steel. Sizes 1” to 3”, 
inclusive. 


GATE VALVE (lower left) Fig. 2193 
for 200 pounds W.O.G. Flanged 
ends, bolted flanged bonnet, out- 
side screw rising stem and one-piece 
yoke. Body, bonnet, and yoke are 
Ni-Resist. Stem, seats, and wedge 
are 18-8S Mo (Type 316) Stainless 
Steel. Size 4”. 


LARGE SIZE GATE VALVE (lower right) 
Fig. 2193, 5” to 12”, inclusive, for 
200 pounds W.O.G. Flanged ends, 
bolted flanged bonnet, outside screw 
nsing stem and two-piece yoke. Ni- 
Resist body, bonnet, and yoke, with 
18-8§ Mo (Type 316) Stainless 


Steel stem, seats and wedge faces. 


It’s a winning move every time you select 
Powell Ni-Resist Valves. For here is an 
alloy that has far greater corrosion and 
heat resistance than ordinary Cast Iron. 
Similar to gray iron, and resembling 
austenitic stainless steel in many ways, 
no other cast metal offers such a unique 
combination of useful properties. 
Powell Ni-Resist Valves are especiall 

adapted for handling pulp and paper mall 
liquors, oil refinery acids, alkalies and 
sludges, caustic soda, pickling solutions, 
sea water and many other fluids. Shown 
here are just a few of them to help you 
checkmate the high cost of corrosion. 
They're available through distributors in 
principal cities. If a distributor is not 
located near you, just write us—The Wil- 
liam Powell Company, Cincinnati 22, 
Ohio. We'll be pleased to tell you more 
about these valves—or to help you with 
your valve problems. Powell has prob- 
ably solved more valve problems than 
any other organization in the world, 


CONTROLS FOR THE LIFE LINES OF INDUSTRY 


....- 108th YEAR 
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New Virginia Association Is 
Fermed At Richmond Meeting 


Nearly 50 purchasing agents met 
for an organizational meeting at the 
Hotel Jefferson, Richmond, Va., at 
which time the Purchasing Agents 
Association of Virginia was formed. 
The group elected officers and di- 
rectors and passed on their consti- 
tution and by-laws. Purchasing 
agents from Bristol, Elkton, Win- 
chester, Charlottesville, Fredericks- 
burg, Roanoke, Salem, Norfolk, 
Franklin, Richmond, etc., made up 
the group. The group adopted a 4- 
meeting plan as follows: Winter, 
Richmond; Spring, Norfolk; Sum- 
mer, Hot Springs; Fall, Roanoke. 

Officers for the coming year are: 
J. E. Friend, manager, General Ser- 
vice Dept., Federal Reserve Bank 
of Richmond, president; C. L. Hook, 
purchasing manager, Merck & Com- 
pany, Inc., Elkton, 1st vice presi- 
dent; G. A. Ringer, purchasing 
agent, Ford Motor Co., Norfolk, 2nd 
vice president; G. W. Grant, supply 
purchasing manager, Miller & 
Rhoads, Inc., Richmond, secretary; 





C. Warner McVicar was guest speaker at a recent meeting of the Cincinnati Association 
of Purchasing Agents with “The Value of a Purchasing Manual to Purchasing and Manage- 
ment’ as his tcpic. Scated, 'eft to right: Ed Rabe 
Education Committee; and Ed Hageny, trustee. Standing: Lynn Percival, trustee; Tom 
Scahill, national director; John Teipel, president; C. W. McVicar, the guest speaker; 
Vincent Luebbe, secretary; and Al Burke, vice president. 


treasurer’ H. P. Ramsey, chairman of 





R. F. Misfeldt, purchasing agent, 
Celanese Corporation of America, 


Hopewell, treasurer; and A. J. 
Dickinson, vice president, Virginia- 
Carolina Chemical Corp., Rich- 


mond, national director. The five 
directors are; J. V. Eddy, National 
Fruit Pdt. Co., Inc., Winchester; 
R. W. Rogers, Seaboard Air Line 
Railroad Co., Norfolk; C. C. Helms, 
Virginia Hot Springs, Irc., Hot 
Springs; H. A. Atkins, Philip Mor- 
ris & Co., Ltd., Richmond; and R. B. 
Moss, City of Roanoke purchasing 
agent. 


TennVa. Learns “What 

Management Expects of 

Purchasing” at Meet 
The Franklin Club at Elizabeth- 
ton, Tenn., was the site of the No- 
vember meeting of the TennVa 
Association of Purchasing Agents. 
John Campbell of Mason & Dixon 
Lines, led off the program with a 
report on the 7th District, N.A.P.A., 
Conference held in Jackson, Miss. 
The main speaker for the evening 
was F. L. Wallace, president of 
Summers Hardware Co., Johnson 
City, Tenn., who discussed “What 


Management Expects of Purchasing”, 
He brought out the importance of 
good purchasing and what the buyer 
should know. He stressed the im- 
portance of an accurate knowledge 
of market conditions and trends and 
the invaluable importance of being 
courteous and considerate towards 
those with whom he has contact. 
In summing up, Mr. Wallace ex- 
pressed his optimism for a continued 
increase in demand for materials 
and products which he felt would 
be brought about from the needs 
of an increasing population through- 
out the world. 














“CONTROL BOARD”’—The new officers of the Purchasing Agents 
Association of Rock River Valley (Illinois). Seated, left to right: 
W. T. Whitcomb, Eclipse Fuel & Engineering Co., 2nd vice president; 
A. R. Middleton, The Weiman Co., national director; O. C. Sanders, 
Parker Pen Co., president; and G. C. Minehart, Twin Disc Clutch Co., 
Ist vice president. Standing: L. C. Bauer, Fairbanks Morse & Co., 
director; A. G. Wilson, Reynolds Wire Co., director; P. J. Donohue, 


Conco Engineering Works, treasurer; and C. S. Steward, J. 1. Case Co., 
secretary. 
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A PANEL of purchasing agents from the Denver Association and 
members of the Denver Sales Executives Council discussed problems 
common to both groups. Seated, left to right: R. F. Martinec, pur- 
chasing agent, City and County of Denver; K. D. Carlston, branch 
manager, International Harvester Co.; W. R. Spaur, president, Pur- 
chasing Agents Association of Denver; N. L. Sheets, national director 
of the association and moderator; B. S$. Rosen, general agent, State 
Mutual Life Assurance Co.; C. W. Manning, purchasing agent, 
University of Denver; and J. M. Fincham, sales manager, The McCoy 
Co. Standing: R. Grant, division sales manager, Armco Drainage & 
Metal Products Co.; R. E. Green, regional purchasing agent, The 
California Co.; and J. F. Gabriel, purchasing agent, Denver & Rio 
Grande Western RR Co. 
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STAINLESS 


For the product you make 
today and the product you 
plan for tomorrow. 


McLoutn Stee. CorRPORATION 
DETROIT, MICHIGAN 
Manufacturers of Stainless and Carbon Steels 
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REFLECT QUALITY, | 
ADD SALES APPEAL TO YOUR PRODUCT 


A Metal Arts die-embossed name plate on your new or established 

product reflects quality and adds sales appeal. Made to your 

engineer's specifications in any shape, form, design, color, with 

either vitreous or duco enamel, or if desired, we will create a Write today for 

distinctive name plate for you. ectelng end ad “ 
The many leading companies using Metal Arts name plates are scala 

your assurance that there's no finer name plate for your product. 


METAL ARTS CO., Inc. Dept. 6 Rochester, N.Y. 





SELECT A 





THAT FITS YOUR JOB!, 


There's a Sterling Barrow for every type 
of hauling job, whether it’s dry, bulky 
materials like sawdust or heavy indus- 
trial loads like castings or steel parts. 
Also special barrows for brick, tile, coal, 
concrete block and similar materials. All 
barrows are scientifically designed, well 
balanced and sturdily constructed for a 
long service life. Choice of wood handles 
or tubular steel frame, steel wheels or 
pneumatics. Write for new Sterling 
Wheelbarrow Catalog. 

Mode! D3'/,S Maximum Ca- 
pacity 3/2 cu. ft. 16 gauge 
tray, all welded, no rivets, 
double lapped at corners. 
Stee! channel legs. V-shaped 
front braces and brace 
support. 


(Right) 

Model CSW Maximum Ca- 

pacity 5 cu. ft. 16 gauge 

tray, all welded, no rivets, 

double lapped at corners. IMMEDIATE 
Heavy-duty malleable wheel 


guard. SHIPMENT 


oe k for this Mark of 
STERLING WHEELBARROW CO., Milwaukee 14, Wis. (> M STERLING Quality. 
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NIGP Conference Discusses 
Economy in Purchasing 
(Continued from page 190) 


there could be a pyramiding reg 
because of mark ups all along ¢ 
line from the factory to retailey 
shelves.” 

In view of the fact that sta 
counties and cities are exempt, um 
der present laws, from payment 
excise taxes, Mr. Brennan point 
out the importance of the NIG 
not only keeping watch on such 
tax development but actually 
pressing its opinion through sug 
gestions and recommendations 
hold down prices which would aute 
matically increase should such a law 
be enacted. 

At 11:00 a.m., the delegates stog 
in a moment of silence in honor 
America’s war dead. Immediate} 
following the “period of silence”, 
Weil paid tribute to memory of the 
late president of NIGP, Carl Rigg 
of West Virginia. 

“He had a tenacious faith in th 
professional aims and programs of 
the Institute.” he said. “With quiet 
courage, he fought for the advances! 
ment of NIGP.” ‘ 

Joseph W. Nicholson, city pur 
chasing agent, Milwaukee, Wise) 
followed Mr. Weil and paid tribute 
to the late George Henry, associaté 
editor of PURCHASING. . 

“At all of our conferences,” Mr 
Nicholson said, “George Henry sat 
in one of the front rows with his 
camera and busy pencil. He had 
the ability to depict most clearly the 
essence of an important matter. He 
was imbued with a desire to further 
the principles of sound and efficient 
public purchasing.” 

The final item on the NIGP 
schedule was a problem clinic deal- 
ing with “Public Purchasing Prob-| 
lems” under the chairmanship of 
John F. Ward, city purchasing agent, 
Chicago. Problems brought up on the 
floor were discussed with all dele- 
gates participating. Primarily, the 
problems of trading in or selling 
used public vehicles and what to 
do about surplus property formed 
the backbone of these discussions. 

Just before the final gavel sound- 
ed, Albert H. Hall, executive direc-7 
tor of NIGP, thanked the delegates 
and all the committee members for 
contributing so much to the success 
of the conference. It was also an- 
nounced that the 1954 NIGP con- 
ference would be held in New York 
City. 
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SEE PAGE 306 





F’URCHASING 





dele- 7 
, the 
elling 








THE MASTER ELECTRIC COMPANY 





: a t | 

¥ ’ 

~de a ee | 
a we 
















When you must have slow speed power, always 
consider first MASTER Right Angle Shaft Gearmotors. 
They're very compact . . . low in cost... safe... 


and so easy to use. 


And nowhere else can you get anywhere near the 
wide range of selection that you have in MASTER 
Right Angle Gearmotors. They’re available in sizes 


Ye to 25 Horsepower for all electrical specifications you cant beat them 


and in splash-proof, enclosed or explosion-proof con- 
struction. Gear reduction ranges up to 430 to 1 with for compact slo-speed power 
the countershaft in either horizontal or vertical posi- 
tions. In addition these gearmotors can be supplied 
‘with integrally built electric brakes. . . three types of 


variable speed units . . . and with fluid drive units for 


cushioned power. 


Try them .. . you'll find they're the horsesense way 





to get slow-speed horsepower. 


DAYTON 1, OHIO 








Not on Your Payroll... But 
He’s Working for You! 





=. \ 
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The Industrial Distributor in your area who 
stocks Blue Devil Socket Screws is working 
for you just as surely as if he was punching 
your time clock! 
— By maintaining an adequate and properly 
balanced inventory of these precision made 
products at all times, he makes sure you get 
them when you need them—in the exact 
sizes, styles and quantities you require. 
Remember your Blue Devil Distributor next 
time you need socket head products; you'll 
be mighty glad you did! 





PIPE 

PLUGS 
Actual cross-section diagram shows how 
cold forming of Blue Devil socket head 
insures unimpaired fiber continuity. 





SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 


WRITE DIRECT for the name of the Blue Devil Distribu- 
tor in your area... plus latest complete literature. 
No obligation! 


SOCKET SCREWS EXCLUSIVELY! 


Carety Cocker Serew Company 


6502 Avondale Avenue, Chicago 31, Illinois 


SET 
SCREWS 








Montreal Ass’n Hears N.A.P,A, 
President E. F. Andrews In “— 


President E. F. Andrews was 
feature speaker at the Novena 
meeting of the Purchasing Agents 
Association of Montreal, held at the 
Sheraton-Mount Royal Hotel. 

Also, the association made known 
its attempt to prepare a “Certificate 
of Service” based on a point score 
The association has determined — 
points for certain factors (1 point” 
for each year as a member, 25 
points president of association, ete.) 
with a total score of 100 points or 
more necessary for the certificate, 


oe. 


New Orleans Holds Thanksgiv 
Party At Metairie Country ¢ 


= 
Hailed as “the greatest vel 
since the landing of the pilgrims”, 
the Purchasing Agents Association = 
of New Orleans held their Fall 
dinner-dance in the Ball Room of 
the Metairie Country Club on No- 
vember 25th. This was a Thanks- 
giving Party for members, their 
ladies and guests. Following a de- 
licious buffet dinner, the evening 
was turned over to dancing. “Blue” 
Prestopnik and his 8-piece orchestra 
provided the music with Margie 
O’Dair, singing star of radio station 
WWL, as an added attraction. 


a>. 


Cleveland Honors Association's 
Past Presidents At Nov. Meet 


The regular November meeting of 
the Purchasing Agents Association 
of Cleveland was designated as 
“Past Presidents Night” to honor 
the men who had given generously 
of their time and themselves to the 
association. E. F. Andrews, president 
of N.A.P.A., was the guest speaker. 
Before the regular meeting, a Forum 
Meeting was held with the subject 
“What Are We Doing About Rising 
Prices?” under discussion. O. J. 
Carner was the moderator and J. 
Vincent Collins and Frank J. De- 
Crane serving on the panel. 


a '¢ 


Roger Coe Tells New England 
Ass’n About “Atomic Energy” 


“Atomic Energy Today and To- 
morrow” was the subject of the ad- 
dress by Roger Coe of the New 
England Electric System of the No- 
vember meeting of the New Eng- 
land Purchasing Agents Associa- 
tion. At an afternoon conference, 
“Vendor Relations” were discussed 
with Donald Holbrook acting as 
moderator. 
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CiTy 


Without coal a great modern city 
is a helpless cripple. Heat. Lights. 
Refrigeration. Transportation. Ele- 
vators. Signal systems. Telephone. 
Industry. All these depend on coal. 
One modern city came near such 
paralysis. That was Berlin in 1948 
when the Russians thought to 
strangle it into submission. Of all 
the cargo flown into Berlin, 64% 
was coal. Nearly 1,500,000 tons. 
Enough to fill 30,000 big, hopper 
coal cars. That coal was like new 
blood in a dying man’s veins. 




















WITHOUT COAL 


We don’t fly much coal here in 
America—occasionally to an arctic 
defense base or a bag dropped to a 
storm-isolated farm house. Coal is 
something we have always taken 
for granted. There’s plenty to last 
a thousand — maybe two thousand 
years. It is widely distributed; and 
the great coal-hauling railroads like 
the C&O are equipped to move it 
rapidly. 

For instance, the C&O has in- 
vested many millions of dollars in 
great coal-handling docks at New- 


Chesapeake and Ohio 


Railway 








COAL...FUEL OF THE FUTURE 


January, 1954 


Please mention PURCHASING Magazine when writing to advertisers. 


port News and Toledo to facilitate 
water shipments to Atlantic and 
Great Lake ports. 

Coal is one natural resource you 
don’t need to worry about. It is 
the one fuel that will always be 
plentiful. 
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HERE 


IT PAYS TO INVEST 


Pratt « WHitNey 


In recent 


thread gages . 


independent tests . . . conducted by a big user of 


. P & W Gages showed a far greater wear-life 


than gages made by three other leading competitive manufacturers. 


ARE THE FACTS... 





THREAD GAGE WEAR STUDY 
PART GAGED SIZE—S.A.E. 8740, ROCKWELL HARDNESS C-32-36 
All tests made with power gaging unit 
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DIVISION NILES-BEMENT-POND COMPANY 
19 Charter Oak Bivd., West Hartford, Connecticut 


Please send my free copy of P&W Thread Gage Circular No. 506-1, 
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Dayton Ass’n Gives Pl 
During Past Presidents N 


The November meeting of 
Purchasing Agents Association 
Dayton was distinguished by the 
presentation of plaques to past pres. 
idents of the association. Seventeen 
of the twenty-one past pre 
were on hand to receive 
plaques. The guest speaker for 
evening was Frank Lyons, 
Motors’ public relations officer f 
Dayton. His subject was “Invita. 
tion to Disaster”, in which he vi 
portrayed the General Motors fire 
at the transmission plant in Livonia, 
Mich. The emphasis was not 
much on the calamity, but rather 
on the teamwork and emergeney 
measures that put the plant back 
into production. 

It was announced that the Janu 
ary meeting would be the fourth 
annual Tri-City joint meeting of the 
Cincinnati, Dayton and Springfield 
associations at the Miami, Ohio, Ho- 
tel. March was designated as the 
proposed joint meeting between the 
Dayton association and the Produe- 
tion Control Managers Association 
tentatively scheduled for the Na- 
tional Cash Register Company. 







ae. F 


Future Of Steel Industry Told 
To Lehigh Valley Association 


“Where Do We Go From Here’, 
concerning the future of the steel 
industry, was the title of an address 
by D. C. Roscoe, assistant general 
manager of sales, Bethlehem Sted 
Co., presented to the Lehigh Valley 
Purchasing Agents Association 
Ear! Sinclair, chairman of the meet- 
ing, introduced the speaker. Also on 
the meeting’s agenda was the at- 
ceptance of new members. They 
were: Harry E. Patterson, E. © 
Davis, Wayne W. Henderson, and 
Albert J. Strauss. 


cre = 


Montreal Purchasing Agents See 
Rolland Paper Company Mill 


The Rolland Paper Company, 
Ltd., paper mill at St. Jerome, Que., 
was visited by members of the Pur- 
chasing Agents Association of Mon- 
treal on Saturday, November 21st. 
Although established in 1882, being 
the first fine paper mill in Canada, 
it has the latest equipment for the 
making of paper as well as han- 
dling devices, a factor which proved 
of great interest to the visiting pur- 
chasing agents. The visit was made 
possible through the invitation of 









Lucien and Andre Rolland. 
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gia li ca ts 
AWQ stands for American Welding Quality. Perhaps we 
can best describe it as the attitude of craftsmen, proud 
of their know-how and ability to produce welded rings, 
bands and welded assemblies . . . or to be more specific, 
craftsmen who treat every job with the same degree of 


i 


care that you insist upon in your own plant. 





If your requirements involve either fusion or resistance 
welding of ferrous or non-ferrous metals, call or write 
us. We can put our 35 years of welding experience — the 
latest techniques and equipment—and 1600 conscientious 
hands to work for you. 


THE AMERICAN WELDING & MANUFACTURING COMPANY © WARREN °* OHIO 
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BUSINESS IN MOTION 





To ver Colleagues on American Butines ... 


Titanium melts at 3140° F., and copper 
at 1980° F. Hence most people would 
think it utterly impossible to melt tita- 
nium in a mold made of copper. Yet it 
is being done on a production basis. The 
trick is to make use of the high thermal 
conductivity of copper. The copper mold 
has a copper baffle wrapped in a spiral 
around it, and is inserted in a water 
jacket. Water is pumped at high velocity 
through the jacket, and spirals around 
the outside of the 

mold. Heat from the 


boon. It is the fourth most abundant 
metal in the earth’s crust, only aluminum, 
iron and magnesium being present in 
greater amounts. It can be easily forged. 
welded, and hot worked. There is every 
indication that it is a metal with a tre- 
mendous future. 
¢ Copper is man’s oldest metal, and 
titanium the newest. In this ingenious 
copper mold the old assists in the birth 
of the new. Copper serves in this way so 
often that for many 


} years we have called it 











molten titanium is 











transferred quickly 
and efficiently by the 
copper to the water. 
and thus carried off. 
The copper never 
comes close to its 
melting point. 

* This remarkable ap- 
plication of copper is 
just a part of the tremendous activity in 
the field of titanium. Many companies 
are seeking ways to produce metallic 
titanium in large tonnages and at reason- 
able prices. Among other applications, it 
is used in certain jet engine parts that 
are subjected to high temperatures and 
the impact of gases that are moving at 
terrific velocities. 

e Eventually ways will be found to 
produce titanium in large volume at 


practical prices. This will be a great 





“the metal of inven- 
tion.” It helped make 
possible the telegraph. 
the telephone, electric 
light and power, and 
the multitudinous elec- 
tronic devices used in 
communications, cal- 
culation, and medi- 
cine. For many 
centuries man has sought and found new 
ways to take advantage of copper’s 
unique qualities. 

e It seems to Revere that there is some- 
thing significant about this. Just because 
a material is old does not mean it cannot 
help in the search for the new, and thus 
advance the progress of us all. So we 
suggest that when modern developments 
engage your attention, older materials 
may be of assistance in reaching your 
objectives. 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 


Executive Offices: 230 Park Avenue, New York 17, N.Y. 
SEE “MEET THE PRESS’ ON NBC TELEVISION, SUNDAYS 
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Dramatic Skit Highlights 
Meeting of New Orleans Ass'n 


The November meeting of the 
Purchasing Agents Association of 
New Orleans was highlighted by a 
dramatic skit presented by Paul Y. 
Grambsch, associate professor of 
management, Tulane University’s 
School of Business Administration, 
Professor Grambsch was assisted 
by Jerry Daniel and Bill Baker, 
two of his students who acted out 
scenes on “Human Relations in In- 
dustry” which were later discussed 
by the professor. 

Robert Elsasser, economist and 
regular speaker at all of the asso- 
ciation meetings, again presented 
his views on the economic outlook. 
Mr. Elsasser presented an optimistic 
picture for the future with only a 
slight drop indicated in the coming 
year. 


os ee 


Visit, Luncheon, Dinner Crowd 
LA Association’s Nov. Schedule 


November was a busy month for 
the members of the Purchasing 
Agents Association of Los Angeles. 
The first plant visitation of the new 
year was held with the Consoli- 
dated Engineering Co., Pasadena, as 
host. 150 members toured the plant 
to see the equipment and methods 


used in manufacturing electronic 
equipment, computers, spectrome- 
ters, etc. 


On November 12th, the associa- 
tion dinner meeting was held in the 
Elks Club with two guest speakers. 
Lt. General Ira C. Eaker, vice 
president of Hughes Tool Company, 
spoke on “50 Years of Human 
Flight”, and Waldo Dean Waterman 
addressed the group on “Personal 
Recollections of California’s Half- 
Century of Aviation.” 

On November 24th the first 
luncheon for the benefit of purchas- 
ing agents on the east side of Los 
Angeles was held at Swalley’s Key 
Club. The 106 in attendance heard 
a panel discussion on “Freight Ab- 
sorption”. Panel members. were: 
Ray Zell, Union Oil Company, chair- 
man; Hugh Stedman, National Sup- 
ply Co.; R. J. Coleman, C. F. Braun 
& Co.; and Virgil Waters, Utility 
Trailer Co. 


Coe FF 


Buffalo Hears Hugh Johnson 


The November meeting of the 
Purchasing Agents Association of 
Buffalo was designated as “Exec- 
utive Night”. Hugh Johnson, in- 
vestment counselor, was the speaker 
of the evening. 
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OVING PARTS 


a Pesco Hydraulic Pump 


> reliability—less chance of pump malfunction 
This SIMPLICITY OF DESIGN is 


important for these reasons! > less maintenance 


less cost for overhaul 


Pless weight . . . less noise 


Add Pesco Simplicity of Design to Pesco's exclusive, 
patented “Pressure Loading” principle, which results in 
volumetric efficiencies up to 97% and torque efficiencies up 
to 90%, and you have two important reasons why so 

many industrial and aircraft manufacturers have 


standardized on Pesco pumps. 





BORG -WARNER CORPORATION 


24700 NORTH MILES ROAD storoes, onie 
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AMERICAN 
Brake Shoe 


COMPANY 


chooses 


CH-LOK 


c LAM P § 


bse connection is called for, 

y natural to think of Punch-Lok hose clamps. 
hese are the clamps that are locked for safety 

.. . locked to prevent slippage. 


That is why the Kellogg Division of the 
American Brake Shoe Company 
chooses Punch-Lok hose clamps for its 
Kellogg-American steam spray guns. 


In addition to applications such as this... 
Punch-Lok hose clamps are also used extensively 
for leakproof connections on air, 


water, and steam hose. 


See Your 


"The Sign 
ofa 
Good 

Hose Clamp” 





Near-by PUNCH-LOK Distributor 


321 North Justine Street, Chicago 7, Illinois 
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24th Manufacturers-Distributors 
Night Draws 650 In Washington 


More than 650 purchasing agents, 
manufacturers, sales managers, en. 
gineers and other business execy. 
tives visited the Spanish Ballroom 
of the Olympic Hote! in Seattle for 
the 24th Annual Manufacturers and 
Distributors Night meeting of the 
Purchasing Agents Association of 
Washington. M. C. Michener, pur- 
chasing agent, Cragin & Co., and 
president of the association, pre- 
sided, while George S. Drury, pur- 
chasing agent and traffic manager, 
Northwest Lead Co., and past 
president of the association, acted 
as toastmaster. There were no for- 
mal speakers. 

Honored guests at the head table 
included: Allen Pomeroy, mayor of 
Seattle; Harold Tollefson, mayor of 
Tacoma; Louis H. Unzelman, mayor 
of Everett; Donald H. Yates, presi- 
dent, Seattle Chamber of Com- 
merce; Myron C. Law, director, 
Association of Washington Indus- 
tries; Chesley Brown, acting presi- 
dent, Seattle Association of Credit 
Men; Winston D. Brown, president, 
Seattle Chapter, Associated General 
Contractors of America; James 
Wallace, president, Industrial Ad- 
vertisers Council of Western Wash- 
ington; Peter Lyman, president, 
Seattle Sales and Advertising Club; 
Kenneth H. Gill, president, Trans- 
portation Club of Seattle; C. D. 
Casey, president, Electric Club of 
Washington; Miss Leda _ Wilson, 
president, Seattle Chapter, National 
Office Managers Association; Harry 
Pike, acting supervisor of purchas- 
ing, State of Washington and Elroy 
Schultz, president, Inland Empire 
Group, Purchasing Agents Associa- 
tion of Washington. 


. - 


Central lowa Scores “Hits” 
With Oct., Nov. Meetings 


The Purchasing Agents Associa- 
tion of Central Iowa followed up 
their outstanding October meeting 
with an equally interesting Novem- 
ber program. In October, Fred 
Maytag, president of the Maytag 
Company, discussed some of the 
complex problems on taxes now 
taking place in. Washington. Mr. 
Maytag is a member of the tax 
committee’ of the NAMA. In No- 
vember, the association had a 
demonstration of the Géneral Elec- 
tric jet engine. This was followed 
by the dinner meeting with a dis- 
cussion on “Purchasing and Sub- 
Contracting”. 
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Lima, Ohio, Area Agents Seek 
To Form New P.A. Association 


The purchasing agents of the key 
industries in Lima, Ohio, and the 
surrounding area met at the Barr 
Hotel for a dinner meeting in No- 
vember for the purpose of organiz- 
ing a purchasing agents association 
for the area. Temporary Chairman 
George L. Duke, Lima Westing- 
house Electric Corporation, ap- 
pointed the following’ committees to 
expedite the organization of the 
group: C. W. Babcock, Excello 
Corp., chairman of the Constitution 
and By-Laws Committee; L. E. 
Pennell, National Seal Co., chair- 
man of Membership Committee; 
W. J. Behrens, Davidson Enamel 
Products, chairman of the Nominat- 
ing Committee; and D. J. Kerr, 
Westinghouse Electric Corp., chair- 
man of the Program and Publicity 
Committee. 
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Scout Movement Explained At 
Oregon Luncheon Meeting 


Youth was the theme of a recent 
luncheon meeting of the Purchasing 
Agents Association of Oregon. 
George Alexander, assistant scout 
executive for the Portland area 









council, discussed the programs of 
the Boy Scouts, Girl Scouts, Camp 
Fire Girls’ and Red Shield Boys 
Club. A number of Boy Scouts were 
guests of the association at the 
meeting. 
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Dr. Gibson Addresses BC Ass’n 
on “Mental Illness” in Nov. 


Dr. William Gibson, head of the 
Crease Clinic of Provincial Mental 
Hospital and head of Neurological 
Research, University of British Co- 
lumbia, was the featured speaker at 
the November meeting of the Pur- 
chasing Agents Association of Brit- 
ish Columbia. Dr. Gibson’s subject, 
“Mental Illness—Its Implications”, 
though presumably heavy material 
for after dinner speaking, proved 
extremely interesting and held the 
audience spellbound throughout its 
course. Dr. Gibson, a witty and ac- 
complished speaker, delivered a 
well-planned talk aimed at the lay- 
man’s level. 

In October, the association was 
the guest of the new plant of British 
Ropes, Canada Ltd., in Vancouver. 
The visitors were treated to a fine 
luncheon and then toured the plant 
to see the manufacturing processes 
involved in making wire rope for the 
logging, fishing and construction in- 
dustries. 
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Ir You Use TEFLON’... 


ETHYLENE 


PRICE — Specializing in Teflon 
has produced operating econo- 
mies permitting Ethylene to pio- 
neer in lower prices. 


DELIVERY —Ethylene keeps a 
large stock of most items, others 
are usually available in a week 
or two. 


QUALITY — up to date on in- 


strumentation and process control 
insures maximum quality. 


VARIETY — Ethylene stocks di- 


mensions close to your finished size 
—saving material. 


ACCURACY — Close tolerances 


are available as standard practice 
in large or small quantities. 


MUM ba ttt 


DEVELOPMENT — Ethylene 


offers engineering experience to 
help solve your problems. 


249 Broad St. - Sum ersey 
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Always Ready to 
“Hunt Down” 
New Ideas 


“Fire-Engine Speed” 
on Deliveries 


Mair dl 


“Bachelor of Saws” 
specially educated in 
cutting tool applications 


He can do a lot to lighten your business load. His stockroom is your stockroom, 
minimizing your inventory needs. And his bookkeepers are your bookkeepers. Just 
figure the time he can save you by serving as your single source for all Simonds 


Metal and Wood Cutting Tools. This means only one order, one bill, one payment, 
for many items. 


These are a few of the valuable services that your Simonds Industrial Distributor 
offers you. . . quick deliveries, ample stocks, simplified paperwork, “field service’ 
in hunting down new developments, as well as help on engineering problems. And out 


of his wide experience he is able to help you get top performance out of the best cut- 
ting tools made for metal and wood... 


the Simonds red-trademarked line of S| M @) N DS 


100% quality-controlled products. Call SAW AND STEEL CO | 
him today. He’ll come at the drop of a se 
hat... any hat you want him to wear! 


Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon. 
Canadian Factory in Montreal, Que. 
Simonds Divisions: Simonds Steel Mill, Lockport, N. Y. 
Simonds Abrasive Co., Phila., Pa. and Arvida, Que., Canada 
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Centrifugally cast Meehanite Metal 
rams for meat rendering presses. 
The finer, more evenly dispersed 
graphite flakes in these Shenango 
cast Meehanite Metal parts avoid 
stress concentrations and permit 


finer finishing. 


Bring down overhead 
the SHENANGO way! 


Here are two reasons why Shenango 
parts will cut costs for you: 


First,.the high-strength, pressure- 
dense -eaStings produced by Shen- 
ango’s centrifugal process.,.castings 
free from sand inclusions, blowholes 
and other defects ... are keeping 
work stoppage, lost production and 
premature part failure to a minimum 
for Shenango users everywhere. 


Secondly, modern facilities and 
skilled workmen at Shenango turn 
out precision-machined parts exactly 
to your spécifications. A real saving 


ALL RED BRONZES 
MONEL METAL 


* MANGANESE BRONZES > 
NI-RESIST 


in time and money over parts that 
almost fit perfectly. 


Send for free bulletins. All sizes and 
types of symmetrical parts are pro- 
duced by Shenango in rough, semi- 
or precision-machined finish. Bulle- 
tin No.150 covers nonferrous metals; 
Bulletin No. 151 covers Meehanite 
Metal, Ni-Resist and special iron 
alloys. Write to... 


SHENANGO-PENN MOLD COMPANY 


Centrifugal Castings Division 
Dover, Ohio 
Executive Offices: Pittsburgh, Pa. 

















ALUMINUM BRONZES 
MEEHANITE METAL 
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District 2 VP Addresses Noy, 
Meeting Of Dallas Association 


John W. Reives, purchasing agent, 
Southwestern Gas and Electric 
Company, Shreveport, La., and vice 
president of District 2, N.AP 
was the feature speaker at the No. 
vember meeting of the Purchasin 
Agents Association of Dallas. His 
topic was “Don’t Miss the Bus”, The 
Annual Ladies Night Dinner Dance, 
to be held at the Lakewood Coun. 
try Club, was announced for De. 
cember by C. F. McAuliff, chairman 
of the affair. It was also announced 
that President E. F. Andrews would 
be the speaker at the January 
meeting. 
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Forum Discussion, E. F. Andrews 
Highlight New York Meeting 


“Why, How and the Psychology 
of Expediting” was the subject of 
discussion at a Forum preceding 
the regular November meeting of 
the Purchasing Agents Association 
of New York. Frank P. Keeney, 
assistant director of purchasing-ex- 
pediting, Curtiss Wright Corpora- 
tion, Wright Aeronautical Division, 
Wood Ridge, N. J., was guest speak- 
er with Harry House presiding dur- 
ing the question and answer period. 
President E. F. Andrews, who spoke 
on “Selling Purchasing”, was the 
feature speaker at the dinner meet- 
ing. 
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Lancaster Group Hears Talk On 
Standards By S. Watson Of RCA 


The Purchasing Agents Club of 
the Manufacturers Association of 
Lancaster met at the Arcadia Cafe 
for their November meeting. Fea- 
ture speaker of the evening was 
S. H. Watson of the RCA Victor Di- 
vision, Camden, N. J., who spoke 





on “Standards and Industrial Pur- 
chasing”. 
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District Educational Chairman 
Addresses Central Mich. Ass’n 


The luxurious, new Jackson 
Country Club, Jackson, Mich., was 
the site of the November meeting 
of the Purchasing Agents Associa- 
tion of Central Michigan. Harold 
Barry, chairman of the 4th District 
Educational Committee, N.A.P.A., 
was the main speaker. He addressed 
the group on “Human Relations and 
the Purchasing Agent”. Two “com- 
modity talks” by newer members of 
the association were also highlights 
of the evening’s affair. 
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= LOOK AT AMERICA’S LEADERS 
2 How Lycoming helps America a ae ee 


* 
4a ° 4a 
ir- grow stronger wings AERO DESIGN AND ENGINEERING COMPANY 


od. AMERICAN CAR AND FOUNDRY COMPANY 
ke . AIR MATERIEL COMMAND 
h a ” . - - BEECH AIRCRAFT CORPORATION 
e Pioneer in air-cooled engines, Lycoming now BENDIX AVIATION CORPORATION 
et- ° ° ° : CESSNA AIRCRAFT CORPORATION 
makes important contributions to jet progress THE CLEVELAND PNEUMATIC TOOL COMPANY 


DOMAN HELICOPTERS, INC. 
FOOD MACHINERY & CHEMICAL CORPORATION 


Over 25 vears ago, Lycoming created its first aircraft 
: : : FORD MOTOR COMPANY 














n engine. Today, Lycoming builds 54 different GENERAL ELECTRIC COMPANY 
CA reciprocating engines with a horsepower range trom GENERAL MOTORS CORPORATION 
~ -9c . is ; CHEVROLET-AVIATION ENGINE DIVISION 
of 65 to 1525—including America’s only geared and nabntie dhemiinion Wedions 
supercharged air-cooled engines in the 400-h.p. class. CADILLAC MOTORCAR DIVISION 
of INTERNATIONAL BUSINESS MACHINES CORPORATION 
afe 2 ™ ; . 4 y > ° al KAMAN HELICOPTER CORPORATION 
» In the field of jet power, Lycoming produces high- nity eeetan or Miiniiieecs 
quality precision parts and major assemblies. From NEW IDEA FARM EQUIPMENT COMPANY ‘ 
yas 4 ’ oad ae - 
: Lycoming come engine components for J-47 jet PIASECKI HELICOPTER CORPORATION 
i- oo 5 . ‘ * ; ‘ PIPER AIRCRAFT CORPORATION 
e engines . . . main leg cylinders for F-86 Sabrejet PRATT & WhiTNEY AIACRAST 
ir landing gear . . . complete gearboxes for J-40 jet engines. RYAN AERONAUTICAL CORPORATION 
; SYLVANIA ELECTRIC PRODUCTS, INC. 
. E . >: THOMPSON PRODUCTS, INCORPORATED 
Do you need dependable air-cooled power . . . precision 
3 P U. S. ARMY ORDNANCE 
parts... or any other of the diversified services listed WESTINGHOUSE ELECTRIC CORPORATION 
in with our signature? Lycoming’s wealth of creative WRIGHT AERONAUTICAL DIVISION 
, . “We, ope >1 CURTISS-WRIGHT CORPORATION 
n engineering ability . . . 2’ million square feet of floor 
space . . . and 6,000-plus machine tools stand ready to 
on serve you. Whatever your problem . . . look to Lycoming! 
ras ; , 
ng 
a- 
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ie") Just off the press! “THe 


ict ¢ Lycomine Story’... 40 inter- 

A., \ gee illustrated pages show- Aircraft Engines, Industrial and Tank Engines, Engine Overhaul, Generating Units . . . Turbine Engineering 

ed \ ing many ways Lycoming is and Research, Engineering Design and Development, Hardened and Ground-Precision Parts, Geors and 

nd ready to help you. Write for Machine Parts . . . Complete Assemblies, Heat-Treating and Plating, Steel Fabrication, Castings, Boilers 
it on your letterhead, 

n- 
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You can see the difference in 


ONED RACEWAYS 





exclusive with 


HOOVER BALL BEARINGS 


The photographs reproduced above are magnified one 
hundreds times so you can see the difference between 
ground, polished and honed raceways. The process and 
the special machines for the honing operation are ex- 
clusive, patented, Hoover developments. Honing by 
Hoover goes far beyond grinding and polishing to 
achieve a surface that assures amazing quietness plus 
longer bearing life and greater load capacity. That’s 
why Hoover Ball Bearings are the choice of distin- 
guished American manufacturers of fine ma- 
chines and equipment. 


The Hoover Engineering Manual will be mailed 
free to engineering and purchasing executives re- 


THE ARISTOCRAT questing a copy on their business letterhead. 












Standard Oil Go. Of California 
is Visited By Washington Ass’, 


The Standard Oil Company of 
California was host to a November 
visit of the Purchasing Agents As. 
sociation of Washington at the com- 
pany’s Point Wells Distributing 
Plant at Richmond Beach. Lun- 
cheon was served the vistors, fol- 
lowed by a tour through the ground 
and warehouses of the installation, 
Operations visited included lubri- 
cating oil blending, canning, pack- 
aging, warehousing, dock facilities 
and the tank farm. Plant Visitations 
Chairman Andy McQuaker and W. 
F. Retelle, Northwest District Pur- 
chasing Agent for the host com- 
pany, handled the arrangements. 
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Generating Plant Visited By 
48 Members Of New Castle Ass’n 


Forty-eight members and guests 
of the Purchasing Agents Associa- 
tion of New Castle visited the gen- 
erating plant of the Pennsylvania 
Power Company at West Pittsburgh 
for the association’s November meet- 
ing. Dinner was served in the as- 
sembly room of the plant and was 
followed by a very short business 
meeting. Mr. P. G. Dingledy, vice 
president of the host company, was 
the speaker for the evening. He gave 
a detailed explanation of the facili- 
ties and equipment at the plant so 
that the members would understand 
the workings of the power plant on 
their tour. Several hours were spent 
in touring the plant following 
which the group reassembled for a 
question and answer period. 


ee ek: 


Executives’ Night Celebrated 
By Denver Purchasing Agents 


The Purchasing Agents Associa- 
tion of Denver celebrated their 
annual “Executives Night” during 
their November meeting at the Al- 
bany Hotel’s Cathedral Room. Guest 
speaker for the evening was Dr. 
David B. Ficks, consulting psycholo- 
gist and technical director of the 
Personnel Management Corporation, 
who addiessed the 119 members 
and guests on “What Are Your 
Attitudes?” Dr. Ficks based his talk 
on the answers provided to 12 
questions given to the audience. 
This “inventory” of the group atti- 
tude was used to illustrate how a 
knowledge of the attitudes might 
affect the policies and actions of 
both management and the purchas- 
ing staff itself. 
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means 
longer life 
for your tools 


Chase Free-Cutting Brass rod yields short chips as it is machined. 
The result is much easier cutting, longer tool life. Products 
produced are smoother, cleaner-surfaced, less expensive to buff or 
polish before lacquering, enameling or plating. 

Fine quality Chase rod and drawn bar are available in a wide 
variety of free-cutting copper alloys. They are always uniform so 
that repeat orders have the same cutting characteristics. 


For rod and bar, for finer products at lower unit cost, 
call the Chase warehouse nearest you. 


e h d &, Cs BRASS & co PPE! rw Nation’s ebegge cnomt for Brass & iad 
York 


WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION Kansas Gly, te. arent 
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YagaLUMINUM 


EXTRUSIONS 


designed and produced 
needs 


to fit your 
Window nani /] 
Combination 


cman 


Architectural and 
Store Front Trim 
and Mouldings 
Automotive, Truck, 
Bus, Trailer and 
Aircraft Shapes 


Mouldings for 
Furniture and 
Interiors 


Structural Shapes, 
Rods, Bars, Tubing 


lf your production requirements call for a 
specially-designed aluminum extrusion, the skill 
ond experience of PE design engineers and 
production men are available to you to help 
answer your specific needs. Or, it may be that 
a solution to your requirements can be found 
among the 4000 standard rods, bars, shapes, 
and tubing currently cataloged by Precision 
Extrusions and available without additional 
die service charge. 


Vf 

© PERSONALIZED SERVICE ond specializa- 
tion in aluminum extruding assures you of 
prompt handling of your inquiry, careful pro- ~ 
duction supervision, and extrusion quality 
meeting the highest standards of the industry. 


y) 

© COMPLETE FACILITIES include design 
engineering, die making, billet casting, extrusion 
production, and standard finishing operations. 


Zp) 

& ENGINEERING ASSISTANCE is available 
without obligation. If your present or future 
plans call for quality aluminum extrusions in 
standard or special shapes, call on PE, or 
write, on your company letterhead, for our new 
complete catalog. 


QUALITY e SERVICE 


BENSENVILLE, ILLINOIS 





CHICAGO: TUxedo 9-1701 @ BENSENVILLE 98 


Milwaukee’s Industry Exhibit 
Called ‘Outstanding Success’ 


The seventh “Products of Indus- 
try Exhibit” held by the Milwaukee 
Association of Purchasing Agents, 
recently, has been called the most 
successful one ever held by the 
group. There were 215 exhibits. At- 
tendance was by invitation with 
more than 20,000 reported to have 
seen the equipment and supplies on 
display. The exhibits ranged from 
rivets to an envelope-making ma- 
chine about 15 feet in length. It 
was estimated that about 75% of 
the exhibits were by Wisconsin 
manufacturers and suppliers and 
25% from out of the state. 

Those responsible for the show 
were: Carl W. Failmezger, president 
of the show; Emil H. Jones, gen- 
eral chairman, Alanson J. Kossel, 
publicity chairman; F. Pearce Bush, 
exhibits chairman; William G. Mett, 
information chairman; Loy M. San- 
ford, treasurer; Frederic G. Syburg, 
secretary and A. E. Altenhofen, re - 
ception committee chairman. 

When the booths were first as- 
signed, it was expected that 146 
would be the limit. But the demand 
made it necessary to use more space 
in the building to hold the total of 
215 booths. 
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RemRand Purchasing Records 
Demonstrated To Elmira Ass’n 


An illustrated demonstration of 
Remington Rand purchasing rec- 
ords was held for 40 members of 
the Elmira Association of Pur- 
chasing Agents at a dinner meeting 
in the Mark Twain Hotel. Glenn 
Inman of the Lycoming-Spencer 
Division of Avco Corp., Williams- 
port, Pa., conducted the demon- 
stration which was sponsored by 
the association’s education 
mittee. 


com- 


oO > 


Senator Purtell Speaks To 
Connecticut Ass’n In New Haven 


U. S. Senator William A. Purtell 
was the featured speaker at a re- 
cent meeting of the Purchasing 
Agents Association of Connecticut 
held at the Hotel Taft in New 
Haven. His topic was “Challenge to 
America”. An educational forum 
was held earlier in the day at which 
time the new film, “The Science 
of Making Brass”, was’: shown. The 
fiim was shown under the sponsor- 
ship of the Chase Brass & Copper 
Co., who also provided specialists 
to answer questions. 





= Flat 
@ Round 
3% Odd contour 


Low or high carbon, stainless, 


special alloy, Armco. You draw the _ 


shape — PAGE can draw the wire. 





Tinned stainless or carbon steel. 
In reels of 50 to 200 pounds. 
Stainless has high tensile strength, 
high resistance, low permeability. 














Tough, durable, workable. 
In the size and type for your work. 




















Any shape*... high carbon.. 
hard drawn... high tensile... 
stainless ... galvanized... 
tinned . . . bright. 





* Cross-sectional areas up to 
.250” square; widths to %”; 
width-to-thickness ratio not 
exceeding 6 to 1. 
EN 


YOU do this— 


Give us the specifications of the wire 
you need—or tell us details of job to 
be done. 


WE'LL do this— 


Send you recommendations, prices 
and delivery date. Samples on re- 
quest. PAGE offers you a wide vari- 
ety of wires to choose from. 
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PAGE STEEL AND. WIRE DIVISION 
AMERICAN CHAIN & CABLE 


Monessen, Pa., Atlanta, Chicago, Denver, Detroit, 
Los Angeles, New York, Philadelphia, 
Portland, San Francisco, Bridgeport, Conn. 
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Lock Safety Wire 4 


Spring Wire ; 
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TOTALLY ENCLOSED fan-cooled fhp motors now feature both 
external and internal fans within stator shell. Air enters 
through open end shield, passes by dust-tight motor cover, and 
out special louvers which guide cooling blast along stator shell. 


ELECTRICAL-MECHANICAL DESIGN applies new materials and tech- 
niques, providing full-rated power in smaller motor size. (1) Baffle chan- 
nels air, helps prevent hot pockets. (2) Fan blades, cast integrally with 


the aluminum rotor windings, conduct heat from rotor for cooling. 
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make G-E tho motors smaller 


SMALLER LIGHTER 


BETTER LOOKING 
































it pays to 
BUY FROM 





Quality and service being equal, you can always get the 
best price from the leader in the industry. 


When you buy from U.S.G.—whether it’s gaskets or pack- 
ing, Teflon* or Kel-F' Stock or fabricated parts, electronic 
components, mechanical components or any other of the 
multitude of products the United States Gasket Company 
manufactures—you can be sure of the right price com- 
mensurate with quality and service. 


You profit from more years of experience in the fabrication 
of Fluorocarbon products and the “Know-how” gained 
through pioneering the application of these materials for 
countless purposes throughout industry. 


You profit from the most modern specialized facilities for 
rapid low cost production, and a world-wide sales engineer- 
ing organization at your service. 


*du Pont Trademark tW. M. Kellogg Trademark 


UNITED | FLUOROCARBON 
STATES | PRODUCTS DIVISION 


GASKET | CAMDEN 1. _ NEW JERSEY 
OPA PANY | cise: throvghour the Worle 
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Hans Westkott Talks To Reading 
Ass’n On Substitute Materials 


Hans Westkott, assistant pur. 
chasing agent of the Berkshire 
Knitting Mills, told the Purchasing 
Agents Association of Reading that 
business costs can be cut by buying 
substitute materials at cheaper 
prices. After the talk, Russell Byers 
served as moderator for a forum on 
purchasing practices. Panel mem- 
bers were Samuel Smith, Samuel 
Henry and Leroy Groff. 
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Cleveland Hears Harry Winsor 


The importance of public relations 
both to businessmen and individuals 
was stressed by Harry B. Winsor, 
administrative secretary at Western 
Reserve University, in his speech 
to the Purchasing Agents Assoc- 
iation of Cleveland. 

He was introduced at the meeting 
in the Hotel Carter by A. J. Mitchell, 
vice president and program chair- 
man of the association. 
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Results Of Southwestern 
Conference Discussed At Tulsa 


A program dealing with aspects 
of the Southwestern Purchasing 
Conference formed the basis for a 
recent meeting of the Purchasing 
Agents Association of Tulsa. L. E. 
Patten, manager of material and 
traffic, Carter Oil Co., spoke for the 
purchasing agents while G. A. 
Thompson, president of Bethlehem 
Supply Co., spoke for the sellers 
and H. M. Cosgrove, executive sec- 
retary of the association, explained 
how the conference was organized 
and carried out. 
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Eight New Members Greeted at 
November Meeting in Buffalo 


Eight new members were greeted 
at the November meeting of the 
Purchasing Agents Association of 
Buffalo. They were: John B. Ad- 
dington, Fisher-Price Toys, Inc.; 
John W. Buno, Socony Vacuum Oil 
Co.; William F. Burk, Jr., The Car- 
borundum Co.; Robert C. Estes, 
Hewitt-Robins, Inc.; Thaddeus V. 
Lysiak, J. M. Cranz Co.; Claude W. 
Mottinger, Hewitt-Robins, Inc; 
Daniel A. Roblin, Jr., Buffalo House- 
wrecking & Salvage Co., Inc.; and 
James W. Williams, Stanley Avia- 
tion Corp. It was announced at the 
meeting that Joe Silvernail had 
been appointed vice chairman of the 
8th District Educational Committee. 
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: TAYLOR Built-up Vulcanized Fibre 
is a new material made of many plies of homogeneous vulcanized fibre 

- bonded together with a special resin developed in Taylor 

e Laboratories. It can be machined with the same facility as 

g homogeneous fibre, has high dielectric strength and is available in any 

at thickness desired. Can be furnished in various colors. 

g 

rr 

ke hi it ? 

:| Want to make something of it: 

\- 

. Make it into many products that require physical and electrical 
qualities that are equal to, or better than, that of the equivalent thickness 
of homogeneous fibre. The arc resistance at the adhesive line is equal 
to that of the fibre itself. The adhesive is unaffected by abrupt changes in 

j relative humidity. It gives built-up fibre greater stability . . . resistance 

- to distortion caused by atmospheric conditions. Edge splitting tests 

Is have proven the adhesive stronger than the fibre. 
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' Make it from 45” x 56” sheets in any thickness desired. The thickness of 

a individual plies can be varied to suit your particular requirements. 

0 

Make sure you get complete information on this versatile new material. 
ed Call your Taylor engineer . . . he will be glad to work with you . . . see 

he where it can fit into your products. Let him go over your requirements 

of for laminated plastics also. He may be able to suggest ways that 

d- Taylor Phenol, Melamine and Silicone Laminated Plastics can do a 

”“ better job . . . lower your costs. 

i 

ey Let us make it for you in our Fabricated Parts Division. We are equipped to 

es, turn out parts to your exact specifications . . . at the right price . . . with 

M. deliveries to match your production schedules. 

C5 Taylor Fibre Co., Norristown, Pennsylvania—La Verne, California 

C= 

nd 

TAYLOR 

he 

~ Laminated Plastics 

, e . 7 

ee. Vulcanized Fibre 
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vive, SORE 


is best for this job? 








whatever type and size you select 


pheoll 


makes it 


OVER 10,000 standard sizes, types, head styles 
and finishes are offered in Pheoll’s complete line 
of screws, bolts and nuts. You can benefit through 
simplified ordering and stocking . . . centralized 
purchasing. Call Pheoll on your next order. 









PHEOLL MANUFACTURING CO. 


5700 ROOSEVELT ROAD, CHICAGO 50, ILLINOIS 


PHEOLL 


scREWS * 7 @ BOLTS © SPECIAL COLD HEADED PRODUCTS 
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Public Utility Group to Hold 
Feb. Conference in Baltimore 


The Mid-Winter Conference of 
the Public Utility Buyers’ Group, 
N.A.P.A., will take place at the 
Lord Baltimore Hotel, Baltimore, 
Md., on Monday and Tuesday, Feb- 
ruary 15 and 16. According te 
Chairman W. H. Jones, Philadelphia 
Electric Company, the program will 
feature addresses by N.A.P.A, Pres. 
ident E. F. Andrews and G. A. Re- 
nard, executive secretary-treasurer 
of the N.A.P.A. In addition, there 
will be forecasts of the economic 
situation from leaders in the pur- 
chasing and editorial fields as well 
as panel discussions by buyers and 
manufacturers on such points as 
pricing, escalation and progressive 
payments. Plans call for a sym- 
posium on steel, copper and alumi- 
num. The group also announced 
that the program will have several 
prominent speakers from the manu- 
facturing field. 


- = 


Columbus Ass’n Hears Talk On 
Leadership Qualities In Nov. 


Members of the Columbus Asso- 
ciation of Purchasing Agents heard 
a talk, at their November meeting, 
by Bernard A. Hodapp, president 
of the Peerless Saw Company, past 
president of the Foremen’s Club 
of Columbus and four-time pres- 
ident of the National Association 
of Foremen. At present, Mr. Hodapp 
is serving as a member of President 
Eisenhower’s National Economic 
Committee. 

Mr. Hodapp’s talk dealt with 
those personal qualities of leader- 
ship and service which the pur- 
chasing agents should develop. 


2 


Chicago Woman Agents Hear 
Talk By F. R. Burns 


F. R. Burns, assistant sales man- 
ager of Central Steel and Wire 
Company, was guest speaker at a 
recent meeting of the women’s divi- 
sion of the Chicago Purchasing 
Agents Association. His topic was 
“Selling is Everybody’s Business”. 


ef 


T. A. Corcoran At Alabama Meet 


The Purchasing Agents Asso- 
ciation of Alabama heard an address 
by T. A. Corcoran, director of pur- 
chases, The Courier-Journal and 
The Louisville Times, Louisville, 
Ky., at a recent meeting. Mr. Corco- 
ran, a former president of N.A.P.A., 
spoke on “Purchasing Horizons”. 
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SMALL DRILLS. Typified by “‘hand- 


pi 
fulof power" 14” Heavy-Duty Hol- 
gun.* Ideal production tool. Ex- 
ceptional in “‘close-corner’ drilling. 


1 

SCREW DRIVERS .. . Drive any- 
thing from delicate screws to 
large nuts and bolts. Many 


models, positive and adjustable 
clutches. 





] 





BENCH GRINDERS 
models, 6” 


: Three 
10” wheel diams., % 
to 1 H.P., for sharpening, grind- 
ing, wire brushing, buffing. 


j LARGER DRILLS... 
nd speeds to fit any job 


{ 
>| 


in 





SANDERS . Drive abrasive 
discs, wire cup brushes, saucer 
grinding wheels, other attach- 
ments. Four models, 7” and 9” 
capacities 


e, f 
= 


* 





POLISHERS . . . Clean, polish, seal 


un, p 
in one operation. Three models 
including unit with exclusive auto- 
matic polish feed 





HAMMERS .. . Drive star drills, 
bull points, etc., in masonry, 
other materials. Four models, %” 
to 2” hole-capacity in concrete. 


¥ 





VALVE SEAT GRINDERS... Famous 
“Vibro-Centric’”* action puts a 
mirror finish on internal combus- 
tion engine valve seats in seconds. 





] 


VALVE REFACERS ... Speedily 
&tind factory-accurate angle on 
Valve faces. Also grind valve 
stems, tappets and rocker arms 
for exact clearance. 
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PORTO-SHEARS* . For fast, ac- 
curate cutting of ferrous and non 
ferrous sheet metal. Two models, 
12 & 16 gauge capacities in steel 


PORTABLE GRINDERS ... Bring 
the tool to heavy, bulky. hard-to- 
move work. Perfectly balanced. 
3”, 5” and 6” wheel diams 





FACTORY SERVICE... A B&D 
extra! Nationwide company-oper- 
ated branches within 24 hours of 
any customer provide fast, accu- 
rate service at reasonable cost! 





Black & Decker 
Cases for Comment 








Industry reports prove .. . for increasing 
production ... speedier construction ... easier 


maintenance... at lower cost... it’s hard to beat 
Black & Decker Power. They find that in every 
B&D Portable Electric Tool they get just the 
right power to do the job. 


And they can be sure of getting this right 
power in B&D Drills, Screw Drivers, Saws, 
Grinders, etc., because Black & Decker custom 
builds its own motors. These motors, plus husky 
housings and precision parts, mean you get a 
tool that’s easy to work with and hard to hurt. 
In every B&D Tool you have a real time-, 
trouble-, money-, and manpower-saver. 


Want more information? Then ask around 
your industry .. . your own shop. Call your 
B&D Distributor for demonstration. And write 
for your copy of the complete 1954 B&D catalog. 
Address: THE BLACK & DECKER MEG. CO., 
607 Pennsylvania Ave., Towson 4, Maryland. 


PORTABLE ELECTRIC TOOLS 


* Trade Mark Reg. U. S. Pat. Off. 
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NM leslelelacelaty 
Wire Cloth 


Weaving 


Precision 


spots in a wire cloth could completely spoil the most painstaking 
screening operation. 


Our skilled workmen and pre- 
cision looms combine to make 
precision wire cloth that meets 
the most rigid specifications. 
All shute wires are parallel 
and all warp wires are parallel 
as they must be, to assure a 
uniformly woven cloth with no 
defects. One or two open 


In addition to its uniformity and freedom from imperfections, Newark 
Wire Cloth is noted for accurate mesh counts. Available in all the 
commercially used metals, Newark Wire Cloth is woven in sizes rang- 
ing from 4 inches (space cloth) down to 400 mesh. 


We maintain a large stock of the commonly used metals and sizes, 
and are in a position to make prompt shipments. Let us quote on your 
requirements. When writing, please give us details on your process. 


Send for our New Catalog E. 


/ 
NEWARK 
fr accuracy 


& ewark 


Jire Gloth 


COMPANY 


351 VERONA AVENUE * NEWARK 4, NEW JERSEY 
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Gift Problem, Electronics Top 
Twin City’s November Program 


A Pre-Meeting Huddle discussing 
“The Gift Problem” as related to 
the Purchasing Agent provided a 
lively sendoff for the November ~ 
meeting of the Twin City Associa. 
tion of Purchasing Agents. Repre. © 
sentatives of a remembrance adver. 
tising firm were present to add their _ 
thoughts on the matter. q 

Feature speaker of the evening © 
was Willius K. Drake of Engineer. 
ing Research Associates Division of 
Remington Rand Inc. whose topic © 
was “Electronics and the Purchas- — 
ing Agent”. 

7 .~- ff 


Maintenance Show 
January 25-28 


Three million dollars in products © 
and equipment will be featured at — 
the fifth Plant Maintenance & 
Engineering Show to be held at the § 
International Amphitheatre, Chica-— 
go, Jan. 25-28, according to Clapp” 
& Poliak, Inc., producers of the 
exposition. 

The show, which has risen in four 
years to a place among the five 
largest annual industrial expositions 
in the country, will have 400 ex-| 
hibiting companies who will occupy 
100,000 square feet of display space. | 
Twenty thousand visitors from all 
parts of the country and many for-— 
eign nations are expected to attend. 

In addition to the show, a three- 7 
day conference will be conducted _ 
at the Hotel Conrad Hilton. Fifty- 
seven nationally known authorities, 
drawn from every type of industry, 
will lead discussions. The conference 
is the largest of its kind. More than 
2,000 engineers and maintenance 
men are expected to participate. 


ae A 


Catalogs On Various Files 


Heller Brothers Co., Newcomers- 
town, Ohio, has recently released’ 
several new catalogs on their prod- 
ucts. Two of these, “Vixen Milled 
Curved-Tooth Files” and “American 7 
Pattern Nucut Files”, indicate the 
variety of files the company pro- 
duces. 

The 12-page “Vixen” booklet 
gives information on sizes, cuts, 
teeth per inch, shipping weights” 
and packaging of every type of 
milled curved-tooth file. 

The “Nucut” booklet devotes its” 
16 pages to every type of American 
pattern file and rasp including spe-_ 
cial purpose files. It also has infor- 
mation on care and use as well as” 
a complete glossary of file words. 
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Strip steel 


it a *¢n tools and utensils serve best when 
ey’ strong and stainless—and are fabri- 

a | best when Superior Stainless Strip 

i is used. Our stainless strip is some- 
ing special . . . produced by specialists . . . 
fa-easy to handle by your methods, 
dt pplied in your tempers, widths 
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Use Bemis 
Tite-Fit Tubing! 


Bemis Tite-Fit Tubing . .. the spiral-sew1. burlap tubing with the 
2-way stretch...is the fastest, easiest, most economical wrapping 
for rolls or bales of goods. Ask the Bemis Man to demonstrate. 


Whatever your needs, we can furnish mixed carloads of burlap piece goods in 
a wide assortment of widths and weights. 


All burlap alike? 
Not by a jugfull | 


















There are various grades of burlap and, of 
course, variations within those grades. 


But there’s one sure way to get the quality 
of burlap you pay for: Rely on Bemis.* 


You can always look to Bemis for the best 
in burlap! 


*Producers and users alike accept Bemis’ grading of 
Indian burlap as the standard for the industry. 


LeT-Til-t¢-] Mm O@laila-t 


St. Louis 2, Mo. 
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Buyer Resistance Poses New 
Problems in Sales, Production 
Conference Board Survey Shows 


There is more buyer resistangg 
today than there has been for many 
years, according to the findings of 3 
survey of 155 manufacturing . 
panies recently completed by 
National Industrial Confere 
Board. i 

Not only is there more competis” 
tion for the consumer’s dollar, age” 
cording to cooperating companies, 
but price competition is becoming 
prevalent. : 

The loss of defense business hag 
freed productive capacity in some 
industries and has greatly intensified 
the search for markets. In the face 
of adequate supplies, customers are 
becoming more selective and are 
offering more resistance. Conference 
Board cooperators are of the opinion 
that customers are not only price 
conscious, but are demanding better 
service and better delivery. 






Rebuilding the Sales Force 


To meet the challenge of this 
emerging market, a substantial por- 
tion of the companies cooperating in 
the NICB survey are intensifying 
their efforts to recruit competent 
salesmen and to train existing sales- 
men on how to do a better job, while 
a third of the reporting companies 
will put more salesmen in the field. 

The Board found, however, com- 
panies are experiencing difficulty in 
recruiting salesmen and report that 
good men are scarce. 


NICB found those companies that 
are experiencing price competition 
generally hope to overcome it 
through lower production costs. 
Some believe that maintaining or 
improving quality against a back- 
ground of rising costs is probably 
their most difficult problem at the 
present time. Few companies except 
to be able to reduce distribution 
costs, and many expect that such 
costs will necessarily increase as 
sales efforts are intensified. 


Some companies are of the opinion 
that new products and new uses for 
old products are the solutions to 
their sales troubles. Generally, The 
Conference Board found, cooper- 
ating manufacturers are considering 
the introduction of new products 
that are additions to their product 
line rather than divergent products. 

Developing sufficient advertising 
support for these new products, in- 
tegrating them into existing lines, 
and getting adequate distribution 
are corollary problems that are 


being given attention by these com- 
panies. 
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“Now with a G Bond wheel we can 
go completely around a 16-inch face 
mill,” writes the tool supervisor of a 
New Jersey plant. “ Previously, due to 
wheel wear we had to index this type 
of cutter at four different positions, 
Now, on a finish cut, we can go com- 
pletely around, and the cutter runs 
absolutely true within .0005 inches, 
These new G Bond wheels have very 
good, cool cutting action, don’t break 
down or leave jagged edges. . . We'll 
be using plenty of them on our tool 
room jobs,” 


New G BOND sets new records 


in tool room grinding 


Here’s Proof... Users praise the many "TOUCH of GOLD” 


advantages in Norton pace-setting wheels 


Norton G Bond wheels have sure 
started something! In tool and cutter 
grinding, as in many other forms of pre- 
cision and semi-precision grinding, 
they’re giving users an entirely new slant 
on how efficient, long-lasting and profit- 
able wheels can be. 





What Users Say 
About New G Bond Wheels 
“Good finish, longer wheel 
life.”’ 


“Heavier feeds without 
burn.” 


“Run absolutely true.” 

“No breakdown—no jagged 
edges.” 

“Cut freely, hold shape with 
no burning.” 

“They show how a real wheel 
will cut.” 








——— 





G Bond Alundum* Wheels 
In Your Own Tool Room 


will take heavier cuts in expensive, heat- 


January, 1954 


sensitive steels without drawing temper. 
They'll reduce tool spoilage, give you 
closer tolerances and smoother finishes 
than you ever got before — with fewer 
wheel changes and machine adjustments 
... Those are the value-adding, money- 
saving ““Touch of Gold” advantages that 
make G Bond wheels outperform any 
others you ever used. 


Your Norton Distributor 


can recommend the right G Bond wheels 
for your jobs. Contact him or write to 
Norton Company, Worcester 6, Mass. 
Distributors in all principal cities, listed 
under “‘Grinding Wheels” in your clas- 
sified phone directory. Export: Norton 
Behr-Manning Overseas Incorporated, 
Worcester 6, Mass. W-1532 


(NORTON 


ABRASIVES 
aking better products ... 
to make other products better 





* Trade-Mark Reg. U. S. Pat. Off. and Foreign Countries 





“ Better cut and less burn than previous Norton or 
other make wheels. We’re re-ordering 250 G Bond 
wheels,” was the comment from this Ohio tool com- 
pany. 





“We're using heavier feeds with G Bond wheels — 
and getting faster sharpening.” 
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Corrugated Box Carries Greasy 
Or Moist Products Safely 


Economy in the packaging of 
meats and other extremely moist 
products has been made possible 
by the new “Never Leak” box devel- 
oped by Hinde & Dauch, Sandusky, 
Ohio. 

The new container, which is ca- 
pable of holding liquids for weeks 
without any apparent seepage, is of 
one-piece, die-cut corrugated con- 
struction. It can be supplied with 


DARNELL 


CASTERS & WHEELS 












Specify Darnell 
e@ Save Money, 
Floors, Equipment 
and Time by using 
DARNELL Casters 
and Wheels...Al- 
ways dependable, 





the inside glassine-laminated, cov- 
ered with a special coating, or a 
combination of both. Effective re- 
sistance to both grease and moisture 
are afforded by the patented con- 
tainer. 

Special self-locking ends of the 
body and cover allow easy assembly 
without the use of tape, stitches or 
glue. Convenient handles formed by 
the self-locking ends make the body 
of the box adaptable as a tote tray 
if desired. 

Stacking strength has been found 
to be excellent. Cover of the box 
can be furnished with or without a 


device for locking the cover to the 
body. 


Always 
SWW-AEL. 


and ROGES 


Tit aw 
Pressed Metal Data 


An illustrated transcript of the 
Pressed Metal Institute’s fourth an- 
nual spring technical meeting is now 
ready. Among the subjects covered 
are: Press Guarding; Designing 
Safety Into Dies; The Right Press 
for the Right Job; Drilling, Tapping 
and Counterboring in the Stamping 
Plant; Work Simplification; Die 
Breakage and How to Minimize It. 
Copies are $5 each from Pressed 
Metal Institute, 2860 E. 130th St., 
Cleveland 20, O. 


on a 
Mercury Market Data Available 
In New Monthly Bulletin 


Mercury users can get up-to-the- 
minute information on the current 
and future possible course of the 


Gree Manual 


DARNELL CORPORATION, LTD 
DOWNEY (10S ANGELES COUNTY) CALIFORNIA 
OO WALKER STREET, NEW YORK 13, NEW Yor 
36 WORTH CLINTON STREET, CHICAGO 64, ILLINO:S 
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market from a new publication js. 
sued monthly. Called the “Me 
News Bulletin,” it is published by 
Bethlehem Apparatus Company, 
Inc., 831 Front St., Hellertown, Pa, 
The bulletin is described as com. 
pletely non-commercial, designed to 
act solely as a source of information 
for anyone interested in the com. 
modity. 

The current issue indicates that 
mercury is at its lowest price since 
the outbreak of the Korean War, but 
that resumption of even normal de- 
mand could bring about a sharp 
price increase and scarcity. 
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Sun’s New Petrochemical 
Plant Now On Stream 


An important new supply source 
for petrochemicals has been put on 
stream by Sun Oil Company. The 
new plant, an addition to Sun's 
Marcus Hook, Pa. refinery, was put 
in full operation during December. 

The $15 million plant is designed 
to produce as much as 19 million 
gallons of benzene per year. It can 
make the same quantity of toluene 
and 15 million gallons of mixed 
xylenes. 





Production of these basic aromatic 
chemicals at this one plant will 
equal one-fourth of their total pro- 
duction by the entire coal tar in- 
dustry in 1941. 

Speaking to a group of press 
representatives at the plant, C. 
Thayer, vice president in charge of 
manufacturing, said that it could be 
used for other purposes should eco- 
nomic conditions cause any great 
change in demand for aromatics. 
Dr. J. Bennett Hill, director of re- 
search, pointed out that the new 
facility is the only one of any size 
making aromatics in the northeast- 
ern area of the country. This, he 
said, gives it a strategic geographical 
position to supply industry concen- 
trated there. 


See Classified Section 
Page 306 
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For quick answers to special cable problems 


call “ROME 3000 


Generally, today’s wire and cable requirements can 
be supplied right out of stock by Rome Cable distrib- 
utors near you, or from a Rome Cable warehouse. 

But, when you run into a problem that involves 
something special or when you need technical in- 
formation quickly, simply pick up your telephone and 
call our nearest sales office or “Rome 3000.” You will 
get prompt, helpful information directly from our 
key people. 

Here are two ways in which buyers have been 
frequently helped by “calling Rome Cable.” 





wy 


Rush shipments of emergency Technical service 
orders by any carrier 


Rome Cable is 
located at a point 
~— that makes possi- 
ble fast rail, motor 


Time and again, a 
call to our nearest 
sales office or 
“Rome 3000” has 
produced engi- 





or air shipments. 


Its people are trained to act quickly neering or product information which 
in emergencies. In many instances, resulted in the solution of unusual 
the seemingly impossible has been wiring requirements . . . saving many 
done to meet delivery schedules .. . dollars in lost time. 


often on the same day as the call. 





Calling “Rome 3000,” either sales office or the factory, 
symbolizes a personalized service . . . a service re- 
sulting from direct and intimate contact between 
buyer and seller. 


a noscifion CABLE 


It Costs Less to Buy the Best 


ROME 


TORRANCE + CALIFORNIA 


0; 
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AGE FENCE “z 


© AMERICA’S FIRST WIRE FENCE e 
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EVERY STEP IS QUALITY CONTROLLED— 
FROM RAW METAL TO THE ERECTED FENCE 


@ Page Chain Link Fence, pioneered by PAGE and produced 

only by PAGE, offers reliable protection against hazards which 

threaten both property and persons. 

YOUR CHOICE OF THREE SUPERIOR METALS is assurance 

that your fence will best meet your needs. Choose heavily- 
galvanized Copper Bearing Steel, or long-lasting Stainless Steel, or 
corrosion-resisting Aluminum. Interlocking wires are woven to form 
a strong, enkortely square mesh. 

EIGHT BASIC STYLES, varied by choice of metals, wire gauges, 
heights, types of gates, posts and post tops, and top rails. Tension and 
fabric bands not removable from outside. Gate frames welded at joints. 
IT’S TIME TO THINK, AND ACT. Page Fence is expertly erected by 
technically trained firms conveniently located = teeter ae the country. 
For illustrated pace data and name of nearest firm... 


Wrtte to PAGE FENCE ASSOCIATION in Monessen, Pa., 


Atlanta, Bridgeport, Chicago, Denver, Detroit, Los Angeles, Philadelphia, 
New York or San Francisco. 


PRODUCT OF PAGE STEEL & WIRE DIVISION OF AMERICAN CHAIN & CABLE COMPANY, INC. 











Got a moving Problem? 





Hold on! 


Call AMERICAN RED BALL MOVING SPE- 
CIALISTS first for home or office transit! Every 
thing’s safe, yet cost is LOWER THAN MOST! 
Consult the yellow pages of your ‘phone directory 
for your nearest AMERICAN RED BALL agent! 
FREE PERSONALIZED ESTIMATE! 


Rely on AMERICAN RED BALL 


TRANSIT COMPANY INC. 
PIONEER NATION-WIDE MOVERS 

















Steel Mesh, Special Filler Form 
New Heavy-Duty Flooring 


A heavy-duty flooring, called 
“Steel-Rock”, is announced by 
United Laboratories, Inc., Cleve. 
land, Ohio. The flooring combines g 
heavy steel mesh and a special filler 
as a complete unit for surfagj 
floors subjected to abuse. “Steel. 
Rock” is claimed to withstand im. 
pact as well as heavy rolling traffic 
and remain maintenance-free for 
many years. 





Floors can be applied over new or old sur- 
faces. 


The resilient filler used in the 
metal grid, compacts to meet the 
level of the steel ribs thereby per- 
mitting the wheels to ride on steel 
without the noise and slipperiness 
of a solid steel surface. The product 
can be applied over new or old sur- 
faces of wood or concrete, inside or 
out, at a depth varying from % to 
1 inch. 

Complete details and instructions 
are available, free of charge, by 
writing to United Laboratories, Inc, 
16801 Euclid Ave., Cleveland, Ohio. 


Be fe 


Standards Without Tears 


Standardization is a much more 
fascinating subject than its mouth- 
ful of syllables would indicate. To 
prove it, American Standards As- 
sociation has issued an informative 
and amusing booklet entitled 
“Through History With Standards.” 
Sub-title is, “An Illustrated Text 
Book for Young and Old.” How 
standards developed, grew and be- 
came so important is told accurately, 
but in light vein. Richly humorous 
cartoons more or less help prove the 
point emphasized by ASA: “Through 
standardization, inconvenience, use- 
less confusion and sometimes 
tragedy have been stopped oF 
avoided—as you will see in this 
book.” 


Copies are available from Ameri- 
can Standards Association, 70 East 
45th St., New York 17, N. Y. 
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ALIHE? 


FOR RUGGED SERVICE, Reliance 
Motors are built better to last longer. 
These Precision-Built Motors combine 
maximum strength with shock-resist- 
ant frame and bearing-bracket con- 
struction. Write for Bulletin B-2101. 





1056 Ivanhoe Road, Cleveland 10, Ohio e¢ Sales Representatives in Principal Cities 
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Personalities 





Ray A. Hulce has been named Pur- 
chasing Agent of the recently formed 
Special Product Division of the Ford 





4 


Ray A. Hulce 


Motor Company, Dearborn, Mich. Mr. 
Hulce was formerly administrative as- 
sistant to the general manager of Spe- 
cial Product Operations, forerunner of 
the new division. He joined Ford in 
July, 1948, and later served as assistant 
to the purchasing agent of the Lincoln- 
Mercury Division. 


David V. Sprunt, former civil de- 
fense coordinator for Pima County, 
Ariz., was appointed County Purchas- 
ing Agent by the board of supervisors 
recently. 


Homer Shaw has been named Pur- 
chasing Agent for the Parma Water 
Lifter Company, Parma, Idaho. Mr. 
Shaw previously had been associated 
with the Bradley Mining Company. 


David L. Galen was honored recently 
at two functions marking his retirement 
as Vice President-Purchasing for 
Crown Zellerbach Corporation, San 
Wraacisco, Calif. He was presented with 
a 45-year service pin by Executive 
Vice President Harold Zellerbach at 
a company luncheon and later was 
feted at company headquarters by em- 
ployees of the company. 
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IN THE NEWS 


W. H. Ruskaup Jr., Assistant General 
Purchasing Agent of the New York 
Central System, was guest speaker at 
a recent meeting of the Hudson Valley 
Chapter, Society for the Advancement 
of Management. 

Mr. Ruskaup spoke on “The Func- 
tions of a Purchasing Agent in an Or- 
ganization”. 


The appointment of H. P. Macco as 
General Purchasing Agent for Twain 
Tool and Manufacturing Co., Evanston, 
Ill., was announced recently. 


Allen D. Feote has been named works 
Purchasing Agent for the West Allis 
Works, Allis-Chalmers Manufacturing 





Allen D. Foote 


Co., Milwaukee, Wis. Mr. Foote joined 
Allis-Chalmers in 1936 and became a 
member of the purchasing department 
in 1942. 

Other appointments in the West Allis 
Works’ purchasing department are: 
S. C. Bielawski, tractor purchasing 
agent; G. A. Justman, supervisor of 
the expediting section. In addition, 
J. L. Doyle is now in charge of the 
expediting section at the Hawley Works. 


Armour & Co., Chicago, has named 
John M. Hoerner to the new post of 
Director of Purchases and Sales of the 
firm’s chemical division. 


Horace B. Ferguson has been named 
Director of Purchases for Aeroquip 
Corporation, Jackson, Mich. Mr. Fer- 





Horace B. Ferguson 


guson joined the organization last 
September when he left the Free Sew- 
ing Machine Co. of Rockford, Ill., where 
he was Director of Purchases. 


The Marathon Electric Mfg. Corp., 
Wausua, Wis., has appointed Harold W. 
Kumerow as Director of Purchases. 
Mr. Kumerow joined Marathon in 1947 
and was appointed material -control 
and accounting supervisor in 1949. 


Robert W. Koch, who served as a 
special assistant to Secretary of De- 
fense Charles Wilson, has returned to 
Akron, Ohio, to resume his duties as 
Director of Purchases of the Firestone 
Tire & Rubber Co. 

The assignment of Mr. Koch was to 
secure effective and efficient procure- 
ment methods and operations through- 
out the Department of Defense, ac- 
cording to Deputy Secretary of Defense 
Roger M. Kyes. 

Mr. Koch joined Firestone in 1925 
and was assigned to the purchasing 
division of the Firestone Steel Products 
Company. In 1930 he was named Pur- 
chasing Agent for the parent company 
and in 1943 was made Director of 
Purchases. 
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improve product design... 
cut manufacturing costs 


with ACCUMET PRECISION INVESTMENT CASTINGS 





[CRUCIBLE 








5A. years of. Fine steelmaking 


In many cases design is restricted and function limited 
when alloy steel parts are made on conventional machinery 
from bar stock or forgings. Frequently such designs can be 
improved and production costs lowered by the use of 
precision investment castings. That’s because this casting 
process permits the use of high alloy steels that are difficult 
to machine or forge. 


Take these four component parts of a pneumatic tool for 
example. They are Accumet Investment Castings made by 
Crucible of 8620 steel. They have a smooth, satiny finish 
and are held to very close tolerances. If these parts were 
not made by this “lost wax” process, the pneumatic tool 
could not be produced at a practical cost in its present design. 


Crucible engineers and metallurgists are available to help 
solve design and production problems through the use of 
Accumet Precision Investment Castings. Write now, and 
let them help you solve yours. 


first name in special purpose steels 


ACCUMET PRECISION CASTINGS 


CRUCIBLE STEEL COMPANY OF AMERICA, GENERAL SALES OFFICES, OLIVER BUILDING, PITTSBURGH, PA. 


REX HIGH SPEED * TOOL * REZISTAL STAINLESS 


* ALLOY °* MACHINERY ©¢ SPECIAL PURPOSE STEELS 
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STAMPINGS 


ONE PIECE 


OR ONE MILLION 





Our impartial use of three basic 
methods gives you economy rc 
gardless of length of run. 


Most parts can be made by all three 
methods. But only one is most econom- 
ical. The right decision is a technical one, 
based on over-all quantity, contour di: 
mensions, tolerances and materials. 


YOUR SUPPLIER SHOULD 
KNOW ALL THREE METHODS 


worete 
~— ge ODUCTION 


MACHINE \ 
cur 


~ 


ANDO LABOR 


cost OF TOOL 





' 10 100 1,000 10,000 
NUMBER OF PIECES 


100,000 


This logarithmic chart shows 
the effect of these factors on the 
specific part illustrated. From 1 
to 65 parts, our own Machine-Cut 
Method with no die cost whatso- 
ever is most economical. At 65 
parts, the Short-Run Method using 
economical blanking dies and 
stock punches is best. At 7,000 
units, the standard Production 
Method with standard dies is most 
satisfactory. 


For more information, use coupon on opposite page 


SYAW PINGS 
HIVISION 


© LAMINATED © 













© COMPANY, INC. O 








2401 Union Street, Glenbrook, Conn. 
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Stanley J. Rapsis is the new pur- 
chasing representative at Chrysler 
Corporation’s Delaware Tank Plant, 
Newark, N. J. He succeeds Gordon K. 
Price, Divisional Purchasing Agent, 
who has been recalled for a new assign- 
ment in the corporation’s central pur- 
chasing division in Detroit. 

Mr. Rapsis joined Chrysler in 1936 
as a member of the central engineering 
division and was transferred to the ac- 
counting division in 1938. In 1942 he 
joined the purchasing department, serv- 
ing as an assistant buyer and buyer. In 
July, 1951, he was assigned to the tank 


plant in Newark as assistant to Mr. 
Price. 


Stauffer Chemical Co., Los Angeles, 
Calif., has named Arthur H. Swanson 
as Director of Purchases and General 
Credit Manager. 


Colonel E. W. Hess is now the Direc- 
tor of Purchases for United States 
Hoffman Machinery Corporation’s Syra- 
cuse, N. Y., plants. 


E. G. Berglind has been promoted to 
Purchasing Agent of the Wooster Rub- 
ber Co., Wooster, Ohio. Mr. Berglind 
has been assistant purchasing agent of 





E. G. Berglind 


the company for the past two years. 
Prior to that, he was purchasing agent 


for Star Drilling Machine Co., Akron, 
Ohio. 


B. T. Rabuse assumes the newly- 
created post of Director of Purchases 
for Gould-National Batteries, Inc., 
Trenton, N. J. Williard C. Shull was 
named Purchasing Agent. 


Martin J. Reed has been appointed 
Purchasing Agent of the Auto-Lite 
Battery Corp., Owen-Dyneto Division 
in Syracuse, N. Y. At the same time, 
it was announced that Phillip Giblin 


had been promoted to Assistant Pur- 
chasing Agent. 


The Purchasing Department at the 
East Alton, Ill., plant of Olin Industries, 
Inc., has moved its personnel to 1856 
East Broadway, Alton. 
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The Canton, Ohio, Division of §, v 
Bliss Company, has named M. E, Do. 
man as Manager of Materials. In agg, 
tion to supervising the division’s pur. 
chasing department, he will be in 
of inventories, stores and receiving 
operations. 


M. E. Dorman 


Mr. Dorman has been associated with 
the company for 14 years and was pre 
viously Manager of Purchases for the 
Hastings, Mich., and Brooklyn, N. Y. 
divisions. 


George D. Enos, Jr., former Purchas- 
ing Agent, is now Executive Vice Pres- 
ident of Enos & Sanderson Co., Buffalo, 
N. Y. 


Activation of the New York Quarter- 
master Purchasing Agency, New York 
City, has been announced by Brigadier 
General R. P. Hollis, who has been 
designated as commanding general d 
the newly-established agency. The 
agency, following deactivation of the 
Armed Services Textile and Appard 
Procurement Agency, has been givet 
purchase responsibilities for the pre 
curement of Army, Air Force, and 
Armed Services Medical Procurement 
Agency textiles, apparel and related 
requirements. 

Colonel Charles D. McColl will b 
deputy to Brigadier General Hollis and 
comes to this new assignment from the 
Oakland Quartermaster Procurement 
Agency, where he served for thre 
years as chief, Procurement Division 


James W. Conley has been named 
Purchasing Agent of Rockwell’s Sul- 
phur Springs (Tex.) plant. He was with 
the Boiler, Tank and Pipe Company, 
Oakland, Calif., for more than 12 yeas; 
assistant manager of Moore 
Company, Oakland, six years; was At 
sistant Purchasing Agent with the 
Moore firm; with Hough and Egbert 
San Francisco, two years as port ste 
ard and Purchasing Agent; with Kaiset 
Steel Corporation, Oakland, two yealt 
as northern division sales-service mal- 
ager; and chief buyer for the Nord 


(Please turn to page 248) 
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It took 75 years of Okonite research, engineering, 
and on-the-job experience to make this picture 
possible. For a submarine cable typifies Okonite’s 
unusual skills in making insulated cables. 

During the past 75 years Okonite has made 
many pioneering cgntributions to this type of 
cable in its gradual evolution to today’s position 
of “watertight integrity.” Okonite installed the 
first 69,000-volt, paper-insulated, lead-sheathed 
submarine cable in 1928 at Deepwater, Delaware. 
This company also made the first 132,000-volt, 
pipe-type submarine cable, which crosses the 
Hudson River at Newburgh, N. Y. 

Perhaps the highest achievement in this indus- 





 ) ome t T & aN insulated cables 





exposure time for this picture: 


75 years 


trial art is the now famous “Bonneville Cable,” 
installed in 1951 in Puget Sound. This record-size 
cable has taken its place alongside 18 other 
Okonite submarine cables now operating in the 
Puget Sound area, some of which were installed 
over 25 years ago. 

Since 1878, Okonite’s one concern has been 
to make longer-lived cables. Over these years 
Okonite research has yielded an unusually high 
number of new materials, processes and tech- 
niques. They were confirmed first by Okonite’s 
advanced testing procedures, and second, by the 
even more exacting test of service experience. 
The Okonite Company, Passaic, New Jersey. 
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RUBBER 
ENGINEERING | 


BRAINS 
' AT WORK 


Primarily, ACUSHNET sells rubber engineering “brains” — spe- 
cialized, collective engineering skill that produces the solution to problem 
jobs constantly confronting the users of “precision” molded rubber parts. 

ACUSHNET accomplishments in this specialized field of precision- 
production are widely recognized throughout industry. We count among 
our customers many of the nation’s leading manufacturers, as well as 
smaller producers of quality products. 

















Our Engineering Staff will gladly study your prints and recommend stocks 

with properties to meet specified conditions, or work with your engineers 

in the initial stages of their designs. Our staff is particularly 
adept in designing molds that 
provide maximum production 
efficiencies and economies. 


PROCESS COMPANY Send for your copy of the 


“Acushnet Rubber Handbook" 








Aistress all communications to 770 Belleville Ave., New Bedford, Mass. 
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strom Valve Division of 


Manufacturing Company, Oakland, 
three years. 


The Long Beach, Calif., City Coungj 
has confirmed the appointment of E4. 
win W. Hyka as City Purchasing Agen 
to succeed Amy H. Dutcher, who re. 
tired July 20. Mr. Hyka has been , 
buyer and assistant purchasing agent 
for the city since June 23, 1952. Prigp 
to that he had 15 years’ experience a 
a buyer in private business. He worked 
for Buffums’ and the Firestone Tipe 
and Rubber Co. and was buyer andj 
chief estimator for the west coast engi. 
neering department of Sears Roebuck 
& Co. 


Wagner Electric Corporation, § 
Louis, Mo., has appointed Harold § 
Garrett Assistant Director of Purchases 
and Production Planning, and Harold 
K. Kramer as Purchasing Agent. 





H. S. Garrett H. K. Kramer 


Mr. Garrett had previously been 
manager of material control and pum 
chases. His appointment follows thirty- 
one years experience in production and 
purchasing activities with Wagner. 

Mr. Kramer was assistant to the 
chief automotive engineer at the time 
of his new appointment. He has been 
with the company since 1933. 


Catalytic Construction Company, 
Philadelphia, Pa., has appointed John 
T. Hoffman as Director of Purchases. 
Mr. Hoffman, who was formerly Assist- 
ant Director of Purchases, is succeeded 
in that position by Quay O. Saylor, 
formerly Chief Buyer. 

Mr. Hoffman became associated with 
Catalytic in 1946 and has served it 
various capacities in the Purchasing 
Department. Mr. Saylor joined the 
company in March, 1953, and was prev- 
iously associated with Koppers Co, 
Pittsburgh, Pa. 


CL:fford Chase, former member of the 
Maine legislature, has retired as Pur- 
chasing Agent for the St. Croix Paper 
Company, Woodland, Me., after 22 years 
of service. He joined the firm on April 
1, 1931, as assistant to the master me 
chanic. In July of that year he became 
safety engineer and remained as such 
until 1939 when he succeeded J. H 
McDaniels as Purchasing Agent. 


Irving Shure, Purchasing Agent for 
the Conrad Hilton Hotel, Chicago, since 
1950, has been promoted to 
General Purchasing Agent for the Hilton 
Hotel Corporation. 
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Dependable, Efficient 


@ UES air compressors 


AIR HOISTS 


gg VOUR PRObu, AIR CYLINDERS 


A gizs 





TWO-STAGE, AIR COOLED 


“0 
"Mone prorvie™ 


\e 


PRECISION BUILT COMPRESSORS 


TIME-SAVING Curtis 
Air Cylinders and Air Hoists 


@ Low-Cost lifting, lowering, 
pushing, or pulling 





Curtis Bracketed Air Cylinder 
can be placed in any position from horizontal 
to vertical. Will lift, lower, push or pull. 


Iu 1954, 


Celebrating 100 years of successful 
manufacturing experience. 


CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 
1908 Kienlen Avenue St. Louis 20, Missouri 


UP TO 50 H.P. 


Advanced two-stage design saves electric current. 
Delivers more air per horsepower. 

Timken tapered main bearings. 

Pressure lubricated rod and piston bearings. 


Assures long trouble-free performance. 


@ Accurately controlled 
operating speed 


@ Cylinders are ground and 
polished 


@ Valve 


is of disc type lapped 


to its seat. 


(pm ee ae ee ae > ee 


Curtis Pendant Air Hoist 
for any lifting or lowering 
job where headroom is 


not limited. | i 


CURTIS PNEUMATIC MACHINERY DIVISION 778 
of Curtis Manufacturing Co. 
1908 Kienlen Avenue, St. Lovis 20, Mo. 


| am interested in items checked below: 
[-] AIR COMPRESSORS [] AIR HOISTS [] AIR CYLINDERS 


1 
I 
1 
1 
! 
! 
Capacity...Current... Load...lift... load.....liff..... | 
| 
| 
| 
! 
| 
| 
! 
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INDUSTRIAL Developments 





New building construction at its New 
York area steel service plant is near- 
ing completion, according to an an- 
nouncement from Joseph T. Ryerson 
& Son, Inc., Chicago. 

Located on an 8-acre site near the 
present plant in Jersey City, N. J., the 
addition consists of two large building 
units, 110 feet by 605 feet, and 85 feet 
by 580 feet. Total floor area of the 
enlarged steel service facilities is 
about 355,000 square feet. 

Steel handling and shipping facili- 
ties at the addition include two cranes 
in each building unit, a 40-foot truck 
driveway through the center of the 





BEFORE MODERNIZATION, this part of the Lyons Metal 
Products, Inc., Aurora, Ill., showed unpainted walls, partitions and 
posts and a variety of production work grouped together. 





Scrap handling occupies valuable production space in this view of 
the Lyons plant. Note poor light in rear room where material is 
stored on skids on the floor around numerous wooden columns. 
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building and railroad sidings of the 
Central Railroad of New Jersey and 
the Lehigh Valley Railroad at either 
end of the plant. 


Wagner Electric Corporation, St. 
Louis, Mo., manufacturers of automo- 
tive and electrical equipment, has 
purchased from the Fulton Iron Works 
a five-acre improved tract adjacent to 
its present property. The tract con- 
tains five buildings, aggregating 125,- 
000 square feet of floor space. Manu- 
facturing buildings included in the 
sale are of mill type construction and 
are equipped with heavy cranes. 





TaN 


United States Steel Corporation, New 
York City, will begin construction of 
a steel container plant on a 26.7-acre 
plot in Pennsuaken Township, Camden 
County, N. J., for its United States 
Steel Products Division, shortly. 

The new plant, designed for the pr- 
duction of steel drums and pails for 
the petroleum, chemical, paint, food 
and other industries, will have 168,00 
square feet of floor space and is sched- 
uled for completion early in 1955. An- 
nual capacity of the Camden plant is 
scheduled to be 2,370,000 drums and 
3,200,000 pails which will be manv- 


(Please turn to page 252) 








AFTER RENOVATION the same area presents a broad 
panse of well-lighted area with machinery placed to provide the utmost 
efficiency of production and smooth flow of material. 





A little paint, new window sashes and removal of partitions hes 
tremendously altered the aspect of the scene. Notice that production 
machinery now occupies space where skids had been formerly stored. 
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Waterbury'’s arithmetic gives 





TOTAL SATISFACTION 
FOR YOUR 
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_ New 
on of 
acre 
mden 
States 


INDIVIDUAL ATTENTION 
10 YOUR ORDER 





» pro- 
s for i 
food oe 
68,00 


ant is 
3 and 
nanu- 


REQUIREMENTS 
In SHEET*STRIP*COILS \ 


N 
\ 
N 
N 
This simple arithmetic gives you the right answer in a Brouse. 
It adds up four good reasons for contacting Waterbury Rolling Mills 
on your next sheet or strip order. 


1. QUALITY — Selected raw materials, metallurgical laboratory control 
protect and maintain the quality of every shipment. ,* 
. ATTENTION — Waterbury’s flexible facilities and simplified organization ‘ 


make it possible to give every order identical attention and close 
follow-up. 


ad ex 
utmost 2 





3. ASSISTANCE — Waterbury’s metallurgical experience and knowledge is 
available to help you on specific problems. 


4, DELIVERY — Close follow-up, simplified production control, more com- 
I I I 
pact facilities expedite quick shipments. 


You can order Waterbury Rolling Mills phosphor bronze from the 
office nearest you. 


WATERBURY ROLLING MILLS, INC. 
Established 1906 
Main Office: Waterbury, Conn. @ Tel. Waterbury 4-5131 


New York Representative: J. A. Wilson Metal Products Co., 350 Madison Ave. © VAnderbilt 6-1246 
Chicago Representative: General Stee! Warehouse Co., Inc., 1830 N. Kostner Ave. © BElmont 5-4266 
Philadelphia Area Representative: John McNichol, 16 West Mill Rd., Flourtown, Pa. ¢ WHitemarsh 8-1869 





ALS@ NICKEL SILVER AND OTHER NON-FERROUS ALLOYS 
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The cost is in 
Pennies- 


=but the results 
ETM ELAS 


Never underestimate the importance of name plates on your 
product! Their worth is far out of proportion to the few pennies 
they add to your costs. As the “signature” on a product, the 
appearance of the name plate should reflect the maker’s pride; 
its durability should match the quality of the product. 

















We have the experience, the skilled 
craftsmanship, plus the latest and 
best equipment to produce high 
quality metal plates—to provide 
standout identification at the right 
price. We produce instruction 
plates that are clearly and easily 
readable—and stay that way for the 
life of the product. Quality plates 
will pay you dividends 


ALUMINUM ANODIZING , 
We are equipped to apply this pro-* 
tective coating to aluminum parts and 
products, by the exclusive Alumilite 
process——in a wide range of attractive 
colors. Write for quotation, 


GET OUR QUOTATION 
Send a rough sketch, blue print or 
sample, with specifications, for quota- 
oa tion. Or write us fully about your re- 





quirements in name plates, instruction 
plates, dials, panels, scales, etc. 

Write for our new book, “Etched or 
Lithographed Metal Products of Qual- 
ity,” containing full color examples 


CHICAGO THRIFT-ETCHING CORPORATION 


1555 NORTH SHEFFIELD AVE., CHICAGO 22, ILL., DEPT. C 


Write for this 
Booklet! 





Metal Name Plates, Dials and Panels, Etched or Lithographed + Etched Metal Scales, 
Clock Dials, Trophy Plates, Plaques, Advertising Specialties « Etched Metal Panels 
for elevator and architectural uses * Coin Banks * Lithographed or Screened Plastic 
Nome Plates or Dials * Aluminum Anodizing by the Alumilite Process. 


SUBSIDIARY OF DODGE MANUFACTURING CORPORATION, MISHAWAKA, INDIANA 
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factured on a 55-gallon high speed 
drum line, a combination heavy drum 
line, a combination light drum and 
grease drum line, and one high-speed 
pail line. Containers, chiefly for the 
petroleum and chemical industries, 
will range in size from 3% to 7 gallon 
pails up to 100-lb grease drums and 
55-gallon oil drums. 


Inland Steel Company, Chicago, an. 
nounced recently that one of its three 
blooming mills at its Indiana Harbor 
(Ind.) Works had been completely 
renovated during a fast 23-day change. 
over. Production loss was held to a 
minimum and amounted to an esti- 
mated 100,000 tons. 

The blooming mill, which formerly 
was rated at 40-inches, now has a 46- 
inch rating and will be able to roll 
larger ingots and increased tonnages 
with greater versatility. While the 
blooming mill was being modernized, 
the company also made repairs on sev- 
eral open hearths which normally feed 
ingots to the mill. Further renovation 
of the blooming mill facilities during 
the next two years will see the installa- 
tion of new shears, tables, and transfer 
and auxiliary equipment. When all the 
alterations are completed, the mill's 
capacity will have been increased by 
at least 25 percent. 


Chrysler Corporation’s Amplex Divi- 
sion is increasing production of Oilite 
self-lubricating parts through its ex- 
panded facilities at Trenton, Mich. The 
new plant, which was constructed 
earlier this year for production of de- 
fense materials, is being equipped with 
presses and machines for the new 
civilian work. 


Design and construction services of 
Koppers Company, Inc., Pittsburgh, 
were expanded recently by the pur-” 
chase of the business of American Ore” 
Reclamation Co., Chicago. For many 
years a leader in the design and engi- 
neering of sintering machines and sin- 
tering plants, American Ore Reclama-_ 
tion Company has been accredited with 
many outstanding contributions to the 
technology of iron ore agglomeration. 

Sintering activities formerly carried 
on by American Ore will be conducted 
by the Freyn Department of Koppers 
Engineering and Construction Division 
which currently handles Koppers sin- 
tering plant activities. 


Selection of Texas City, Texas, as 
the site for company’s first polyethy- 
lene production plant, was announ 
recently by Monsanto Chemical Co, 
St. Louis, Mo. Located adjacent t 
Monsento’s existing Texas City plant, 
the new polyethylene unit, operated 
by the Plastics Division, is ex 
to produce commercial quantities of 
polyethylene starting in the fourth 
quarter of 1954. Plans announced last 
March, before the site had been chosen, 
set initial annual capacity at about 6 
million pounds with a 50 percent in- 
creased capacity scheduled for 1957. 
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You put your best foot for- 
ward financially when you choose this spring type leg- 
ging to protect your worker’s legs and ankles. Why? 
Because both the frame and fabric are removable and 
replaceable. Should either the frame or the fabric be- 
come unusable, either can be replaced. This feature is 
a great advantage over most leggings from a cost 
standpoint ; yet the worker’s safety and protection have 
Inno way been minimized. 

This very serviceable legging 
is available in chrome-tanned 
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Protection 


Stretch 
Your Legging Money 
Farther with the 


NEW 
AO 1512R-CL LEGGING 


with Replaceable Fabric or Frame 


COVERING OR SPRING MAY BE REPLACED SEPARATELY! 


cowhide as the 1512R-CL... in asbestos as the 
1481R-A ...in flame-resisting duck as the 1482R-FR. 
Your AO Safety Products Representative can supply 
you with this highly serviceable protection. 

NOTE: We recommend AO chrome-tanned cow- 
hide or asbestos for protection against heat, sparks, 
and hot metal splashes. AO flame-resisting duck will do 
a fine protective job against sparks. 


| Keep your workers 
in the Safety Zone 
| with AO Safety 

| Equipment 


wm 
wm 





REVOLUTIONARY among liquids 
because of its stability, 

DOW CORNING \200 

SILICONE FLUID 

CREATES NEW PRODUCTS 


FOR EXAMPLE: One year after they were 
introduced by Dow Corning, release agents 
made with our silicone fluids were almost 
Universally used in the rubber industry 
fo reduce scrap, improve finish, cut mold 
Maintenance costs by as much as 90%. 








Ta telanlelilameaacle (Lame lite Mell-laalciaicelills 

devices is improved by Dow Corning 200 

Fluid as a liquid dielectric in capacitors oe 
relate Mineltarelaulce 


constant and 
Now, less than 3 years after Dow Corning power factor 


proved the usefulness of silicone fluids relatively 
@s polishing agents, most of the best 

automobile and furniture polishes are made 

with these new materials. 


Reliability and accuracy of automobile and 
aircraft instruments, overload relays, circuit 
breakers, torsional -vibration dampers have enellaa 
been increased by Dow Corning 200 Fluid 


hly water 


as a damping medium. 


As a water repellent treatment for vials 
and bottles, Dow Corning 200 Fluid cuts 
Waste, makes dosage of rare antibiotics 
ilel¢-Muelelalelgehi-e 


are you looking for 
NEW BUSINES$ ? 


SILICONES cut production 








costs mprove the performance 
and sales appeal of 
from 
pre 
polishes to radar bg 


Mail coupon today for P 
more information. — / 


cs 


DOW CORNING CORPORATION, Dept. DV-13, Midland, Michigan 


Please send me 


Tall Tales and Fabulous Facts, a pleasant introduction to Silicones. 
[[] 32-page booklet on Dow Corning 200 Fluid. 


ae 
| a. CORPORATION ¢ 


Company ——— 


Name 


OT | 


City Zone___._ State 
ATLANTA © CHICAGO +. CLEVECAND + DALLAS * DETROIT » NEW YORK + LOS ANGELES + WASHINGTON, D.C 


Silver Spring, Md 
in Canada DOW CORNING SILICONES, LTD., TORONTO . In England: MIDLAND SILICONES LTD., LONDON 
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A $250,000 expansion of plant ang 
manufacturing facilities at .Watsop. 
Stillman Fittings Division, H. K. Porter 
Co., Inc., Roselle, N. J., was announced 
recently. 

The expansion program includes ad. 
ditional land, buildings and the insta]. 
lation of specially designéd automatic 
machine tools for increased production 
of forged steel fittings. 


The Naugatuck Chemical Division, 
United States Rubber Co., New York 
City, is increasing the production fa. 
cilities for Kralastic, a resin-rubber 
plastic, at the firm’s Baton Rouge, La, 
plant. 

The new facilities will triple the out. 
put of Kralastic and should be in op. 
eration by mid-1954. 

A thermoplastic material, Kralastie 
retains much of its toughness and high 


impact strength at temperatures as low 
as —60°F. 


The New Haven Pulp and Board 
Company recently changed its name to 
the New Haven Board & Carton Com- 
pany. There are no changes within 
the internal management of the com. 
pany. 


Shell Chemical Corporation, New 
York City, is now operating an alcohol 
denaturing plant near Chicago, Ill. k 
will substantially reduce the time re- 
quired by the company to service or- 
ders for Midwestern points. The plant 
is equipped to furnish the most gen- 
erally used grades of specially de- 
natured alcohols and proprietary sol- 
vents and to ship them by drum, tank 
truck and tank car to customers in 
Illinois, Indiana, Wisconsin, Michigan 
and parts of Ohio and Minnesota. 


Carpenter Steel Company, Reading, 
Pa., recently opened its new mill- 
branch warehouse and office in Mil- 
waukee, Wis. 


American Potash & Chemical Corp, 
Los Angeles, Calif., has broadened its 
activities in the production of lithium 
products with the offering of lithium 
ores from a new source in Africa. The 
company has completed arrangements 
to handle lepidolite and petalite ore 
mined from a large deposit of high- 
grade lithium-bearing minerals |lo- 
cated near Fort Victoria, Southern 
Rhodesia. The property is owned and 
will be operated by Bikita Minerals 
(Private) Ltd. 

American Potash & Chemical Corpo- 
ration has been producing lithium prod- 
ucts for many years from the brine 


of Searles Lake at its plant in Trona, 
Calif. 


Kling Brothers Engineering Works, 
Chicago, makers of steel fabricating 
machinery, have announced the pur- 
chase of all capital stock of the Pope 
Machine Co., Inc., Seattle, Wash., mak- 
ers of plate bending rolls. The Pope 
plant will continue to operate in Seattle 
as a subsidiary of Kling. 
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means CHAIN 


Welded and Weldless Chain, Chain Assemblies, 
Slings and Fittings for Every Purpose 


Before coming to America 84 years ago, the 
Round Family had been one of England’s 
leading chain-making families for nearly 
200 years. The name Round was on every 
piece of chain they built—and was a name 
that meant the finest chain. 


In America, the Rounds continued to build 

chain in their same craftsman way. Soon the 

name Kouyd became the standard for 
Vulc-Alloy and 


ye — 
/ Wrought tron 
Helates Slings 





quality chain in this country. 


In those early days, chain was built by hand. 
Now, most types are built by automatic 
machines. Though the present Kound 
Organization has changed to new, modern 
methods of making chain, the Kow#d policy 
of building quality chain has not changed. 


Today, throughout the world, the name 
Round means Chain .. . the finest chain. 








CALIFORNIA CHAIN CO., So. San Francisco, Calif. + 


.. THE K2occred CHAM & MFG. CO.,Chicage 38, ll. © THE SOUTHERN CHAIN & MFG. CO., Birmingham 4, Ala. , 4 
OHIO HOIST & MFG. CO.,Cleveland 5, Ohio » A2aqgftdl CHAIN CO.OF CANADA, Brampton, Ont. 
> Roti. METAL FINISHING CO., Cleveland 5, Obio , 3 


Rocsed W00rs We. CO., Trenton 7,W. J. 
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Tire Chains Formed Albroloy 
and Wire Fon eons 
Accessories Products 


Bs CHAIN COMPANIES te 


THE CLEVELAND CHAIN & MFG. CO., Cleveland 5, Ohio » Azoeczed! SEATTLE CHAIN CORP., Seattle 8, Wash., Portland 10, Ore. 
Rocired wiocePont CHAI & WEG. CO., Bridgeport 1, Conn. 


Rotirdl Ws WAGELES CHAIN CORP. Les Angeles 58, Calit. « A2ec#tdl WOODNOUSE CHAIN & MFG. CO., Trenton 7,.N. J. 
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how to save by 


buying cleaning results 
instead of just 
cleaning materials 


for example: One Company saved 
$1,800 cleaning four heat ex- 
changers in place 


for example: A Food Processor cut 
cleaning-before-repainting-time 
from 2 days to 3 hours 





Results—not merely cost per pound or gallon—determine your com- 
pany’s cleaning costs. You’re bound to get the best possible results 
when you take advantage of Oakite’s highly developed Technical 
Service. This is proved by the typical experience of others: 


$1,800 saved on one job of cleaning four heat exchangers. 
Tube bundles formerly pulled out for cleaning. Oakite methods 
and materials permitted thorough cleaning right in place, saving 
costly handling time. 


2-day-cleaning cut to 3 hours when Oakite cleaning experi- 
ence, steam-detergent gun and the right cleaning materials were 


applied to clean a food’ plant's equipment for repainting. 


Remember—Oakite provides all the necessary elements needed for 
best results (1) exactly the right cleaner for the job from over 80 Oakite 
materials (2) efficient time-and effort-saving methods (3) the cleaning 
knowledge, experience, advice of the Oakite Technical Service Repre- 
sentative who'll do his utmost to give you the best possible job at 
the lowest possible cost. Call in your nearby Oakite Man. Oakite 
Products, Inc., 54 Rector Street, New York 6, N. Y. 


acnni7e? INDUSTRIAL ¢, bs 


OAKITE 








ct 
Are av' 


METHOD 


Technical Service Representatives Located in Principal Cities of United States and Canada 
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NEWS OF YOUR SUPPLIERS 





John R. Hamill has been namej 
manager of the Kansas City distrig 
office of the Worthington Corpo 
Harrison, N. J. He had previously been 
manager of the Wilmington, Del, 
branch office. 


Permacel Tape Corporation, 
Brunswick, N. J., has promoted Alb r 
A. Hally to director of sales pl 
He had formerly been industrial sales 
manager. : 





A. A. Hally G. A. Fitzgerald 


George A. Fitzgerald has been named 
to succeed Mr. Hally as_ industrial 
sales manager, having moved up from 
automotive sales manager. 


Airframe Supply Co., Akron, Ohio, 
has been appointed sales agent to han- 
dle industrial radiographic x-ray 
equipment inall states east of the Mis- 
sissippi for North American Philips Co, 
Inc., Mt. Vernon, N. Y. 


Leo A Kramer has been named dis- 
trict sales engineer, with headquarters 
in Chicago, for the Engineering and 
Construction Division of Koppers Co, 
Pittsburgh. He will be responsible for 
sales in the Midwestern and Western 
territories. 


C. P. West has been named assistant 
to the manager and A. A. Johnson has 
been appointed manager of the Switch- 
gear Division, Westinghouse Electric 
Corp., Pittsburgh. 


James S. Anderson has been named 
general sales manager of the Tubular 
Products Division, Babcock & Wilcox 
Co., Beaver Falls, Pa. He has beet 
with the company since 1941 and most 
recently was assistant general sales 
manager of the division. 


Bemis Bro. Bag Co., St. Louis, Mo. 
has announced the appointment of J. V. 
Richards as manager of the Bemis 
Company’s plant and sales division in 
Brooklyn, N. Y. Mr. Richards, who was 
assistant manager, succeeds the late 
A. C. Ewer. 


The Glidden Co., Cleveland, has 
named George S. Forbes as director 
of the company’s Central Region. Mr. 
Forbes’ territory consists of Ohio, 
Western Pennsylvania, New York. 
Michigan, Indiana and West Virginia 
His headquarters will be in Cleveland. 
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REYNOLDS ELIMINATES 
eee §6CAPITAL TIE-UP IN 
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It’s good economy to buy aluminum stampings, drawn 
parts or assemblies from Reynolds Aluminum Fabri- 














— cating Service. This way, there is no tie-up of capital 
ray in raw material inventory . . . and, as these parts are 
Mis- generally billed after assembly into finished products, 
Co, you eliminate investment tie-up in metal. This is par- 
ticularly smart practice when you need your working 
dis- capital for other uses. 
rite Talk this over with your treasurer—and point out 
and these facts, too. When you buy parts from Reynolds, 
Co, ct you also eliminate scrap loss and scrap handling costs. 
2 for \ You release valuable floor space. You add to your plant 
store capacity without increasing costs. You cut material 
} handling costs. You eliminate reject costs. These are 
stant examples of other ways that Reynolds Aluminum Fab- 
1 has ricating Service helps free your capital for other uses. 
itch- For full details, call your Reynolds office listed under 
-ctrie “Aluminum” in your classified telephone directory or 
write Reynolds Aluminum Fabricating Service, 2056 S. 
amed Ninth Street, Louisville 1, Kentucky. 
bular 
‘ileox 
we MEMO TO PURCHASING AGENTS: 
sales Write for your free copy of the new 24- 
page “Catalog of Facilities.” Get full de- 
tails on the tremendous production facilities 
Mo, of Reynolds Aluminum Fabricating Service. 
J. V. “ eel 
Semis 
yn in See ‘Mister Peepers’’ Sundays on NBC-TV. Consult local listing for time and station. 
» was 
late 
ector / 
_ Mr. 
Ohio, 
York. 
_ 
ha BLANKING * EMBOSSING * STAMPING » DRAWING « RIVETING : FORMING + ROLL SHAPING + TUBE BENDING * WELDING + BRAZING « FINISHING 
SING 
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G2K Leather Belting 
“bear hugs” the pulleys 
for top production-power 


it Grips — Leather’s resilient, frictional surface 
“bear hugs” the pulley face, causing belt and 
pulley to move as one power unit. 


it Pulls — Leather is strong, flexible, with con- 
trolled stretch — gives peak performance on 
any drive. 


It’s 3-Dimensional — Leather’s millions of 
fibres are interlaced in all directions to form the 
tough three-dimensional structure so necessary 
for PULLINGRIP .. . developed to the highest 
degree in G&K Leather Belting. 


Call your G&K Industrial Supplies 
Distributor for flat, round, link and 
V-belting, belt lacing, dressings, 
cements, packings and specialty 


leathers. Free Belting Catalog. GRATON 


ma tiel hi 





Me. emo: Purchasing Agents 


: drive like this - - - 
: ibade leather belting to pena will give you more 








bor even the ae Ta Leather Belting. . 
productions ower _ ae oe HEART OAK, 
productions three brands . .- RESEAR' st 

SPAR oer penton get full value for your money- 

SPART Lad 
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Larry Eigenrauch, formerly prodyg. 
tion manager, has been named 
manager of Eclipse-Pioneer - ' 
Foundries of Bendix Aviation Corp, 
Teterboro, N. J. 


hart as special representative for the 
West Side territory has been announges 


The appointment of Howard A, x 
by the Ohio Equipment Co. 






The appointments of Ray F. Ellis 
director of sales and Burleigh L. Owens 
as director of marketing, has been am 


Ray F. Ellis B. L. Owens 


nounced by the Atkins Saw Division, 
Borg-Warner Corporation, Indianapolis, 
Ind. Both Mr. Ellis and Mr. Owens are 
long-time members of the Atkins sales 
organization and were, until recently, 
assistants to the vice president in 
charge of sales. 


William Powell Co., Cincinnati, Ohio, 
has named Lee E. Cearnal as sales 





Lee E. Cearnal 


representative for Powell Valves in 
southern Georgia, South Carolina and 
Florida. ; 


Changes in the Fansteel Metallurgical 
Corporation, North Chicago, IIL, sales 
personnel were announced recently. 
Richard I. Allen, who was district man- 
ager of the Detroit-Cleveland-Pitts- 
burgh region, becomes sales manager 
of Fansteel’s Weiger Weed & Company 
division, with headquarters in Detroit 
Floyd Cessna moves from the Fansteel 
Detroit office to become district man- 
ager at Cleveland. Walter E. Bullock, 
who has been eastern district managef, 
moves to the Fansteel main office as 
field sales manager and George G. 
Gorman takes over Mr. Bullock’s duties 
in the New York office. 
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... because H-VW-M anodes and plating chemicals 
are thoroughly tested here in this analytical labora- 
tory. That’s why we can stand behind our recommen- 
dations—and our products. 


There’s a lot that goes into the manufacturing of 
anodes and chemicals—a lot more than just following 
a formula. There’s quality control, strict adherence to 
the rigid H-VW-M standards—constant checking for 
purity—and in anodes there’s the important question 
of design as well as operating characteristics. That 
goes not only for all the standard H-VW-M anodes 
and chemicals, but also for the special types that are 
made for specific purposes. 

The standards of purity of H-VW-M anodes and 
plating chemicals are but a few of the many results 
of H-VW-M’s more than eighty years of constant 
development in electroplating ...a continuous pol- 
icy best summed up in Platemanship—your working 
guarantee of the best that industry has to offer, not 
only in anodes and chem- 

icals, but in every phase 

of plating and polishing. 


teeeces eowssees 


’ : 


— 
a 
. 


« UUED ES 


ws 
a 


ak 


here's how we prove the purity 
of our anodes and chemicale... 


SHIP 


For complete information on H-VW-M anodes and plating chemicals write for Bulletin AC-108. 
2 H-VW-M combination — HANSON-VAN WINKLE-MUNNING CO., MATAWAN, N. J; 


aay most modern testing PLANTS AT: MATAWAN, N. J. © ANDERSON, INDIANA 
ond development laboratory SALES OFFICES: ANDERSON © BALTIMORE © BOSTON 


7, of over 80 years experience CHICAGO * CLEVELAND * DAYTON * DETROIT * GRAND 

Po eee of Plating ond = RAPIDS = * §= LOS ANGELES * LOUISVILLE © MATAWAN 

polishing—of a complete = MILWAUKEE * NEW YORK * PHILADELPHIA ¢ PITTSBURGH ee a 
Sivipment, process and $vB- ROCHESTER * SPRINGFIELD (MASS.) * STRATFORD (CONN.) 

my line for every need. UTICA * WALLINGFORD (CONN.) 


INDUSTRY'S WORKSHOP FOR THE FINEST IN PLATING AND POLISHING PROCESSES © EQUIPMENT + SUPPLIES 
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Edward Valves, inc., East Chi 
Ind., a subsidiary of Rockwell Manu. 
facturing Co., Pittsburgh, has named 
Rex E. Galloup as district manager for 
the Texas and Gulf Coast area. 


Udylite Corporation, Detroit, Mich, 
has appointed Russell E. Reynolds as 


pe CLA lists in 


FURNACE TREATED 
COLD FINISHED 
STEEL BARS 





Russell E. Reynolds 
TREATED sales engineer. Mr. Reynolds will work 


in the P ivania district out of Til 
TO PROVIDE -- tee Cheval elieg 


P ° National Vulcanized Fibre Co., Wil- 
1 Uniformity throughout bars mingien, Delceenueaiinees ae 
inated plastics, has announced the pro- 
motion of Harry C. Hackett to staff 
sales manager and James O. Otis to 
sales manager. Mr. Hackett had pre- 
viously been sales manager for the 
company since 1920. Mr. Otis was Mr. 
Hackett’s assistant sales manager. 


2 Minimized warpage or distortion 
3 Elimination of cleaning operation 
4 Greatly improved machinability 





Thomas A. Johnson, a division field 


ee : engineer in northern Ohio since 1952, 
Cold finishing provides the accurate h , . 

as be ted iso: sales 
dimensions and shape, the cold ee supervisor of 


worked grain structure and the ex- 
cellent finish you are accustomed 
to, but with Wyckoff Furnace Treat- 
ment you get all these other de- 
sirable properties in addition. 
Yes, when you want the finest in 
cold finished steel, look to Wyckoff 
for the specialized processing that 
emphasizes every quality charac- 
teristic of fine cold finished steels. 


NEW 
WYCKOFF 
COLOR 
FILM 






Spark Testing— 
a fast, inexpen- 
sive method of 
identifying 
metals by analyzing the ele- 


ments grentiiatlé the eabine. Specify Wyckoff Furnace Treated 
Address requests for show- Cold Finished Steel Bars and be 
ings to our general offices. sure. 


<td SIfE ls 
RS “4 o, 


SS 
yw 










YCKOFF STEEL COMPANY 


General Offices: Gateway Center 
Pittsburgh 30, Pa. 
Branch Offices in Principal Cities 


‘SiS iv 
qs Co, 
x o, 


Thomas A. Johnson 


of the abrasives division of the Elgin 
National Watch Co., Elgin, Ill. The 


division processes and markets diamond 
Works: Ambridge, Pa. « Chicago, Ill. * Newark, N.J. * Putnam, Conn. compound for polishing and finishing 


tools and dies. 
WYCKOFF STEEL PRODUCTS 

Carbon and Alloy Steels * Turned and Polished Shafting The Detroit sales staff of the Mon- 
Turned and Ground Shafting * Wide Flats up to 12° x 2” arch Machine Tool Co. of Sidney, Ohio, 
All types of furnace treated Steels has moved to 10600 Puritan Avenue. 
Telephone numbers remain the same. 
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Laundries 






Metal Cleaners 


Basic Chemicals 


for American Industry 


January, 1954 





NOW / 
GENERAL CHEMICAL 


NHYDROUS SODIUM METASILICATE 


— ee oe ae ee ee eee eee eee ee Gee eee oe 


— 


Na,Si0, 






another addition to 
General Chemical’s wide 


range of Sodium Compounds 


General Chemical’s hydrated Sodium 
Metasilicate has long been recognized 
in the field of heavy duty detergents as 
a quality product, particularly suited to 





Gorages Bakeries applications requiring an alkaline 


detergent which is extremely effective 


without being unduly corrosive. 






bls General’s new Anhydrous Metasilicate, like 
ee <= 
Heavy Duty mechanical Cleaning industrial 
dish-washers equipment 





the hydrated product, is of exceptionally high 
quality. Behind it stands all of the experience 
the company has gained in half a century as a 


leading producer of Sodium Compounds. 


It is produced as a free-flowing, white, granular 


& oe &$ 


sei oan material; screen size—all through 10 mesh, 
In the textile industry 


Water treatment to 4 ‘ . 
prevent corrosion 1% maximum through 100 mesh. It is packed in 


100 and 400 pound drums, and 100 pound bags. 


For your requirements, consult the nearest 


General Chemical office listed below. 






GENERAL CHEMICAL DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 
Offices: Albany © Adianta * Baltimore * Birmingham * Boston ¢ Bri rt * Buffalo 
Charlotte * Chic © Cleveland * Denver * Detroit * Greenville (Miss.) * Houston 
a re ge * Kalamazoo, * Los Angeles * Minneapolis * New York * Philadelphia 
ittsburgh * Providence * San Francisco * Seattle * St. Louis * Yakima (Wash.) 
In Wisconsin : General Chemical Company, Inc., Milwaukee 
In Canada: The Nichols Chemical Company, Limited + Montreal . Torento . Vancouver 
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tapered, 


the A-B-C of M-S-T 
ie oe 


TUBING 


Ye" to 4" O.D. 8 to 22 gauge 


SQUARE-RECTANGULAR 


42" te 2” 0.D. 20 gauge 
1” to 234", 14, 6, 18 gauge 


Carton 1010 to 1025 


has uniform strength, weight, duc- 
tility, |. D. and O. D., wall thick- 
ness, machinability, and weld- 
ability. It can be flanged, expanded, 
swaged, beaded, upset, 

forged, spun closed, 
fluted, and rolled. Available in a 
vide range of sizes, shapes and 
wall thicknesses, prefabricated by 
Michigan or formed and machined 
in your own plant. 


flattened, 


Plus Fabricating of our own tubing 
Michigan is interested ONLY IN THE 
FABRICATION OF Stainless steel, 
copper, brass and alumi tubi 





POS 


& Cc OST 


Electric Resistance 


WELDED 


STEEL 
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LWAYS 
MAKES 


ETTER 


SIBLE 


DUCTS 





Vacuum 


Cleaner 
Handle 


An excellent example of how the 


se of welded steel tubing sim- 


plifies assembly of parts, cuts 


own costs, is the cleaner handle 


made by Michigan for manufac- 
turers of vacuum cleaners. 


he handle is shipped by Michigan 


ready for chrome finishing and 


ssembly to the vacuum cleaner. 


Stampings for the cord holders 


re welded to the tubing, an 
longated hole punched for the 


interior wire cord and tumbler 


witch. The surface finish of the 
old rolled steel tubing, as proc- 
ssed by Michigan, is suitable 


for polishing and chrome plating. 


No matter what you manufacture, 
Michigan engineers willbe pleased 
to consult with you concerning 
an application of welded steel 
tubing to improve your product 


nd lower production costs. 


== 


Consult us for engineering and 
technical help in the selection of 
tubing best suited to your needs. 


TD ED "SPP q 


STEEL TUBE prosvcrs co 








Nicholson Praised For Work 
On Milwaukee Warehouse 


A new municipal warehouse, re. 
cently dedicated by City of Mil. 
waukee officials, is expected to saye 
the city as much as $90,000 a year, 
In a talk at the ceremony, Mayor 
Frank P. Zeidler paid tribute to Jo. 
seph W. Nicholson, city purchasing 
agent, as one of the leaders in the 
campaign for the new warehouse. 
Mr. Nicholson is a past president of 
the National Association of Pur- 
chasing Agents who has been promi- 
nent in governmental purchasing 
circles for many years. 

The new building, which provides 
more efficient handling of supplies 
and greater storage space for large 
purchases, has been “in the mak- 
ing” for 25 years. 

Mr. Nicholson said the new 
unit will help the consolidation of 
other city-owned warehouses. He 
said that when the central control 
and warehousing plan has _ been 
completed, the city will have not 
more than six strategically located 
warehouses, containing general and 
specialized items. A perpetual in- 
ventory has been set up, with tab- 
ular control. 

Decision to build the warehouse 
resulted from a study by Albert 
Pleydell, former commissioner of 
purchase of the City of New York. 


ee 


Westinghouse To Build New 
Metals Development Plant 


Westinghouse Electric Corporation 
will build a new metals develop- 
ment plant at Blairsville, Pennsyl- 
vania. Scheduled for completion by 
late 1955, the new plant will be 
devoted to metallurgical develop- 
ment and pilot production of special 
alloys and special castings. 

In announcing plans to build the 
plant, L. B. McCully, vice president 
in charge of Westinghouse East 
Pittsburgh divisions, stated that 
development activities at Blairsville 
will supplement but not duplicate 
specialized metallurgical effort now 
being carried on at the company’s 
aviation gas turbine, atomic power, 
and lamp divisions. Although the 
plant will be primarily a metallurg- 
ical development center, it will pro- 
duce some specialty materials for 
Westinghouse divisions. 

A wrought alloy department will 
be completely equipped for melting, 
forging, hot and cold strip rolling, 
and heat treating. Casting facilities 
will be so planned that a wide range 
of metal castings operations can be 
undertaken. 
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WILLSON 


Tiiciasatelate (tel ol(Mtetd liaclicls 





First truly interchangeable respirator. 
Requires no additional parts or accessories to use any 
one of the cartridges, filters, or combinations shown. 










For Organic Vapors 
(BM2308) 


For Acid Gases 


See 


ee For Organic Vapors and Acid Gases 
For Dusts and Mists “od For Radio- 
(BM2162) active and 


-_, 
For Metal 







Beryllium 
Dusts, Fumes, For Ammonia 
Mists or Dusts, and 
Fumes Mists 
(BM2149) 


These Respirators are individually 
packed in sealed, transparent plastic 
bags enclosed in a sturdy metal-edge More than 300 Safety 

x. 

Write for the new bulletin fully 
describing these new Willson Respi- 
tators. Standardization on the new 
‘Willson No. 800 Interchangeable Res- 
pirator can greatly simplify your res- 
piratory protective inventory. 


WILLSON PRODUCTS, INC., 221 Washington Street, Reading, Pennsylvania 
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Your 2 best tools deserve 


the best protection ... 
JOMAC WORK GLOVES 


- <i of industrial plants are making enthusiastic reports 
about Jomac Gloves. They tell us that these twisted loop fabric 
gloves give better protection, provide a cushion against rough 
surfaces, sharp edges, bruising shocks—they keep workers on 
the job, they increase production. 

Jomacs are economical too. They outwear ordinary gloves by 
700%, can be washed or dry cleaned repeatedly without losing 
their protective qualities. 

Time lost is money wasted. Give your workers better hand 
protection—give them Jomacs, the only work gloves made with 
job-tested Jomac Cloth. Write for our complete catalog. Ask 
about a trial order. C. WALKER JONES Co., Philadelphia 38, Pa. 
Plants in Philadelphia, Pa., and Warsaw, Ind. 


JOMAC 


INDUSTRIAL GLOVES 
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Large Rise In Electrical 
Imports Noted By NEMA 


Imports of electrical machinery 
and equipment into this coun 
were eleven times higher in 1952 
than they were before World War 
II (1935-1939). U. S. exports of the 
same products in 1952 were only 
five times higher. 

These figures are contained in a 
240-page report made for the elec. 
trical manufacturing industry by 
the National Industrial Conference 
3oard. 

NEMA issued at the same time a 
report by its counsel on those do- 
mestic laws and regulations which 
affect the ability of American in- 
dustry to compete with foreign prod- 
ucts for U. S. Government business, 

The study declares that adminis- 
trative procedures meant to pro- 
tect industry against undue tariff 
reductions have not worked. It says 
there is no effective appeal from the 
adverse ruling of an agency head 
except to public opinion. 

NEMA has presented the Confer- 
ence Board report to the Commis- 
sion on Foreign Economic Policy, 
headed by industrialist Clarence B. 
Randall. The Commission was ap- 
pointed by President Eisenhower 
and the Congress to make recom- 
mendations on international trade 
early next year. 

J. H. Jewell, president of NEMA 
said: 

“It is the hope and expectation of 
NEMA that this analysis (by coun- 
sel) and the report of the National 
Industrial Conference Board will 
aid in determining the extent to 
which resurgent foreign industry 
threatens American industry and 
the American standard of living.” 

The report gives five main factors 
that have contributed to the in- 
creasing foreign competition in the 
U. S. and third markets: 

1. Industrial production in Europe 
has risen to levels one-third or more 
above their 1938 positions. 

2. Foreign wage rates and wage 
supplements are from one-tenth to 
one-third those in the U. S. The 
wage differentials and the disparity 
in labor costs between the United 
States and foreign countries have 
widened substantially in the post- 
war years. 

3. The work week in Europe is 
longer (44-48 hours) than in this 
country and overtime pay is smaller 
—25% premium pay—as compared 
with 50% or more here. 

4. European export subsidies and 
special “dollar drives” are being 
used to stimulate exports, particu- 

(Please turn to page 272) 
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let us carry 
your inventory — 


fill your needs fast from 


CRUCIB LE| warehouse stocks 















No need to carry a heavy inventory burden. Our 
national chain of warehouses enables you to get fast, 
local delivery of all your special steel needs — right 
when you need them. 

All Crucible warehouses from coast to coast carry a 
wide selection of tool, stainless, alloy and other special 
purpose steels, in most sizes and grades. You can be 
sure, too, of the same uniformly high quality from order 
to order. 

Make our warehouse system your stockroom. To 
lighten your inventory problems — call Crucible. 
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Stocks maintained of: 
Rex High Speed Steel...ALL grades of Tool Steel 
(including Die Casting and Plastic Die Steel, Drill Rod, 
Tool Bits and Hollow Drill Steel) ... Stainless Steel 
(Sheets, Bars, Wire, Billets, Electrodes) ...Max-el... 
AISI Alloy, Onyx Spring and Special Purpose Steels 


CRUCIBLE| first name in special purpose steels 
5A eau of \Fae| ste-nakingg WAREHOUSE SERVICE 


CRUCIBLE STEEL COMPANY OF AMERICA, GENERAL SALES OFFICES, OLIVER BUILDING, PITTSBURGH, PA. 


Branch Offices and Warehouses: ATLANTA * BALTIMORE © BOSTON * BUFFALO © CHARLOTTE * CHICAGO © CINCINNATI © CLEVELAND ¢ DAYTON 
DENVER * DETROIT * HOUSTON © INDIANAPOLIS * LCS ANGELES * MILWAUKEE * NEWARK © NEW HAVEN * NEW YORK © PHILADELPHIA « PITTSBURGH 
PROVIDENCE * ROCKFORD © SAN FRANCISCO © SEATTIE © SPRINGFIELD, MASS. « ST. LOUIS * ST. PAUL * SYRACUSE * TORONTO, ONT. * WASHINGTON, D.C. 
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Plastic precision Extru- 
sions made to your exact 
specifications. 


RDS 66“ 

TRESS Gg 

SHAPES LE YZ 
sTRIPS) LY f 

CURVED Ke LE 
CORED EXTRUSIONS << 
FABRICATED Extrusions [J] © 


* eNo die charge for rods and 
tubes regardless of diameter 


12 page illustrated brochure 
describes 36 applications, 
gives details on materials, 
contains property tables. 


WRITE FOR FREE COPY 
ON YOUR COMPANY 
LETTERHEAD. 


ANCHOR PLASTICS 


COMPANY, INC. 

36-36 36TH STREET 
LONG ISLAND CITY 6 
NEW YORK 


*Patented 





(Continued from page 270) 


larly to the United States. 

5. Foreign competitors selling in 
their own, U. S., or third markets 
carry a sharply lower tax burden 
than U. S. manufacturers selling in 
their own or foreign markets. 

Post-war European exchange con- 
trols and various other restraints on 
trade discriminate sharply against 
the United States as compared with 
non-dollar areas, the report says. 

Germany’s industrial plants, with 
lower wage rates and a longer nor- 
mal work-week, are now more ef- 
ficient than prewar as the result 
of medernized replacements of 
bombed-out and dismantled ma- 
chinery. Because of this, trade tak- 
ing the place of aid might well 
benefit Germany more than any of 
our World War II allies. 

NEMA, which commissioned the 
report from the Conference Board, 
is an association of 546 of the na- 
tion’s leading electrical manufac- 
turers. 


 F = 


New Laminated Plastics Meet 
Rigorous Punching Requirements 


Two new families of paper-base 
phenolic laminated plastics have 
been announced by Taylor Fibre 
Co., Norristown, Pa. and La Verne, 
Calif. 

For application where high insula- 
tion resistance is a critical factor, 
Taylor XXXP-300 meets the most 
rigorous punching and staking re- 
quirements. It punches perfectly at 
135° C. This means faster, more 
economical fabrication than can be 
obtained by any other laminate for 
this class of service. It offers excel- 
lent electrical characteristics, low 
water absorption, high dimensional 
stability, low power factor and good 
flame retardonce. 

Taylor XP-400 series laminates 
are called the first really successful 
solution to the need for a true cold 
punching laminate having good 
electrical characteristics. They ac- 
tually punch cleanly and evenly at 
room temperature. No addition of 
heat is necessary. For thousands of 
applications, this means _ easier, 
faster fabrication and greater econ- 
omy through a radical reduction in 
waste material and virtual elimina- 
tion of rejects. In addition XP-400 
offers low water absorption, high 
flame retardance and good staking 
characteristics. 

Both materials are available for 
immediate shipment in 49” x 49” 
sheets. 
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YOU draw the Shape 


--Page can draw 
the Wire 


Tell us the way you 

want it. We’ll follow your 
specifications. 

Cross-sectional areas up to 
.250”" square; widths up to %"; 
width-to-thickness ratio 

not to exceed 6 to 1. 


Were or 
Write Today 


PAGE STEEL AND WIRE DIVISION 
AMERICAN CHAIN & CABLE 





Monessen, Pa., Atlanta, Chicago, Denver, Detroit, 
Los Angeles, New York, Philadelphia, 
Portland, San Francisco, Bridgeport, Conn. 


PURCHASING 
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Once it gets a foothold, fire rips into 
your plant like a monstrous claw. 
That means you must guard every hazard- 
flammable liquids, electrical equipment 
as well as ordinary combustibles— 
with Kidde Portable Extinguishers or 
Built-in Systems. Call your Kidde agent today. 


(K) The word ‘*Kidde’’ and the Kidde seal are trade-marks of Kidde 


idde / Walter Kidde & Company, Inc. and its associated companies. 





Walter Kidde & Company, Inc. 


147 Main St., Belleville 9, N. J. 
Walter Kidde & Company of Canada, Lid., Montreal, P. Q. 
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New Way to Jacket Fittings 
Lowers Fabrication Costs 


A simple and relatively easy way 
1as been found to employ welding 
fittings for directional changes in 
jacketed piping systems. The fabri- 
ation procedure was developed by 
Tube Turns, Inc., Louisville, Ky. 
‘The jacketed fitting combination 
mnsists of long and short radius 90 
Tube-Turn elbows, with their center 
ne radii closely matching. On one 
end of the inside elbow is a tangent 
that extends beyond the correspond- 
ing end of the outside elbow. On the 
ther end of the inside elbow a short 
jiece of pipe is attached to facilitate 
the installation work. The welding 
equence must be followed exactly. 
This type of jacketed fitting offers 
mportant technical advantages and 
ywers fabrication costs. Specifically, 
Eliminates the need for steam or 
oolant jumpers; eliminates flanged 
ints, except where piping must be 
lisassembled; permits more accu- 
ite temperature control, since there 
» no concentrations of metals to 
ause overheating or undercooling, 
s when flanges are used; Minimizes 
thermal expansion and contraction 
rroblems; Provides optimum flow 


conditions, since the piping is 
streamlined; Permits insulation to 
be readily and permanently ap- 
plied; Sharply reduces maintenance 
costs. 

Se . FOG 


Scrap Salvage Technique Gets 
Best Prices Based on Type 





.s 


Different priced grades are kept 
separate 

MeCulloch Motor Corporation is 
using e method of scrap metal sal- 
vage that weighs the scrap accord- 
ing to its type, and sells it on a 
day-to-day basis to take advantage 
of best prices. 

A 92-foot disposal dock is divided 
into 1-ton capacity sheet-steel bins, 


each holding a different type of 
scrap according to grade. Every bin 
load is weighed by raising it to 
truck level with an overhead hoist. 
A Dillon 0-5000 lb. capacity weight 
indicator is placed between the hoist 
and the bin, tallying each “iff” 
quickly and accurately. 
McCulloch says it expects to pay 
for the dock and scale in less than 
two years with the money saved 
by segregating and weighing the 
scrap and selling it promptly. 


fe 


Handbook on Components For 
Unitizing Electronic Equipment 

A new edition of the handbook 
‘‘Ideas-Techniques-Designs”, packed 
with new standard components for 
unitizing electronic equipment, has 
been issued. 

It provides new data and plan- 
ning sheets on plug-in packages and 
basic chassis for unitizing equipment 
and giving it 30-second interchange- 
ability. Further improvements and 
newer components for indicating 
and monitoring operation of elec- 
tronic equipment with tiny tell-tales 
are described. The booklet is avail- 
able from Alden Products Co., 
Brockton, Mass. 





AMERICAN 


Tubular and Split 


RIVETS 


In all metals, all styles 


for all industrial applications 


elgia. 


AMERICAN RIVET COMPANY 


849 N. Kedzie Ave Chicago 51, Ill 





‘\ 
BUY AMERICAN...Tubular and Split Rivets... 
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Proved Features— 
Improved Protection 


@ Fence fabric galvanized throughout 

@ Improved welded gates and locking de- 
vices 

@ Extra post and rail ties 

@ Heavy post caps and barb arms 

@ H-Section line posts, 15% heavier 

@ Engineered erection 
*Trade Mrk. Reg. U.S. Pat. Off. 


| Please send FREE copy of 
| “Planned Protection’'—com- 
plete manual on property 
| protection. 
Name____ 
| 
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SPONGEX 


CELLULAR RUBBER 
FOR 


V STRIPS 


SHEETS 

TUBING 

CORD 

PAD STOCK 
DIE-CUT SHAPES 
MOLDED FORMS 


Spongex cellular rubber strips can effectively solve 
many sealing, insulating and cushioning problems. 






From molds made to your specifications almost any 
shape or form of Spongex strips are available with 
natural skin on all sides. Special shapes can also be 
furnished in endless forms; such as, squares, oblongs 
and circles. Some forms may be supplied with an 
outer cover of mechanical rubber for increased re- 
sistance to abrasion, weather and water. 


If desired, Spongex strips can be compounded with 
special qualities; such as resistance to oils, acids, 
corrosive vapors and extremes of temperature. 

Strips are only one of the many forms of Spongex 


cellular rubber. So the next time. you need cellular 


rubber—check with us—we’ll be glad to help. A few stripe in ectucleinn 


& 
THE SPONGE RUBBER PRODUCTS COMPANY, 28 Derby Place, Shelton, Connecticut 


In Canada: Canadian Sponge Rubber Products, Ltd., Waterville, Quebec 
































INDUSTRIAL UPHOLSTERY CUSHIONING SEINE FLOATS—BOAT FENDERS—ICE BUCKETS HOME AND OFFICE 
a , ae a 
LZ | > 
CELLULAR RUBBER TEXLITE RUBBERIZED HAIR—TEXFOAM CELLULAR PLASTIC RUG CUSHION 
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MALLEABLE 
IRON CASTINGS 


that you can depend upon! 






The right connection—for the malleable 
iron parts you need—can be a source of 
satisfaction to you. 






Many, many leading makers of durable 
goods use Moline Iron Works Malleable 
Iron Castings to — the quality of 
their products. 






Good service; quality control and reason- 
able prices are three reasons why your 
connection with Moline Iron Works can 
be both a pleasant and profitable one. 
We invite your specifications for quota- 
tion. 















































WE SHIP QUICK! 
Phone 4-5676 for Service 


The parts shown here are 
representative of our produc- fF 
tion for automotive, farm fF 
implement, appliance and rail- 
road customers. 


MOLINE IRON WORKS 
Moline, Illinois, U. S. A. 

















Regardless of what Martin ‘Old Kinderhook” Van 
Buren had in mind when he introduced the term “OK” 
Helical in the 1840 Presidential campaign, today “OK” has 
Worm come to mean “well done.’ And “OK" is what our 
customers say about the custom gears we deliver to 
them. Why? Because the combination of attention to 

Internal details and over 45 years of ‘know-how’ means every 
‘Coniflex Bevel 9e0° we produce is a masterpiece of craftsmanship. 
So specify Cincinnati Gear on your next custom gear 
order—and you'll put your stamp of approval on our 
Spline Shaft gears too. 


Spur 


Herringbone 


Spiral Bevel 


*Reg. U, S. Pat. Off 


me 








THE CINCINNATI GEAR ‘COMPANY 
“Gears... Good Gears Only” 
Wooster Pike and Mariemont Ave. e Cincinnati 27, Ohio | 








Buyers’ Market Is Subject Of 
A-C Purchasing Meeting 
“Be Prepared for a Buyers’ Mar. 


ket” was the theme of the annual 
three-day conference of Allis-Chal- 


mers purchasing division hel@ 
November 9, 10 and 11 at the West — 


Allis Works. In attendance were 
purchasing agents and assistant 
purchasing agents from the com. 
pany’s General Machinery and 
Tractor division plants. 

Company speakers included W, 
A. Roberts, president; A. W. Van 
Hercke, vice president, director of 
engineering, Tractor Division; N, 
D. Johnson, assistant treasurer and 
assistant secretary; T. D. Lyons, as- 
sistant comptroller; E. H. Jones, as- 
sistant to the general traffic man- 
ager; C. J. Kraus, assistant general 
traffic manager; John B. Baker, law 
department; H. C. Sommer, super- 
visor, insurance accounting depart- 
ment; R. F. Alt, general auditor, 
and M. J. Fahey, manager, account- 
ing forms and procedures. 

Purchasing division personnel on 
the program included K. R. Geist, 
director of purchases and chairman 
of the conference; J. P. Kern, A. D, 
Foote, R. E. Joseph, R. E. Lewin, 
and F. J. MacDougall, all of West 
Allis Works; H. W. Hauser, Boston 
Works; C. E. Temple, Gadsden 
Works; E. R. Gartner, La Porte 
Works; W. V. Kauffman, Spring- 
field Works; H. J. Zeck, Pittsburgh 
Works, and J. H. MacDonald, St. 
Thomas (Ontario) Works. 

A feature of the conference was 
a visual demonstration of purchas- 
ing practices at West Allis Works 
conducted by R. W. Bjorklund, C. 
K. Saber, S. C. Bielawski, Goldie 
Bateson, and E. P. Dunn. 

Metals forum sessions were ad- 
dressed by Charles Braglio, assis- 
tant manager, Developing Division, 
R. R. Cope, engineer in charge of 
electrical development, and William 
Derry, Milwaukee district office, all 
of Aluminum Company of America; 
M. McCarthy, assistant sales man- 
ager, Anaconda Wire & Cable Co.; 
C. E. McIntyre, manager, Milwau- 
kee office, and B. E. Estes, director 
of commercial research, both of 
U. S. Steel Corp. 


es fe 
Film Explains Taps 
Threadwell Tap & Die Company 
is offering a 15-minute slide film, 
“Taps and Tap Terms,” for group 
showing. Arrangements for showing 
can be made through Threadwell 
representatives and distributors, or 


through the company, at Green- 
field, Mass. 
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Back in 1934, Udylite’s young president, L. K. 
Lindahl, threw the necessary parts for a complete 
plating barrel into his car and headed for Kokomo, 
Indiana. He arrived at midnight. His prospective 
customers — a plating shop owner and the superin- 
tendent—were waiting for him. 


On the shop owner’s desk, Lindahl assembled, dis- 
assembled and reassembled the barrel. It was a 
perfect machine fit of parts picked at random from 
stock. It was the first barrel providing perfect as- 
sembly of standard parts! Easily removable panels 
and other superior features of the barrel completely 
sold both men. Udylite got the order! 


The months of research by the Udylite technical 
team had paid off! The barrel was unique because 
it was made from a material heretofore untried... 


hard rubber. In addition, electricity was conducted 
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a midnight sale that opened the door to new plating profits 
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through the ends of the barrel by easily removable 
contacts. This first Udylite Barrel had again provided 
a better way in plating. 


Udylite knew they had the best unit in the industry 
—one that upped production, cut costs, saved man- 
power. But the “midnight sale” proved the accept- 
ance and value of this revolutionary product. 


In the following years, Udylite Corporation contin- 
ued to pioneer improvements and innovations in 
plating barrels. Bakelite, hard rubber and melamine 
materials were followed by the present super-resistant 
lucite plating cylinders. But that’s not all! Udylite 
engineering and research teamg are constantly at 
work perfecting still better materials, methods and 
equipment . . . all designed to give you better plating 
at lower cost. 


THE 


Udylite 


CORPORATION 


DETROIT 11,MICHIGAN 
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Created Specifically 
for Users of Wiping Cloths 


First Quality 


SOFTOWL 


wiping cloths 


e White Cotton—all virgin 
fibers. No waste or 
reclaimed material. 


e Highly Absorbent 
e Lint Free 
® Nonwoven 


e Highly Resistant to Oil 
and Solvents 


@ Soft, Yet Strong, Wet or 
Dry 
e Disposable or Reusable 


e Suds Rinse Clean cnd 
Fresh 

















WRITE TODAY 
FOR SAMPLES, 
PRICES 
AND COMPLETE 
INFORMATION 

















rHe VISKING 


CORPORATION 


The Visking Corporation 
P.O. Box 72, Dept. P-1 
North Little Rock, Arkansas 


Please send samples, prices and complete infor- 
mation on SOFTOWL Nonwoven Wiping Cloths. 


NAME 





FIRM 





ADDRESS. 
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Preparing For Terminations 
(Continued from page 102) 


abnormal scrap. This comes under 
the heading of “Initial or Starting 
Costs”, recognizing the fact that on 
every job, to a greater or lesser de- 
gree there is a learning period which 
would ordinarily be amortized over 
the whole run and which, due to the 
termination, was not completely 
liquidated. 

Like the second item, the next 
two are items of cost which, while 
never appearing in any form on the 
purchase order, are nevertheless 
calculated by the vendor at the time 
he makes his bid. 


Normal Business Practices 


Let’s take, for example, the case 
of a vendor who must produce 
2,000 machined castings with several 
critical dimensions between .001 and 
.0005. The vendor is to procure his 
own pattern and castings. Now, 
while he knows that his customer 
will probably accept a 5 to 10% 
overrun, he also knows that if he 
orders only 2,200 castings and hap- 
pens to have a bad run, he will find 
himself in trouble and may have to 
reschedule a small number of re- 
placement castings towards the end 
of the job, probably at considerably 
higher cost than the production run. 

Remember, when the vendor gets 
an order, his mind is not on what 
he will do if it is terminated, but 
rather on getting the job done in 
the shortest time at lowest cost. If 
the product is of a highly competi- 
tive nature, he might be taking the 
risk of having all profit wiped out 
if he orders the minimum number 
of castings required. So, as a normal 
business practice, he will order 
enough at the start to insure his 
complete performance. And, since 
it is a normal practice, the Govern- 
ment is willing to pay for the costs 
of procuring a reasonable amount 
of material over and above the 
amount specified to exactly fill the 
order. 

Going one step further, let’s as- 
sume that the vendor is not called 
upon to supply any special tooling 
and therefore there is no provision 
for it on the order. However, in 
estimating the job, the vendor might 
have planned on making a few jigs 
and fixtures, not of the Class A 
variety but rather those which 
would be worn out and ready for 
the scrap box at the end of the job. 
As a result, when he gets the job, 
he expends money on these non- 
durable tools—and then the con- 
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tract is cancelled. Generally, if the 
tools are such that a prudent ma. 
chinist would have had them mage 
in the interests of efficiency, they ar 
reimbursable items. 

In view of the above, it is cleg 
that the vendor is not to be penal. 
ized for following normal business 
procedure prior to a termination, 


Avoid Excessive Claims 


However, it should be made 
equally clear, that the vendor yj] 
not be allowed to run wild in el. 
lecting because of the termination, 
As previously pointed out, the set- 
tlements which the prime contractor 
makes with its vendors are subject 
to review by the Contracting Officer 
and perhaps by the Audit Agency, 
Therefore, if a prime goes over- 
board in settling with subcontrae- 
tors, the prime may end up footing 
the bill for the difference between 
what actually should have been paid 
to the vendors and what actually 
was paid. In other words, after the 
vendor “sells” his settlement pro- 








posal to the prime, the prime must, 
in turn, “sell” it to the Government 

It is well, then, to insure against 
the acts of one or two unscrupulous 
vendors. This can be done by set- 
ting a deadline for accepting items 
in transit at the time of the ter- 
mination to avoid the problem of 
the vendor who, having a job 90% 
complete in his shop, may finish 
it up and ship it with the prepared 
explanation that it was “on its way” 
when the telegram arrived. All in- 
ventory items should, unless ‘the 
Government orders otherwise, be 
carefully inspected to avoid paying 
for barrels of scrap as 80% com- 
pleted items. 


Consideration for Vendor 


Lastly, it should be remembered 
that although one particular con- 
tract has been cancelled, the buyer 
may have need of the vendors in- 
volved later on another contract. 
The buyer, having leaned heavily 
on them in the past for their co- 
operation, must realize that for the 
small manufacturer, a termination 
is a time of great stress. Not only 
has his equipment suddenly been 
left idle, he has not even been 
for what he had done although he 
is fully liable to his suppliers. 

Thus, it is up to the buyer to bend 
over backwards to ease the strain 
on the vendor by being able to un- 
derstand the problems and to assist 
him in smoothing the path towards 
processing and payment of his claim. 
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OF PRECISION 



























































because we know that your product’s perform- | 
ance depends on even its smallest and least 


We make a big thing out of small parts | 
| 
expensive parts. 


Automatic machinery of our own design, 
produces over 10 million pieces like these each 
day ... to customers’ exact specifications of 
dimension, concentricity, temper, hardness and 
finish . .. in any metal. 





Almost 90 years of precision metal-working 
experience enables us to produce your small 
parts faster, better, and for less than you can 
make them yourself. 




















Our quotation costs you nothing — may save 

Or F you plenty! Send us a sample part, a blueprint, i 
| or sketch and a letter outlining your require- 

ibered ments. We are sure that our terms will be wel- 

_ COs come news. We will be glad to send you our 

—_ | | Condensed Catalog showing many more parts | 
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we can produce for you. 
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A Multi-Purpose Box That Answers 
Materials Handling Problems... 



















SHIPPING 


TRact 


CONTAINERS 












WIREBOUND PALLET BOX 


The versatility of wirebound containers is well 
exemplified in the SUPERSTRONG Wirebound 
Pallet Box. You can use it on the production line 
...for interplant transportation of parts...as a 
storage bin...as a shipping container which may 


be easily knocked down and returned for reuse. 


SUPERSTRONG Wirebound Pallet Boxes are 
light in weight, sturdily constructed—and offer 
an economical answer to materials handling 
cost problems. They are engineer designed and 


built to your individual requirements. 


We would appreciate an opportunity to study 
your problems and offer our suggestions. 
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RATHBORNE, HAIR and RIDGWAY BOX CO 


ILLINO 
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Purchasing Personnel 
(Continued from page 118) 


The primary purpose of the ex, 
clusionary language placing a 
itation on the amount of non-ex 
empt work is to distinguish betwee 
the bona fide executive and ¢ 
“working” supervisor who regularh 
performs work which is unrelated 
or only remotely related to his sy 
pervisory duties. Clearly, the work 
of the same nature as that per 
formed by the employee’s subo; : 
dinates must be counted as non- 
exempt work according to the wage- 
hour formula. If the amount of such” 
work is substantial, the exemption 
would not apply. 4 

These are, in many instances, un- 
related to anything he performe 
because the job does not involye 
sufficient executive duties to occupy 
his full time. In other instances, 
non - supervisory, non - manageri 
duties may be the principal ones 
and the supervisory or manage 
duties are subordinate—assigned 
the particular purchasing executiy 
because it is more convenient 
rest responsibility for the first lin 
of supervision in the hands of the 
person who performs these othel 
duties. 

In other words, job titles are ins 
sufficient as yardsticks in claiming 
that a purchasing agent or executive 
is exempted from overtime com-4 
pensation after 40 hours weekly. 
Titles are of no determinative value. 
As has been previously indicated, 
the exempt or non-exempt status of 
the purchasing executive must be 
determined on the basis of whether 
his duties, responsibilities, and sal- 
ary meet all of the requirements | 
cited above. If they do not meet 
these tests, he cou'd not claim ex- 
emption. 

Obviously, an employer must keep 
accurate and adequate records on 
all employees. The purchasing agent 

is no exception to the rule. Since 
a wage-hour inspector’s first con- 
tact with an employer is through 
an examination or audit of the re- 
cords, inaccurate and incomplete 
data could prove costly. The follow- 
ing record items should be kept on 
the purchasing agent: 

Name in full. 

Home address. 

Occupation in which employed. 

Time of day and name of the day 

on which the employee’s work- 

week begins. 

Basis on which wages are paid. 

Total wages paid each pay period. 

Legal deductions made. 

Date of payment and pay period 

covered by payment. 

Section 16(a) provides for heavy 
(Please turn to page 282) 
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Thermoid po an 
h Thesmoid - 
Multi-¥ Belts ; Industrial 


mW Rubber Products 


e SS | . 
cut operating costs 4555 padre 
There’s a Thermoid V-Belt for every plant application. 
Every belt is pre-stretched to provide longer service and 
maximum power transmission without slippage. Thermoid 
C, D and E sections are rayon-grommeted for brute 
strength and extra flexibility that withstands repeated 
shock loads. The entire belt is vulcanized into a solid unit 


that resists moisture, abrasion, internal friction and heat. 


Get longer wear with less maintenance... cut your 
operating costs with Thermoid Multi-V Belts. Call your 
Thermoid Distributor or write direct for Catalog #3787. 


eyor & Elevator Belting » Transmission Belting ieate 
& Multiple V-Belts + Wrapped & Molded Hose 


Thermoid Company « Offices. & Factories: Trenton 








BRAINARD 
STRAPPING 
SYSTEM 








Photo courtesy Clark Grave Vault Co. 


This complete 
service simplifies your 
materials handling 


@ This on-the-job demonstration by Brainard 
salesman Jack Worrel, of Columbus, means 
dollar savings to his customer, a manufac- 
turer of heavy steel vaults. Brainard steel 
strapping holds the corrugated covering 
securely, protecting the product from dam- 
age in transit or storage. 

Chances are there’s a Brainard salesman 
near you—we have offices throughout the 
U.S. and in Canada. Let him help you 
develop more efficient methods for packag- 
ing, palletizing, carloading, bundling, crat- 
ing and warehousing. He’s factory trained, 
and equipped to analyze, recommend, and 
demonstrate. For complete information 
write Brainard Steel Division, Dept. FF-1, 
Griswold Street, Warren, Ohio. 








Purchasing Personnel 
(Continued from page 280) 


penalties for non-compliance: $10,. 
000 fine, 6 months imprisonment, or 
both. In addition, the employer may 
subject himself to injunctive lit. 
gation, criminal actions, or Wage 
suits brought by an employee who 
is employed in a capacity of pur 
chasing agent or executive not of. 
ficially exempted, and where double 
damages are a probability of the act, 

As a former wage-hour inspector, 
I can say that tips or complaints 
arise from many sources. Aside from 
this, however, it must not be over- 
looked that a re-inspection may oe- 
cur any time in the future. 

For years, employers have had to 
go along with wage-hour inspectors 
in determining which employee is 
exempted. Today, the problem js 
still there because unless the pur- 
chasing agent or executive meets 
the requirements, the employer may 
have to re-compute a sizable sum 
of additional or unnecessary over- 
time pay. It’s expensive enough 
without making it more so by un- 
witting mistakes, especially as a 
result of misclassification. In any 
event, it all requires checking the 
record. 


Coy sae 
Evaluating Purchasing 


Efficiency : 


(Continued from page 112) 


No, for we are only measuring 
quantity. There still remains quality, 
equally or more important. 

Quality is much harder to ap- 
praise, because so much depends on 
personal judgment. However, since 
we certainly can’t be satisfied with 
any measuring system that fails to 
cover “how well”, we need to de- 
vise some practical techniques for 
making qualitative reviews. 

The following check list might 
well be the starting point for peri- 
odically appraising the quality of 
the job we are doing. Of course, it 
should be adapted to each par- 
ticular situation. 


Professional Aspects 


1. Do I get a fair price? 

2. Do I have the respect of my 
suppliers? 

3. Do I shop around enough? 

4. DoI have a good standards pro- 
gram? 

5. Do I engage in new products 
research? 

6. Do I visit my sources of supply? 

7. Do I get around to see my pul- 
chases used? 

8. Do I maintain adequate records 
(Please turn to page 284) 
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Buy Better... 
IDAIR 



























More and more men who buy for 
industry are making Frigidaire 
their first source for cooling equip- 
ment of every kind. They’ve found 
it pays real returns in higher per- 
formance, lower operating and 
maintenance costs, as well as in 
real dependability. 

Call the Frigidaire distributor or 
Factory Branch that serves your 
area. Or write: Frigidaire Division, 
Dayton 1, Ohio. 


“ow FRIGIDAIRE 


Water Coolers 





Air Conditioning 
Refrigeration 


BUILT AND BACKED BY GENERAL MOTORS 
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Evaluating Purchasing 
Efficiency 


(Continued from page 282) 





concerning sources, prices, ang 
consumption of materials, equip. 
ment and supplies? 

9. Do I participate in the work of 
my professional association? 

10. Do I keep myself well acquaint. 
ed with new developments 
through the reading of trade 
journals and other relevant Jit. 
erature? 

11. Do I periodically review pag 
transactions for (a) prices; 
volume-price relationships; (¢) 
fulfillment of delivery promises: 
(d) analysis of “emergency” re 
quisitions; (e) reliability of sup 
pliers? 

12. Do I have an effective program 
for the identification and dis 
posal of obsolete items? 

13. Do I have sound inspection pro- 
cedures? 

14. Do I reduce paperwork by com- 
bining requisitions, using blanket 
orders, or other suitable means? 


Administrative Aspects 


1. Is there clear-cut delegation of 
authority and responsibility with- 
in the department? 
Is the supervision effective? 
Is the staff well trained? 
Is the morale good? 
Are the office methods and pro 
cedures designed to conserve 
clerical effort? 

6. Is discipline good? 

7. Does the work flow smoothly and 

on schedule? 

8. Are the records well kept? 

From the foregoing, it should hb 
evident that it is not exactly easy 
to measure the efficiency of a pur 
chasing office. It is a lot of hard 
work. But, conscientiously done, the 
results are well worth the effort 
both in facts developed and in th 
improvement these facts can help 
make. 


1» 9 pe 





ee. 


Standards For Inventory 
Control 
(Continued from page 94) 


planned rate of production without 
receiving any more material int 
our inventory. It is our best jud¢ 
ment as to the amount of raw mr 
terial that we need to carry, to pre 
tect our production schedules from 
interruption caused by late delivery 
of material under normal market 
conditions. It also makes provisil 
for normal variations in the requil® 
ments of our customers. 

Our raw material control depart 
ments requisition and schedule m* 
terials. for delivery in amount 
which will keep our inventories 
within the limits of these standards 
By working to these standards, ¥ 
provide adequate amounts of m* 
terial to sustain continued manufat 

(Please turn to page 288) 
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_ Where can you use 
Y this simple 
fastener ? 







No threading, peening or precision 
drilling with ROLLPIN 


Rollpin is driven into holes 
drilled to normal production- 
line tolerances. 





Rollpin is the slotted tubular steel pin with chamfered ends that is 
cutting production and maintenance costs in every class of industry. 
This modern fastener drives easily into standard holes, com- 


pressing as driven. Its spring action locks it in place—regardless of 






amass esl nas 


impact loading, stress reversals or severe vibration. Rollpin is 
it compresses as driven. 


readily removable and can be re-used in the same hole, 
3k * * 


If you use locating dowels, hinge pins, rivets, set screws—or 
al | straight, knurled, tapered or cotter type pins—Rollpin can cut 
2 y your costs. Mail our coupon for design information. 


~. 


Rolipin fits flush . . . is vibration-proof. 


| Elastic Stop Nut Corporation of America 
| Dept. R16-115 Vauxhall Road, Union, N. J. 


Please send me the following free fastening information: 




















| 
| 
| 
| 
| DC Rolipin bulletin o Mere, is a Roe bed our | 
t. t 
| ( Elastic Stop Nut bulletin Sout moot en oh er 
| Name Title | 
| fm A | 
| | 
| City Zone__ State | 
ER i a RRL Eo SE. Se TS AF J 
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Wherever you need chain, 
Ti li WARIP4-Mel aml gel: (-3 
tO any desired 


Specification... 


< CAMPBELL 
“CHAIN 
~ 


CAMPBELL CHAIN Consany 


Main Office: York, Pa fi \ 


West Burlington, lowa 


Portland; Oregon , ‘ 


Sacramento, California 


fr 
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Standards For Inventory 
Controi 
(Continued from page 284) 
turing operations and meet our pro- 
duction schedules; we also control 
our investment of working capital 
in raw materials. 

Our raw material standards are 
set in terms of days supply. These 
are very satisfactory terms to use 
when discussing inventories with 
production and other operating de- 
partments. However, division man- 
agers and staff management want 
to consider operations in terms of 
investment. Our standards are 
readily converted and expressed as 
dollar amounts. 

So that we can conveniently com- 
pare actual performance with stand- 
ard performance, each division pre- 
pares a monthly inventory perform- 
ance report. This report records 
our actual inventories, and usage 
from inventory, as dollar amounts 
and also as days supply. These are 
set down in such a way that devia- 
tions from standard are recorded 
right in the original report. 

Our Director of Budgets prepares 
a consolidated report of these inven- — 
tories, and sends it, together with 
the individual division reports, to 
interested members of our manage- 
ment staff. These reports keep us 
fully advised of our inventory posi- 
tion on an over-all company basis 
as well as on a division basis. We 
know what we have invested in in- 
ventories and how well we are using 
that investment. 

Our inventory performance record 
is also placed on charts which are 
shown at our monthly management 
meetings. These charts are set up to 
show our investment in inventory 
and actual performance compared 
to standard. Excessive inventories 
are shown as red areas on the 
charts, and shortages are shown as 
green areas. It takes only a few 
minutes to show these charts and 
inform the management group of 
our inventory position. 

We believe that our method of 
setting standards is sound, that our 
charts and reports clearly show our 
inventory position, and that the reg- 
ular review of our performance 
against standards makes our control 
program an effective tool for man- 
agement. This brief description of 
the program outlines a practical and 
workable approach to the inventory 


problem. The mechanics of the plan 


are not complex, and require no 
deviation from good practices. 

Our objective is not to increase 
or decrease inventory investment, 
but rather to provide for a proper 
investment in inventory. 
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ENDURO takes rough handling 
at 1200° F 


ge- FOAMGLAS® picture by courtesy of Pittsburgh 

. us Corning Corporation, Pittsburgh, Pa. 

osi- @ That’s a stainless steel mold. It’s filled with ground glass and 
carbon, then shoved into a furnace. It stays there 50 minutes, and 
the temperature peaks at 1700° F. While this is going on, there’s 
an acidic condition at the surface of the metal. 


It comes out of the furnace at 1200° F. The mold is stripped. And, 
ord here’s where the real punishment comes in. Still at a high tem- 
are perature, the stainless steel mold is hit by a blast of cold air or 
water. Then, it’s coated with slurry. 


tory These exposures to sudden drastic temperature changes—plus the 
ared acidic condition—eliminated many other materials for use as molds. 
ries Stainless steel does the job so well that these molds can be used 
the 5,000 times before they have to be discarded. 


Pee Are you looking for a metal that can withstand high heat and 
an corrosion? One that resists acids? One that can withstand high 
> of temperatures without appreciable scaling? ENDURO Stainless 
ae dui Gilead Steel may be the answer. Republic engineers will be glad to help 


ou work it out. Write to: 
“METALLURGY PLUS” | 
Dee ee Soeat mane REPUBLIC STEEL CORPORATION 


making ENDURO Stainless ss 2 . : 

Steel. Full color, 16 mm sound Alloy Steel Division « Massillon, Ohio 

film. Available to qualified 

ance groups without heres Re- GENERAL OFFICES e CLEVELAND 1, OHIO 
ires 16 mm sound projector 

trol send name of organisation and Export Department: Chrysler Bldg., New York 17, N. Y, 

ntro i" requested date to Republic 
n- Steel Corporation, 1470 Republic Bidg., Cleveland 

na 1, Ohio, or your nearest Republic Steel Sales Office. 
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Shown below are but a few of the 
many quality high speed drills to 
be found in the complete W&B line 


- 


i 


© wmmrmas ¢ gaenes 
: H 
et 
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es bite Sag 
Re 


Drills* Reamers> Counterbores ; 


Countersinks + Carbide Tools 


Tool Bits . Special Tools 


Take the “Work” Out of 
Figure Work 7 


(Continued from page 178) 
potential buyer. It is also a sup 
fact that such a prospect must make 
a careful examination of the equip. 
ment to be positive that his selection 
will answer the needs of his o' 
force most conveniently and to 
fullest extent. 

While it would seem logical that 
our next step would be to move tj 
the category of calculating machines 
there actually is one interme 
type of equipment that lies bet, 
adding machines and calculators 
the printing calculator. Here is a mg 
chine that is more than an adde 
and yet not quite a calculator, — 
differs from conventional adders ij 
that it contains special features 
which facilitate the mathematical 
processes of multiplication and die 
vision. While some of the adders pres 
viously covered can almost be class 
ified as printing calculators, they dy 
not quite reach that point becaus 
of the lack of a real “short cut 
method for multiplying and dividiny 
However, unlike calculators, th 
printing calculator prints its answer 
on a paper tape and cannot easily 
handle, for the most part, some of 
the complex problems that calcula- 
tors do with ease. 

There are three printing calcula- 
tors on the market—Remington 
Rand Inc., Underwood Corp. and the 
Olivetti Corp. of America, New York 
City. All machines are 10-key and 
fully electrified. 

The Olivetti Printing Calculator 
made in Italy, is fully automatic for 
addition, subtraction, multiplication 
and division. It also produces auto- 
matic credit balance. The special 
keys—“00” and “000’—have been 
added to insert ciphers easily. It 
prints sub-totals and totals in red. 

The Remington Rand Printing 
Calculator features automatic di- 
vision and multiplication by using a 
short cut key and multiplying by a 
complement. A newer model of the 
machine now features direct multi- 
plication by the addition of a special 
row of digits for multiplication 
which eliminates continued “addi- 
tion” and only prints the final an- 
swer. 

The Underwood Sundstrand 
Printing Calculator also features di- 
rect division and automatic multi- 
plication. Multiplication is handled 
by entering the multiplicand in the 
machine, moving a selection lever 
to the highest digit of the multiplier 
and depressing the multiply key. 
The machine prints the multiplicand, 
multiplier and the answer. 

(Please turn to page 292) 
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Container cost cut from 7.42 
to 3.40, When these parts for 
crankshaft dampers were slushed in 

grease, 20 were packed in a $1.35 
wooden box. Now, packed clean with 
Angier VPI, 110 parts are shipped 

as shown here for only $3.40. 
Freight savings to customers is 
an obvious fact. 


Vapor-from-paper stops rust... 


cuts container cost 54% 


The paper you see in the carton gives 
off a vapor that stops rust. 

It's Angier VPI 
eliminates slushing with grease! So 


Wrap, and it 


Schwitzer-Cummins Co. now has a 
deaner, safer place for packaging 
parts faster. 

When received by the customer, 
the clean metal parts are as bright 
and shiny as when packed, There’s no 


messy de-greasing to do now .. . an 


Does your management know about VPI? 


Also: induwrap@t—original and superior Grade A. Snake Tape 


important sales advantage these days. 

Because Angier VPI* Wrap is so 
easy to use, packaging time, says 
52%. 


costs are 


Schwitzer-Cummins, is cut 
What's 


down 54%, 


more, container 
as the picture caption 
tells, 

If it is your job to cut preservation 
costs, get the facts on Angier VPI 
Wrap now. It is cutting costs today 


in every branch of metalworking 


including ordnance. . . 

— for in-process and warehouse storage 

— for domestic and export shipments 
To get FREE sample and facts 

about VPI 

Angier's products listed below — 


Wrap or any of 


write, Angier Corporation, Framing- 
ham 17, Mass. 


* ®@Vapor rust preventive Angier VPI Wrap 


(2 gram) is made to conform to the govern 
ment's specification on volatile rust inhibitors 
MIL P 3420. 





reinforced gummed tape for faster, stronger sealing. Glass-wrap—new, amazingly strong waterproof 


Paper. Coilwrap—for the metalworking industry. AND other protective papers for industrial, building and farm needs since 1895. Distributors in Principal Cities. 
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eye it 





try it 





buy it 


ALL PEIN 
HAMMERS 


by BILLINGS 


THEY CAN TAKE IT! It’s the opinion of 
men doing those tough jobs—punishing 
jobs where a hammer must take a steady 
hourly beating day in and day out. 





Here are some of the reasons why... 
(1) Heads are Vitalloy® Forged of 
selected alloy steel, (2) Held within con- 
trolled specified hardness limits, (3) Heat 
treated to develop the ut most in physical 
properties, (4) Every head Magnaflux(*) 
inspected, (5) Distinctive convex shape of 
Eye, (6) Securely driven wedges 
interlocked for safety, (7) Billings guaran- 
tee of sound, perfect Heads, (8) Handles 
of selected, second growth hickory, waxed, 
(9) Two finishes, full polished (Mode! AD) 
and black with bright Face and Pein 
(Model BC). 


SAFETY EYE 
CONSTRUCTION 


*One of the best methods of indicating cracks or flaws in 
the structure of steel. 


INTERLOCKING WOOD 
AND METAL WEDGES 



















Yes, Billings Hammers 
can take it! Buy 'em 
from Billings Industrial 
Distributors. 
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“Figure Work” 
(Continued from page 290) 


Generally speaking, complex pay- 
roll and invoice computations are 
the prime purpose of high speed ca]. 
culators. However, it must also be 
remembered that in spite of their 
speed, the lack of a printed tape 
can conceivably place them at g 
disadvantage in some applications 
Again, as with adders, it is ex 
tremely important for the potential 
purchaser to fully analyze his ree 
quirements to determine whether or 
not a calculator is the answer tp 
his problem. While these machi 
quite naturally, will add and syb- 
tract, their main purpose is to pro- 
vide for rapid and accurate mul- 
tiplication and division without us- 
ing reciprocals or complements. 

A little closer examination of 
what’s available in the field wil 
indicate some of the many applica- 
tions these machines can be put to, 
Generally speaking, they are ideal 
for computation of time, weight, 
measure or foreign currency, and 
are extremely fast in the hands of 
a well-trained and experienced op- 
erator. 

Burroughs Co. Burroughs offers 
hand or electric operation with list- 
ing capacities ranging from five 
columns to thirteen columns. The 
machines use two answer dials, one 
for net results and the other for 
individual results, to facilitate com- 
putations for payrolls, invoicing and 
sales analyses. They also feature a 
“full cent” key which automatically 
adds results over a half cent and 
drops figures below that point. Di- 
rect subtraction activated by one 
bar. 

Facit, Inc., New York City, dis- 
tributors of Swedish-made Facit cal- 
culators. 10-key, electrical'y opera- 
ted machine featuring central clear- 
ing of all three of its registers si- 
multaneous!y. Company stresses use 
of one hand only in setting factors 
and obtaining answers. Selective 
keys for activating any of the 
mathematical processes. Claimed a 
world’s smallest fully automatic cal- 
culator. 

Felt & Tarrant Mfg. Co., Chi- 
cago. Comptometers feature a two- 
color answer dia!. That is, digits i 
the “cents” column differ in colo 
from digits to the left of the decimal 
point. Ciphers have been eliminated 
from the columns to the left @ 
answer so that only the digits com- 
prising the answer are visible. Ma- 
chine locks if a key is only partially 
depressed. Use of lightweight metals 
provides strong but light machine 


(Please turn to page 296) 
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The Most Complete 
Line of Shaft-Mounted 
Speed Reducers! 


TRI-MATIC 

OVERLOAD RELEASE 
Provides instant, positive pro- 
tection for driven machines; 
motors and reducer itself, 
Automatically (1) loosens the 
belts, (2) cuts off power, (3) 


gives a warning. 





Sold from distributors’ stocks 
—in Single Reduction and 
Double Reduction series— 
with capacities from 1 to 
43 hp and output speeds 
from 12 to 330 rpm—Dodge Torque- 
Arm is the new and modern idea 
in speed reducers. 

No special engineering required. 
No foundation to provide. No flexible 
couplings. No sliding base. No lining 
up difficulties. No expensive installa- 


tion. Stock Taper-Lock sheaves pre- 
scribed for each job to provide de- 


sired speeds. Application to other 
machines is practical and easy. L3 
Unit is driven through any V-Belt 


Drive. Torque-Arm, fastened to any 
of Mishawaka, Ind. 


TORQUE-ARM BACK STOP 
Available from stock when re- 
quired. Easily installed—sealed 
inside reducer housing. Sim- 
ple, positive action prevents 
reversal. 








ft 
il 


Init 
UT 


fixed object, anchors the reducer unit. 
Turnbuckle provides fast and accu- 
rate adjustment of belt tension. 


Standardize on Torque-Arm, the CALL THE TRANSMISSIONEER, your local Dodge Distrib- 
speed reducer that saves you money. utor. Factory-trained by Dodge, he can give you 


valuable assistance on new, cost-saving methods, 
DODGE MANUFACTURING CORPORATION 


Look for his name under “Power Transmission Ma- 
1300 UNION STREET, MISHAWAKA, INDIANA chinery” in your classified telephone book. 











ROLLING GRIP AND TAPER-LOCK SHEAVES, DODGE-TIMKEN TAPER-LOCK 
DIAMOND D CLUTCHES SEALED LIFE V-BELTS PILLOW BLOCKS FLEXIBL§ COUPLINGS 








) FOR YOUR NAME PLATE REQUIREMENTS, WRITE OUR SUBSIDIARY, 
CHICAGO THRIFT-ETCHING CORPORATION, 1555 N. SHEFFIELD AVENUE, CHICAGO 22, ILLINOIS 
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the tougher the cutting job. . . 


the better the opportunity for . . . 














“FOR YOUR INFORMATION . . . | DON’T KEEP MY MONEY IN MY PANTS ANYMORE!” 


eet eal 
EE 











Today's applications for abrasive cutting are as ingenious and 
practical as the one shown above is ridiculous. It is used to cut 
all kinds of metals, from aluminum to uranium, as well as glass, 
ceramics, plastics, and building materials . . . and most important, 


it cuts faster, cleaner, and cheaper. 


If you have a cutting problem, investigate the abrasive wheel 


method. Call Allison, specialists in abrasive cutting for 30 years. 


y// ne 6060 WAY TO CUT MANY MATERIALS 
ABRASIVE 


THE only WAY TO CUT SOME 


SEND FOR THIS HELPFUL BOOK ON ABRASIVE CUTTING 
@eeeeeeoeeoeoeoeseeeeeeeeeeee © 
& 








THE ALLISON COMPANY 
259 Island Brook Ave., Bridgeport 8, Conn. 


Please send me your free booklet on Abrasive Cutting: 


NAME: 








@ ADDRESS: 





SALS3A 








296 Please mention PURCHASING Magazine when writing to advertisers. PURCHASING 












































“Figure Work” 


(Continued from page 292) 


Friden Calculating Machine 
Inc., San Leandro, Calif. Machines 
are electrically operated and feature 
separate multiplier keyboard except 
in semi-automatic models. Can mul- 
tiply, multiply and add product to 
previous total, or multiply and sub- 
tract from previous total, through 
special keys. Automatically divides 
on activation after entering dividend 
and setting divisor. Has automatic 
selective half-cent adjustment. Frid- 
en also makes a fully automatic 
square root calculator. Extracts 
square roots in addition to standard 
calculations. Radicand is set on key 
board, depress square root key cor- 
responding to position of decimal 
point in radicand and answer ap- > 
pears at answer dials. ye 

Marchant Calculators, Inc., Oak- — 
land, Calif. Electric “Figurematic” 
machines using full-key keyboards, — 
Feature “push-button” multiplica- 7 
tion, one-hand keyboard control,” 
and three-dial proof of entry. AW 
new feature is automatic clearance 
and tabulation as the dividend is 
entered. Further steps in division” 
accomplished, automatically, through 
use of one key after divisor is set.” 

Monroe Calculating Machine : 
Inc. Manual and electrically operat= 
ed machines. Both semi-automatic) 
and fully-automatic models. Ma- 7 
chines do negative and accumulative ~ 
multiplication. After any problem ~ 
involving automatic multiplication, ~ 
the Monroe carriage aligns where it _ 
is needed for subsequent operation. — 
Machine automatically squares, © 
when desired, on a single entry of © 
figures. 9 

Automatic 3-factor multiplication — 
is accomplished without interme- 
diate steps. Result in lower dials is — 
transferred to multiplier dials, cor- 
rectly decimalized for subsequent 
calculations, while lower dials are 
cleared. 

While it has been necessary to 
be very brief in showing some of 
the features of the various equip- 
ment, there can be little doubt that 
someone, somewhere, makes the ma- 
chine to do any job. Like as not, 
there would be a definite choice of 
several makes and models. But, 
complex as the problem may be in 
determining what machine to pur- 
chase, it again resolves down to the 
point of requiring a purchase ac- 
cording to what the machine is 
scheduled to do. 

Get the right machine for the 
job and let the manufacturers help 
you do it—they’ll be glad to. 
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Wie Alene that 


Counts” 











ANYTHING COUNTABLE 


this new Vary-Tally can be supplied in 


inati ks high, 
mbination up to 6 ban 
‘seule wide, with the counting units 
arranged compactly on stands in —_ 
Now check these special features OF 
Veeder-Root design and construction: 









@ Easily Readable from any Angle... Bold Fi 


aoe Always Centered 
in Window ... No Glare . . . Figures not Covered by Fingers in 
Operation 


@ Easily Portable, yet Ruggedly Built for Long Wear 


e@ Separate Cooney Units Can be Rotated like Tires on a Car, to 
Distribute Wear Evenly 


e All Parts Corrosion-Resistant 

e@ Working Parts of Hardened Steel 

@ Operation Not Affected by Extreme Heat or Cold 

@ Individual Tag Above Each Counter-Window — Not Strip Tabs 
@ Veeder-Root Quality in Every Part 


Now what’s on your mind, that Vary-Tally can help you count? Write 
for news sheet and prices. 


- VEEDER-ROOT INC. 


HARTFORD 2, CONNECTICUT 





Chicago 6, Ill. « New York 19, N. Y. ¢ Greenville, S.C. © Montreal 2, Canada * Dundee, Scotland @ Offices and Agents in Principal Cities 
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Administration of Purchasing 
Te Be Topic of AMA Seminar 


Administration of the Purchasing 
inction” will be the subject of one 

f the spring seminars to be held by 
the American Management Associa- 
tion. Nearly 2,000 executives are 
xpected to take part in the AMA 
8-week program. 

Between February 10 and June 
25 the association will sponsor al- 
most 130 educational seminar groups 
dealing with 86 specific manage- 
ment problems. Most of the meet- 
ngs will be held at the association’s 
Management Center in its head- 
quarters at 330 West 42nd St., New 
York City. 

The purchasing seminar is sched- 
iled for February 10-12 and March 
17-19. It will be an orientation semi- 
nar designed for two types of par- 
ticipants: The experienced executive 
vyho wants a sound basic refresher 
and a picture of latest develop- 
ments, and the less experienced 
executive who wants a solid founda- 
tion for future development. Lead- 
ership is provided by an authority 
on the subject, with the assistance 
of other operating executives. The 
approach is instructional, with lec- 


tures, visual presentations, and dis- 
cussion. 


These subjects will be covered in 
the purchasing seminar: 

Basic functions of the purchasing 
department. Internal organization of 
purchasing. Advantages and disad- 
vantages of centralization of pur- 
chasing in single-plant companies, 
companies with branch plants, com- 
panies with geographically sepa- 
rated and foreign plants. Place of the 
purchasing department in the or- 
ganization. Relation of purchasing 
department to other departments, 
particularly production control. The 
sales forecast in terms of current 
and future purchasing. Purchasing 
budgets and policies. Current pur- 
chasing procedures. Tools of pur- 
chasing. Standards of purchasing 
performance. Purchasing contracts 
with vendors; clauses, commitments 
and performance. Current trends in 
the organization of the purchasing 
function. 


es Sn oF 


Chicago Purchasing Department 
Starts Training Program 


The City of Chicago’s Department 
of Purchases, Contracts and Sup- 
plies has begun a service training 
program for its 213 employees. Its 
aim is to familiarize them with the 
department and its functions. 


The agency, headed by City Pyp. 
chasing Agent John F. Ward, singe 
1948 has handled approximately 
million annually in purchases ang 
contracts. i 

Mr. Ward has scheduled 11 nah 
ings to be held in City Hall on the” 
first and third Thursday afternoons” 
of each month. Instructors are: Mp 
Ward; Richard B. Berry, deputy 
purchasing agent; Leslie V. Beck, 
Mr. Ward’s administrative assistant; 
Clinto F. Joy, specification engi.” 
neer; Joseph Regan, chief store. 
keeper; Richard Sumnarski, head of 
the accounting department and J. R 
Steele, market research analyst. 


ee: Dee 


Booklet On How To Stop Rust 


A new catalog of Rust-Oleum 
Corporation, 2799 Oakton St., z 
cago, Ill. offers vital information on 
the prevention of rust in industry 

It features 94 color chips of Rust= 
Oleum products. Complete inst 
tions are given for surface prepa 









short oil type, long oil type, ma- 
chinery and implement finishes, 
chemical and heat resistant types, 
sealers, oil field finishes, thi 
oils, and floor and masonry coat-" 
ings. A question and answer section” 
is included. 








ATLANTA, GA.: 
Rittenbaum Bros., 691-701 Houston St., N.E 


BIRMINGHAM, ALABAMA: 
American Sanitary Wipers Co., 
Ave., S. (6) 


BROOKLYN, N. Y.: 
Delia Waste Products Corp., 


4292 Ist 


1625 Dean St. 


(13) 
CHICAGO, ILL.: 
American Sanitary Rag Co., 336 W. 37th 
Si. (9) 
Chicago Sanitary Rag Co., 2137 S. Loomis 
St. (8) 


plant. 
cleanliness. 


/ Thorough 


The Sanitary Institute of America consists of over one hundred members in twenty-seven of the United States. 
This advertisement is sponsored by the members listed below. 


DETROIT, MICH.: 
Ace Wiping Cloth Co., 7355 Bryden Ave. 
(10 


) 
Wolf Sanitary Wiping Cloth Co., 515 
Wanda St. (20) 
DULUTH, MINN.: 
Northwestern Wiping Cloth Co., 438 S 
Lake Ave. (2) 
HOLYOKE, MASS.: 
Charles Belsky & Sons, Inc., 532 Main St. 
KANSAS CITY, MO. 
Purity Textiles Co. of Kansas City, 4010 
E. 31st St. (2) 
NEW YORK, N. Y.: 
Merel Wiping Material Co., 


67 Greene St. 
(12) 


For prices and samples write any above member. For Institute specifications write any member or 
the Sanitary Institute of America, 105 W. Monroe Street, Chicago 3, Illinois. 


THE SANITARY 
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Section of Wash Room in typical S.1.4. Member 
Note excellent lighting and scrupulous 


for Efficiency and Economy 
use S$. 1. A. WIPING CLOTHS! 


They are so far superior to ordinary wipers .. . 
there is no comparison. Check these important char- 
acteristics in S.1.A. Wiping Cloths, order a supply 
from your nearest Sanitary Institute member . . . and 
you'll use S.1.A. Wipers thereafter. 


/ S.1.A. Wipers are made of strong, firm cloth 
ope hea free of any foreign matter 
JV Highly siabebent, and remain so for a long period of time 
J Wide selection of sizes, for every need in your plant 
/ Sterilized, perfectly safe to use. 


PHILADELPHIA, PA.: 
The J. Milton Hagy Waste Works, 4946-50 
Parkside Ave. (31 
Keystone Wiper and Supply Co., 
3rd St, (22) 
PITTSBURGH, PA.: 
Armstrong Sanitary Wipers Co., 1233 
Spring Garden Ave., 
Scheinman-Neaman Co., 1024 Vickroy St. 
(19) 
SPRINGFIELD, MASS.: 
John R. aye Co., P. O. Box 623 
TROY, N. 
Troy a Wiping Cloth 
Co., P. O. Box 222 


1308 No. 
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INSTITUTE of AMERICA 
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Prompt Delivery for Every Need! 


~ Quick Prices ... Quality Production you pays ys cond money...— 
nd “* | 


Complete facilities to produce the fin- 


i est plates of every type are at your 
et. g service . . . including even a fully 








eons, and intricate formings. You are 
i : invited to take advantage of the skill 
igi- : ‘ of our designers without obligation. 

Fi Send for free booklet showing Mayer's 


ae NS) 


seit 
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the equipped shop to make the tools and ~~) 
P dies required. Metal name-plates, \ \ 
ons P signs, dials, gauges, data and instruc- aii © | 
Mr , : tion plates, panels, and metal com- ae 
5 j ponents are promptly available. We (= i eC 
uty ’ handle any process, any metal, any Ur 3 C Ol 
ck, é Pus colors ... decorative bezels, escutch- : \ a «ch 
oil _- 
a 





j 
re= ' : unsurpassed facilities for designing 
lof = and producing quality plates eco- 
R. ' nomically. Write us today! 


i “ GEORGE J. MAYER CO., “Since 1884” 
/ 546 East Market Street « Indianapolis, Indiana 
Sales Offices in Leading Industrial Centers 


ist NAME PLATES 


by MAYER 


shes, t LINK<@)BELT 
7pes, f LLER CHAIN DRIVE 


tion After all, gummed tape is just gummed 
tape. Price is what counts. Buy it cheap 
enough and you might save 


(who's got a slide rule?) as much as 


Be Brighter | 0000013 cents per unit. 


Performance? Results? Who brought 


than Bg that up? Gentle reader, we just did. 


We've an idea — that if you once 


eae tried a top-quality gummed sealing tape 
Competition! . oe —a tape designed for sealing results 
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pl first, last and all the time... that 
BETTER FINISHING is your cue! Finer, faster burring, | YOU might agree price isn't so important 
° cleaning, finishing, polishing in one operation with Bright- after all. For the facts about Tru-Test, 
boy saves time, increases profits. Brightboy produces parts, the gummed sealing tape sold on 
, assemblies and finished products that look and are the . s 
: better quality that brings bigger sales. results, not price, check with your 
Brightboy definitely brightens your profit picture; gives distributor or write us direct for his name. 
you a refreshing concept of finishing—applications beyond 
the range of other methods. There are six 
textures. The combination-action of rub- 
ber and abrasive working together not 
only gives finer surfacing that enables you 
S. to out-sell competition, but also time sav- 
ings up to 50%. 
BETTER FINISHING DATA is no 
50 further away than your regular deal- 
le er. Ask him for the Brightboy Cata- 
‘ log Manual. Write us if he cannot 
supply you, or on any problem where 
33 finishing is involved. 
St. 


z fe» 
WELDON “oe RoseERts 


BRIGHTBOY INDUSTRIAL 
DIVISION 





WELDON ROBERTS : : 
RUBBER CO. _ 


95 No. 13th Street FOR FINISHING ALL METALS, 
Newark 7, N. J. 
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FRONT DOOR SELLING 


About twenty years ago, we at the 


Hussmann Refrigerator Co. completely 
changed our procedure to provide an in- 
surance against what is now termed 

Back Door Selling”. 

Under this procedure, anyone who has 
anything to offer this company must 
come through the Purchasing Depart- 
ment. The members of the buying staff 
in the Purchasing Department have been 
schooled in qualifying and screening those 
vho are offering either material or serv- 
ice, so that if the item happens to be 
one that has never been used by the com- 
pany, or is of a technical nature, the 
supplier’s representative is referred to a 
proper and qualified person in the En- 
gineering Department, who simply quali- 
fies the material er service as being 
suitable or not suitable for use in this 
company. 

The Engineer does not buy, nor does 
he indicate to the supplier that he is 
OK’ing the product being offered, but 
rather that he is making a scientific 
evaluation of the material or service so 
that the Purchasing Department buyer 
may be in a position to judge from the 
standpoint of application or suitability. 

[ am sure that the sales representative 
soliciting an industrial firm many times 
finds himself confronted with a buyer 
who is not equipped to judge the suita- 
bility of an item, but who does take it 
upon himself to represent himself as be- 
ing qualified. That’s where the salesman 
or sales engineer gets it in his mind to 
try the “back door” approach. 

After twenty years of experience with 
our method, we do not have the problem 
of “back door selling’’. 

W. H. Grant, V.P./Mfg. 
Hussmann Refrigerator Co. 
St. Louis, Mo. 


GOLDEN RULE 


Some one has referred to me the sur- 
vey “Should Hours for Interviewing 
Salesmen be Limited?” from your Sep- 
tember issue. 

During recent years I have noticed an 
increasing number of companies posting 
restricted hours to interview salesmen. 
| have often wondered how the manage- 
ment of these companies react when their 
own salesmen are faced with this prob- 
lem. For this reason, I was rather sur- 
prised that only one reply out of twelve 
quoted referred to this aspect of the 
problem, by saying: 


“We treat visiting salesmen in the 


manner in which we would like to 
have our salesmen received. Accord- 
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ingly, we will interview a salesman 
any time he calls.” 
I certainly sympathize with the Pur- 
chasing Agent and the fact that he must 
receive all salesmen with patience and 
courtesy. At the same time, I don’t see 
how an increasing number of concerns 
can continue to restrict the work of sales- 
men in a competitive system that is be- 
coming more competitive. 
A. G. Ballard, Vice-President 
Diamond State Fibre Co. 
of Canada 
Toronto, Ont., Canada 


@ The section of the survey re- 
port devoted to comment, in which 
the above quoted statement ap- 
peared, is intended only to present 
a representative cross section of 
opinions expressed, without regard 
to the proportionate extent to which 
these opinions may be held. Actually, 
this identical point was repeatedly 
made, by a substantial number of 
the more than 450 purchasing men 
participating in the study. Preva- 
lence of the sentiment and practice 
is more clearly shown in the tabu- 
lated replies to Questions 3 and 5 
of the survey, indicating that 60% 
of buyers feel that restricted calling 
hours are unfair to salesmen, and 
77% have set up no such restriction 
in their own buying practice —Ed. 


STANDARD TEXTS 


I would like to know the titles of the 
best books published in the U.S.A. on 
purchasing. Our organization is a sub- 
scriber to your magazine and we publish 
every three months abstracts of the best 
books and articles published in the field 
of scientific management, in our maga- 
zine “Hommes et Techniques”. Several 
abstracts from your magazine have al- 
ready been published. 

G. Henneton, Information Dept. 
(Commission Generale d’Or- 

ganisation Scientifique 
Paris, France 


@ The two textbooks most widely 
accepted are: 

“Industrial Procurement” by 
Howard T. Lewis, published by 
Richard D. Irwin, Inc. 

“Purchasing—Principles and Ap- 
plication” by Stuart F. Heinritz, 
published by Prentice-Hall, Inc. 








INVENTORY CONTROL 


I would like to obtain a copy of the 
April 1951 edition of PurcHASING, con- 
taining B. D. Henderson’s article “Proved 
Policies of Inventory Control”. An ap- 
propriate purchase order will be for- 
warded if required. 

This past spring, Mr. A. M. Kennedy, 
Jr., Assistant General Manager of Pur- 
chasing for Westinghouse, described 
Westinghouse inventory control proced- 
ures to purchasing officers of the Bureau 
of Supplies and Accounts. In June, the 
Wilson inventory control plan was de- 
scribed to the Supply Demand Control 
Point conferees. During a visit to Wash- 
ington this past week I was informed 
that your publication is one of the pri- 
mary sources of information on the sub- 
ject of inventory control. 

As System Procedures Branch Super- 
visor of the Yards and Docks Supply 
Office, one of the several Navy Supply 
Demand Control Points, I am particu- 
larly interested in this subject. Any 
additional source information which you 
might suggest would be appreciated. 

Earl Van Slyke 

Yards & Docks Supply Office 

U. S. Naval Construction 
Battalion Center 

Port Hueneme, Cal. 


@ Tear sheets of the 1951 article 


and others on the subject of in- 7 


ventory control sent. The book 
“Management of Industrial Inven- 
tory” by Benjamin Melnitsky (Con- 
over-Mast Book Division, $5.50 per 
copy) is highly regarded as a com- 
prehensive and authoritative sum- 
mary of successful policies and me- 
thods in this field.—Ed. 


APOLOGETIC BIDDER 


The other day I was looking over an 
old file that had to do with our defense 
purchasing activity, and ran across a 
letter submitted by a Japanese firm that 
wanted to withdraw their bid on a pur- 
chase. I thought you would get a kick 
out of the closing sentence: 

“This is a very rare, miserable case 
second to none and not repeated any 
more.” 

Apparently they are trying to say that 
they had made a mistake in the bid, and 
would promise never to make the mistake 


again, 
Clifton E. Mack, Commissioner 


Federal Supply Service 
Washington, D. C. 
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Inited offers MORE DIRECT AIR FREIGHT SERVICE 





to more of your markets THAN EVER BEFORE! 


¢ 
%* Entire Fleet of 170 planes carries air freight day and HERE’S YOUR 
night between 80 key cities, coast-to-coast and Hawaii. HA NDY SCHEDUL E 





Ds 


One waybill service to every airline city in the world. OF 4.-ENGINE, 


* Door-to-door delivery plus fast service to outlying ALL-CARGO 


points. FLIGHTS 






































less than Ist Class Rail Express! Contact your local United office 
now or United Air Lines, Air Freight Div., 5959 S. Cicero Ave., 
Chicago 38, Ill. 


Schedules operate daily on weekdays. See 
your United Agent for full information 


Light type indicates A.M. Dark type P.M 
*Flight terminates + New flight originates 


i 
WESTBOUND 

i 

Lv. Boston 10:00 : 

artford- 12:50 | 

Springfield i 

New York 1:45 ; 

Newark 10:45 : 

Philadelphia 12:30 i 

Cleveland 3:55 | 5:00 } 

Ar. Chicago 5:05 | 5:00| 6:05° § 

Ly. Chicago 7:05 | 7:00} 9:20+ 4 

Denver 11:50 | 11:45 } 

Los Angeles y | 3:45 

Ar. Oakland 4:50 ! 

SanFranciseo | 5:40) | 6:45 | 

_——e er ew ww nM NK ew een ee -"-——_—— oo | 

' 

i 

EASTBOUND 

Ly.San Francisco | 8:00 10:40 | 

Oakland e:50 | : 

Los Angeles Y 8355 i 

Denver 3:20 | 4:30 | 5:30 ! 

Ar. Chicago 8:45* | 9:55* | 10:55 3 

Lv. Chicago 10:30; | 11-307 | 12:55 | 

‘ Cleveland 2:25 4:25 | 

IT PAYS TO SHIP via UNITED AIR LINES! w.risooe | x3| | | 
Newark Y 6:30 } 

Yes, United Air Freight services are fast, convenient and economical. sea 6:00 ons 
What’s more they are tailored to your requirements! Even transcon- Springfield ¥ : 
tinental shipments take only a few short hours, and, the cost is often aaa Men 
i 

i 

i 

1 

i 

i 

i 

i 





UNITED AIR LINES 
SD rer, rots - ma 
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Kaiser Sees Western Steel 
Consumption Over '51 Record 


A 5% rise in steel consumption 
the 1951 record is seen for 
western states in the year just 

Kaiser Steel Corporation, in 
its annual steel consumer survey, 
estimates the market for steel mill 
products in the area will total 6,- 
300,000 tons in 1953, against 5,981,000 

» 1951. 

The survey, entitled “A Report to 
Far Western Steel Purchasers,” 
says about 58% of this steel comes 
western mills. The rest is 
shipped in from mills outside the 
seven western states. 
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265-Page Basic Materials Book 


Subjects ranging from discussions 
of new materials, such as radio- 
materials and titanium and 
zirconium, to new applications of 
staples, such as steel and wood, are 
covered in the 265-page book, “Ma- 
terials for Product Development— 
1953”. published by Clapp & Poliak, 
Inc., New York 17, N. Y., producers 
of recent Basic Materials Confer- 
ence 


Eighteen papers, illustrated by 36 


active 


tables and 30 graphs, make up the 
text of the book. Topics covered 
include; Engineering Materials in 
Today’s Business, Materials and the 
Future, Materials for High Tem- 
perature Use, Molded and Extruded 
Plastics, and many others. Copies of 
the book can be obtained from 
Clapp & Poliak, Inc., for $7.50 per 
copy. 


a 
Top Purchasing Men Named 
By Hoover to Task Force 


Several leading purchasing men 
have been named by former Presi- 
dent Herbert Hoover to a task force 
to study use and disposal of $25 
billion worth of surplus property. 

Committee members who are 
widely known for their contribu- 
tions to the purchasing field are: 
Harry Erlicher, Special Assistant 
Secretary to the Army; Russell 
Forbes, Deputy Administrator of 
the General Services Administra- 
tion, who will be chief consultant; 
Carl A. Ilgenfritz, Vice President- 
Purchases, United States Steel Cor- 
poration; Thomas D. Jolly, Vice 
President, Purchasing and Engi- 
neering, Aluminum Company of 





America; George A. Renard, 
ecutive Secretary-Treasurer, 
tional Association of Purch 
Agents. : 

Mr. Hoover is chairman of the 
Commission on Reorganization 
the Executive Branch of the Goy. 
ernment. He said the task forge” 
would make recommendations deal. 
ing not only with current surplus” 
problems, but also those of the 
future. He hopes the findings of the 
group will help save the government _ 
billions of dollars. 


ee oe 


Precision Measurement Textbook 


The history and techniques of © 
gaging are the basis of a 264-page # 
textbook, “The Science of Precision d 
Measurement”, published by the © 
DoAll Company, Des Plaines, Ill. It 
discusses the constant and un-- 
changeable wavelength of light and 
its use in the form of gage blocks. ~ 
All phases of application and care of © 
gage blocks are covered. Information e 
on angle measurements, use of opti- q 
cal flats and interpretations of — 
fringe lines, use of comparators, © 
checking of micrometers and thread 
and gear measurements is also in- ~ 
cluded. The price is $3.50 per copy. ’ 
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BUYERS & SELLER'S MART 


Contract Work 4 


Equipment For Sale * 


Employment and Business Opportuniti | 








Undisplayed (set solid) 
Positions Wanted 


Displayed 


REQUIREMENTS 


Undisplayed (want-ad style), minimum charge 4 lines, prepaid. 


45¢ line 


out charge. 
$8.50 inch 


Figure forty-four letter spaces (five average words) to a line. 
Add one line for box number address; replies forwarded with- 


Discount of 10% for twelve consecutive displayed insertions. 


Forms close 15th of month preceding date of publication. 





Send orders to: CLASSIFIED DEPARTMENT 


PURCHASING ° 


205 East 42nd Street, New York 17, New Yi 








POSITIONS WANTED 





Industrial Purchasing Agent, fully experienced 
in all phases of purchasing and stores control. 
Young, married and willing to relocate any- 
where. Purchases included chemicals, heavy ma- 
chinery, packaging supplies, material handling 
equipment, office supplies and equipment, all 
types of maintenance supplies. Willing to accept 
position as asst. purchasing agent or buyer with 
advancement possibilities. Write Box 1402, Pur- 
chasing, 205 E. 42nd St., New York 17, N. Y. 





EXECUTIVE combines purchase, inventory man- 
agement, and statistical experience in excep- 
tional staff and operational background: cur- 
rently employed, desires to relocate in New 
Jersey or vicinity New York City. Resume: Box 
1403, Purchasing, 205 E. 42nd St., New York 
17, N. Y. 


Please mention PURCHASING Magazine when writing to advertisers. 


Position Wanted 


Aggressive, conscientious Purchasing Agent pres- 
ently employed seeks better opportunity for 
advancement. Technical education, college man, 
well traveled, 7 years aviation experience, 5 
years textile experience. Age 34, a good- 
natured southerner. Write Box 1404, Purchasing, 
205 E. 42nd St., New York 17, N. Y. 








FAMOUS MP ALUMINUM 
CLIP 
BOARDS 


SHEET 
HOLDERS 


Sizes: legal, letter, note and pad 








Write for PA discount sheet 


WANTED 


Ex P. A. 


Who wants to sell Steel Sheet and S 
Strip for growing Chicago Steel and Alu 
Warehouse. Territories: Mid West and 
West. Exceptional opportunity, worth inves’ 
ing. Write Box 1401, Purchasing Magazine, 
E. 42nd St., New York 17, N. Y. 











METAL PRODUCTS ENGINEERING, 


4000 Long Beach Avenuc, Los Angeles 58, Cali 


INC 


fornia 





1000 MONOGRAMMED © 
BUSINESS CARDS 


Individually , designed Monogram 


FRASER | 1615 iS Prospect Place 





= your initials hand lettered 
us 5 line copy. bam mel print.ng. 
Write for free sam 


lyn 33, N 
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